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RIGHT down to the point of retail sale— 
at the dealer’s door—goes the 1926 news- 
paper advertising of Eveready Columbia 
Dry Batteries. No less than 578 news- 
papers, in all parts of the country, are 
used in a powerful campaign, with a 
total used circulation of 104,599,976 
copies. Thus the national advertising 
in leading monthly and weekly publica- 
tions is brought to a focus in the towns 
in which you travel. The first newspaper 
campaign in 1926 will run during March, 
April and May. This campaign is to help 
you as well as the dealer. Ask your trade 
to tie in with the advertising by dress- 
ing Eveready Columbia windows in the 3 
spring and fall, and make sure their wae 
stocks are ample to take care of the ratte cae 
public demand for Eveready Columbia thee 

Dry Batteries. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 
New York San Francisco 
Atlanta Chicago Dallas KansasCity Pittsburgh 


Canadian National Carbon Co., Limited, Toronto, Ontario 
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-they last longer 
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Pp ROBABLY our most constructive 
help in the interest of the jobbing 
industry is the compilation eaeh year 
of the amount of business done by job- 
bers during the previous year. Ques- 
tionaires have been sent out to all job- 
bers and the returns so far are satis- 
factory, but there are some jobbers 
from whom we have not as yet heard. 
If the questionnaire is still on your 
desk, have it filled out and returned 
at once. 

The June issue will contain the re- 
sults of this survey. It is a matter 
of vital importance to you, for it gives 
you at a glance the amount of busi- 
ness done in various lines by all job- 
bers and from this information you 
can readily ascertain whether you are 
securing your normal share of the in- 
dividual lines listed. 

The manufatturers, tov, are ceeply 
interested in the results for it gives 
them a complete view of the electrical 
wholesale field. 

Do not fail to send in your ques- 
tionnaire. Remember Theodore Roose- 
velt’s. sound comment, “Every man 
owes some of his time to the industry 
to which it belongs.” Here is one 
way of giving a small part of your 
time and a large share of your sup- 
port to your industry. 

* 7 + 

HE RADIO interests have made 

rapid strides in settling down to a 
well organized industry. Radio trade 
associations have been organized 
which are already doing splendid 
work. The manufacturers are form- 
ing their groups and the co-opération 
is bound to put radio in a short time 
abreast of the other industries. 
~The electrical supply jobber is 
doing a splendid work in this field. 
And, it is only natural. He has the 
distribution channels, he has the per- 
sonnel, and what is fundamentally 
necessary he has the knowledge to sell 
and service a product of this nature. 

During the year 1924, his volume on 
radio sales was $116,051,000, which in- 
dicates the tremendous amount of 
business which he is capable of 
doing for the radio manufacturer. 
Figures now being compiled for 1925 
are awaited with interest. 
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SALES TIPS 


ON THE 


NEVER-CREEP 


TO SELL A PRODUCT YOU MUST KNOW 
ITS SELLING POINTS 





TIP NO. 1 


Did you know that you can furnish 
your customer a size to meet any strain 
condition? Point out this fact to the 
engineer the next time you interview 
him. Look at the range in plate sizes: 


5x10 8x20 8x35 
6x15 8x25 10x40 
6x20 8x30 





TIP NO. 2 


Time is a money factor especially 
where many are employed such as in 
‘public utilities’’ organizations. An 
engineer whom you are trying to have 
specify “‘Never-Creep’’ anchors can 
readily recognize the time saved as il- 
lustrated on the right, when installing 
a “‘Never-Creep” over the “‘old-fash- 
ioned’’ dead man method. 


There are many anchors 
but only one Never-Creep 


CHANCE COMPANY 


CENTRALIA, MISSOURI 


DISTRIBUTED IN CANADA 
BY NORTHERN ELECTRIC COMPANY 





i 
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| NEVER-CREEP 


The Never-Creep has to be 
buried before its virtues are 
fully appreciated. 
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Editor’s Page 


Let the Jobber Iron Out the Peak 


LECTRICAL household refrigeration now 

takes the front of the stage. As a mer- 
chandising possibility it stands up along with 
radio. But in addition to the element of popu- 
lar appeal, which it has in common with radio, 
the household refrigerator is a current consum- 
ing device of importance, and back of it, there- 
fore, is coming the united forces of the great 
central station industry. Refrigeration is com- 
ing fast and it is going far. Hundreds of mil- 
lions of capital are going into the manufac- 
turing end. In short, something has been ac- 
complished with the small electric refrigerator 
that is basic and its future is destined to equal 
or surpass other electrical developments of 
similar basic nature. 

Here is something to sell. Whatever the na- 
ture of the opening campaigns to secure distri- 
bution, ultimately the electrical jobber is going 
to be in this field and in it strong. Why! Be- 
cause fundamentally, and in popular opinion, 
the electric refrigerator is an electrical machine 
and people are going to turn instinctively to 
buying this machine through electrical chan- 
nels, and feel safer and surer in so doing. 

The electrical jobber and his able army of 
contractors and dealers are electrical men. 
‘That is the outstanding fact which is surely go- 
ing to put them into the running as it did in the 
case of radio. 

Already a start has been made. While cer- 
tain of the large manufacturing interests have 
at the start turned to methods of distribution 
that do not include the electrical jobber, other 
manufacturers have turned an eye in his direc- 
tion and are taking steps to capitalize on the 
(istribution machinery already set up, as repre- 
sented by the electrical jobber and his contrac- 
tors and dealers. Some jobbers have already 
egun to function, as, for instance, KE. B. Latham 
« Co. of New York. Their plan is most inter- 
esting and it will pay every jobber to read it 
carefully as embodied in the first article in this 
ssue, 

The wholesaler in this or any other industry 
nust be conservative. He cannot jump from 
pillar to post following up every new thing pre- 
ented for his consideration without keeping his 

ar to the ground for due length of time to 
iscertain what there is in it. But when a really 
ig thing is coming his way and he keeps his ear 
slued to the ground too long the whole proces- 
on may over-run him and then it is a tail-end 








chase to catch up—a chase that is long and tire- 
some and expensive. The time for the jobber 
to make his bid for a strong position in the re- 
frigeration field is at hand. 

* * * 


“Radio Market” in May 


HE FIRST annual “Radio Market” of 
T THE JOBBER’s SALESMAN will be held in 

the reading pages of the May issue. The 
purpose of this “market” is to show electrical 
jobbers the new radio lines that will be available 
for 1926-27 season. 

Over 80 prominent jobbers have endorsed our 
plan of presenting in one section the new prod- 
ucts of the radio manufacturer, and the majority 
have specified May as the month in which this 
information should appear. Most of them 
start work on their new radio catalogs about that 
time and will use the section to splendid advan- 
tage in determining their new lines. 

Radio manufacturers, interested in jobbers, 
have been invited to participate in this 
“market.” New lines being brought out and any 
changes in present lines will be illustrated and 
described. 


In order to accommodate those manufacturers 
who will have additional changes to announce 
during the early summer, the “Radio Market” 
will be kept open for several months. 

The enthusiasm is high among the radio de- 
partment managers, for it will enable them to 
view, in a concise form, the lines available to 
them just at the time this information is wanted. 

* * * 


Spring is Here 


OW DO we know? Well, it’s not be- 
H cause a robin is chirping on our window 

ledge. It’s because of that far away 
look in every golfer’s eye. 

Salesmen do not find time to be golf experts, 
but they can be experts on what the golf club 
needs in the way of proper lighting and other 
electrical equipment. Here is your opportunity 
to urge your dealers to suggest better lighting 
in the locker rooms, which is generally abomi- 
nable, to persuade the caddie master to install 
a buffer to polish those clubs and to secure per- 
mission from the house committee to make sug- 
gestions on general lighting improvements 
around the grounds. There are two fields in 


every club—one for the player, the other for 
the salesman. 
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Forget | 


To ask foran 
Order for Good 
Old Reliable 


MANSON 


every time I take a wire 
order. lam a typical Job- 
bers Salesman interested 
_Inpicking up the ducats,and 
by simply training myself to 
remember Mansort' add a grist 
of them to my monthly sales. 






MANUFACTURED SOLELNBY 


me OKONITE G0. 
PASSAIC.. 
NE WJERSEY. 





\ 




















EVERY ONE OF MY CUS'TOMERS 
KNOWS “MANSON” TO BE 
1 Atrue Friction Tape-Closely woven highest 
quality, cotton Fabric, frictioned'on both sides 
with highest quality Hevea rubber compound. 
2 Unequaled in aging or weathering quality. 
3 Unequaled in true adhesiveness. ( dorit 
confuse adhesiveness with mere stickiness) 
4Unequaled for any Service demanding 
high-quality friction tape. 


| CASH IN ON THEIR YEARS OF EXPERIENCE 
WITH THIS AND OTHER OKONITE TAPES 
































THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, Inc. 
Factories: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH 
ATLANTA BIRMINGHAM SAN FRANCISCO LOS ANGELES SSEATILE 
F. D. Lawrence Electric Co., Cincinnati, O. 
Novelty Electric Co., Phila., Pa. Pettingell-Andrews Co., Boston, Mass. 


Canadian Representatives: ye ory | Materials Limited, Montreal 



























Cuban Representatives: Victor Mendoza Co., Havana 
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Electric Refrigerators— 
Are You Overlooking a Bet? 


Hundreds of Thousands of Units Will Be Sold in the Next Few Years. Yet 
Only Here and There are Jobbers Entering the Field—The Set-up of 
Some Manufacturers Provides for You—Get Into the Game 


DEVELOPMENT is taking place in the electrical 

industry that must be classed among the major 

movements. A great, new art has sprung into exist- 
ence as a result of the perfection of the process of electro- 
mechanical refrigeration for the home. Without having 
the spectacular features of radio, it has, nevertheless, 
“crashed the gates’’ of public interest so quickly and in 
such a positive way that progress made toward selling 
the public on the idea of refrigeration in the home is at 
least comparable with the sudden rise of radio in popu- 
The field is restricted only to the wired homes 
—sufficiently large at the start and growing at a steady, 
rapid rate. The price of a first-class refrigerating unit 
not differ materially 


lar favor. 


does 


1921 when radio “broke.” 
servatism, on every hand, with the exception of the usual 
outstanding few, the same remark was passed out by the 
electrical jobbers—“I’m staying off from radio. Let 
the other fellow take the grief.” This attitude was 
assumed by the majority until well on into the middle of 
1922. 
nently crossed off the electrical jobber in their plans for 
distribution. Others came to the jobber in spite of his 
attitude and it is fortunate that the latter were sufficient 
in number and importance to turn the tide in his direc- 
tion, until now the electrical jobbing industry handles 
quite close to half of the radio business. 

Now comes refrigeration— 


Perhaps with sound con- 


Some manufacturers in the meantime perma- 





that of a first-class 
radio set. Therefore, the 
possibilities for merchandis- 
ing on a tremendous scale 


from 


are there and the machinery 
is already being set up. 
Where is the 
jobber? 
Hark back to the fall of 


electrical 
Tae (001 ING van 


THEREFRIGER TNO 
MECHAKE » 















in its most modern sense about 
a year old. Few jobbers are 
doing anything with it—yet 
there are millions, ves hun- 
dreds of millions of dollars 
of business at hand, just as 





there were in radio. ‘“Serv- 
ice problems—can't handle 
it,” savs one jobber. “Bugs 























There is an Astounding Public Interest in Electric Household Refrigeration, Which Presents An Opportunity for the Electri- 


cal Jobbers and Their Dealers to Meet the Great Demand That is to Follow 
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, 


says 
“We're not set up for it,” says a third, “it 
would require a special department—all kinds of grief 
to eat up the profits.” 

And so, as a result, some of the largest manufacturers 
of refrigeration equipment are making other plans. They 
are setting up their machinery to distribute direct through 
elaborate systems of their own. 

Yet the electrical jobber, coupled with his closely asso- 
ciated electrical dealer, has one great, outstanding advan- 
tage that is eventually going to swing a great amount 
It lies in the fact that 


in the equipment—show me a fool-proof machine,’ 
another. 


of this business in his direction. 


A Franchise Plan for 


when all is said and done, the household refrigerato: 
like the radio set, is an electrical device fundamental], 
It has a motor in it and must be hooked up to th 
electric service. People look upon radio as somethin, 
that is electrical, even if it produces music and looks lik 
a piece of furniture. In the majority of cases they fe: 
safer in buying it through electrical channels. Th. 
same with the refrigerator; it may make ice and it ma) 
have gas inside, but to them it is an “electric” refrig 
erator, and right in that fact lies food for thought fo. 
the electrical jobber today—the tallest, fastest thinking 
that he has been compelled to do (Turn to Page 104 


Merchandising Electric 


Refrigerators By the Jobber Through the Dealer 


Now Being Followed By E. B. Latham & Co., New York 


“With reference to our recent decision to 
enter the field of electrical refrigeration, and for 
information of other electrical jobbers through- 
out the country who may be interested in the 
possibilities of this comparatively new, but with- 
out question, outstanding development of the 
day in household electrical appliances, we are 
pleased to set forth our opinions. 

“After several months of most careful in- 
vestigation and consideration we finally brought 
ourselves around to the point of believing that 
there is a very definite place for the electrical 
jobber in the distribution of electric refrigera- 
tors. No manufacturer could possibly secure 
representation in the surburban and rural sec- 
tions in a more definite way than to align him- 
self with a high-class electrical jobber having 
dealer representatives, who believe in him and 
will back up that belief to the extent of doing a 
thorough merchandising job in their respective 
communities on behalf of lines presented to 
them by their distributor. 

“Having this thought in mind, and analizing 
carefully our dealer connections, we realized 
that we had a sufficient number of dealers of 
substantial credit ability, with representative 
retail stores, and with mechanical ability to 
handle a proposition of so technical a nature as 
an electric refrigerator. Careful investigation 
convinced us that a number of our most progres- 
sive dealers have been handling refrigerators in 
a rather half-hearted way for the past two years, 
and were more or less familiar with the question 
of installation and service necessary to their 
distribution. 

“Our plan of distribution in connection with 
this line is to appoint only the highest class 
dealers in their respective territories, granting 
each dealer an exclusive franchise in his respec- 
tive community. As we see it at the present 








time, we will avoid merhandising this line 
through department stores. First, because of 
the fact that it would be necessary to permit 
them to sell in all territory within a radius of 50 
miles of New York City, which would interfere 
with our exclusive dealer franchise plan, anc 
second, in that we do not believe the department 
store trade is an outlet which would compete 
satisfactorily with the local dealer as regards the 
question of installation and service, realizing the 
fact that when service is called for on this class 
of appliance, it must be rendered most promptly 
and efficiently. 

“We will set no definite quota nor attempt to 
obligate our franchise dealers in any way beyond 
requiring them to put forth their best effort on 
behalf of our line, and to display at all times not 
less than one refrigerator, which must be main- 
tained in active operation on their showroom 
floor in order that prospective customers, result- 
ing from our local advertising, may be referred 
to the franchise dealer, representing us in their 
territory, for complete information pertaining 
to the line. 

“Our plan calls for our installing the dealer's 
sample installation in his showroom, and our 
familiarizing the dealer, or his appointed repre- 
sentatives, in every particular as regards the 
mechanical operation of the various units, in 
order that the dealer may be capable of making 
future installations and rendering any ordinary 
service, for which he may be called upon. We 
will, however, when called upon to do so. 
arrange to make future installations in the 
homes of our franchise dealers’ customers, 
charging such installations to the dealer, based 
upon the character of the same. We will also 
maintain an emergency service department, con- 
sisting of not less than three experienced men. 
who will be subject to the franchise dealers in 
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*“Socold’”’ Dealer Franchise Agreement 


Between E. B. Latham & Company (a New York Corporation) of New York 
City, N. Y., hereinafter called the Distributor and 


hereinafter called the Franchise Dealer. 


, E. B. Latham & Company is the exclusive wholesale distributor 

of the Socold Electric Refrigerating Corporatjon of Lynn, Mass., the manufacturer 

| of Socold Refrigerating Machines, designed primarily for use in household refrig- 
} erators, and the 


is desirous of acquiring the sales rights for said machines in 


| NOW THEREFORE, in consideration of the mutual undertakings herein con- 
} tained it is agreed: 
} TERRITORY: E. B. Latham & Company hereby appoints 


| as its exclusive Franchise Dealer or sales agent for 


The Franchise Dealer hereby accepts such appointment as sales agent for said ter- 
ritory and agrees to exercise its best efforts to sell Socold Electric refrigerating 
apparatus for installation within said territory. 


The Distributor does not authorize the Franchise Dealer to represent him or 
the manufacturer in any way or manner or to obligate them in any respect, except 
as set forth in this agreement. 


The Franchise Dealer agrees not to handle or deal in any other type or make 
of refrigerating apparatus or machines during the term of this agreement without 
the written consent of the Distributor. 


TIME: This agreement shall continue for a period of one year from date, but 
the Franchise Dealer shall have the privilege of renewal for a similar period from 
year to year providing in the judgment of the Distributor the Franchise Dealer has 
functioned in a representative manner and handled a quantity of Socold apparatus 
in keeping with the territory herein granted. 


CANCELLATION: The Distributor reserves the right to cancel this agreement 
any time six months after the date hereof providing in his judgment the Franchise 
Dealer is not functioning in a representative manner and putting forth a reason- 
able amount of his sales effort on behalf of Socold apparatus. Written notice of 
such cancellation shall be given the Franchise Dealer, ten days in advance of the 
date fixed for termination. 


INSTRUCTIONS: The Distributor agrees to instruct without charge to the 
Franchise Dealer any representatives the Franchise Dealer may delegate to handle 
installation or service. 

SERVICE: The Franchise Dealer agrees to maintain in his employ at all times 
not less than one person sufficiently instructed and familiar with the mechanical 
construction of the Socold Apparatus as to enable him to render any ordinary ser- 
vice required by his trade to the end that users shall not be inconvenienced beyond 
a reasonable extent, whether such inconvenience results from defective parts or 
otherwise. 


SPECIAL SERVICE: The Distributor agrees to maintain at all times for the 
convenience of its Franchise Dealers not less than two expert mechanics whose 
function it will be to attend to service calls which are beyond the scope of the 
Franchise Dealers service section, it being agreed however that the Franchise 





Dealer shall pay for the services of these men at a rate of not to exceed one dollar 
per hour including traveling time 


INSTALLATION: It is agreed that the Distributor will install one machine 
either in the Franchise Dealers show room or at a customer’s home in the presence 
of the Franchise Dealer or his delegated representative without charge. However, 
any further installations wherein the Distributor is called upon to perform this ser- 
vice on behalf of the Franchise Dealer, such service will be charged to the Fran- 
chise Dealer based upon the character of such installation. 


TERMS: All Socold refrigerating apparatus will be shipped from the Distrib- 
utor’s New York Warehouse, from which point the Franchise dealer will pay 
carrier charges plus freight from the factory at Lynn, Mass., to New York City 
All invoices are net cash thirty days from date. 


ADVERTISING: The Distributor undertakes and agrees to supply the Fran- 
chise Dealer with a reasonable supply of circulars, electrotypes and mats describ- 
ing “Socold” refrigerating apparatus, together with complete instruction books 
and blue print describing each part in detail. 


FRANCHISE DEALER PRICES: The prices for refrigerating units and units 
combined with refrigerators shall be as follows: 


(a) No. 20—Dealers to receive a discount of 36% 
from list price of $275.00. 


(b) No. 30—Dealers to receive a discount of 30% 
from list price of $298.00. 


(c) No. 40—Dealers to receive a discount of 40% 
from list price of $450.00. 


(d) No. 50—Dealers to receive a discount of 40% 
from list price of $475.00. 


(e) 


GUARANTEE: The Distributor and manufacturer guarantees that each 
machine shall be in first class working condition at the time of shipment and to be 
then capable of freezing solid, water in the receptacles provided for that purpose 
in the brine tank, under ordinary conditions of operation: that the operation of 
said machine is by means of Thermostat control so designed as to maintain within 
reasonable limits and if properly operated, substantially even temperature. The 
Distributor and manufacturer further guarantees that should any part of the 
machine prove defective it will furnish a new part therefor, provided the alleged 
defective part is sent to the Distributor for examination and for determination as 
to whether or not in their opinion the part is in fact defective. The guarantee of 
the distributor and manufacturer with respect to machines and parts, shall expire 
one year after the date of shipment of said machines from said distributor's 
warehouse. 


SIGNED, SEALED and DELIVERED in duplicate 


this day of 192 

WITNESS F. D. 
By 

WITWESS Dist. 
By 








Form of Dealer Franchise Agreement Used by E. B. Latham & Co. 


order to take care of certain forms of compli- 
cated service, which the dealer may be called 
upon to render, and which is beyond his service 
department’s ability to care for efficiently. Such 
service will also: be charged to the dealer at the 
rate of not to exceed one dollar per hour, plus 
traveling time and traveling expenses, provid- 
ing, of course, that the trouble is not due to a 
manufacturing defect, or beyond the one year 
cuarantee of the manufacturer. 

“We might add that we have been actively 
engaged in establishing franchise dealers for the 
past six weeks in the territory allocated to us, 
and are more than pleased with the results which 
we have been able to develop. Every reliable 
dealer with a foresight into the future is in a 
receptive mood. 

“There is no possible reason why any capable 
ind responsible electrical jobber, with an effi- 
‘ient sales organization and service section, can- 
not break into the electric refrigerating line sat- 
sfactorily. However, the utmost care and 


consideration should be-given to the product 
selected. ‘There are approximately 80 manu- 
facturers of electric refrigerators and units to- 
day, of which, probably not to exceed 10 or 15, 
have progressed beyond the embryo stage, the 
others having neither a finished product nor a 
satisfactory box connection, the extent of their 
activities being largely on paper. Many of these 
are blue sky propositions fostered by high-grade 
stock promoting and financing individuals, as is 
always the case in connection with new and 
promising fields of development. Therefore, 
the most careful investigation and consideration 
should be given to the question of selecting a 
line properly financed and with manufacturing 
facilities capable of not only manufacturing a 
substantial product, but with sufficient con- 
fidence and ability to back it up after it has been 
placed on the market.” 
Lesuiz E. Laruam. Sates Mer. 
E. B. Latuam & Co. 


New YorkK 
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The Price List Problem 


A Study Made of the Methods Employed by 29 Representative 
Houses—Opinions of Various Jobbers 
On the Subject 


HE SUBJECT of price lists is one of deep con- 

cern to the jobbing industry. With some jobbers, 

to paraphrase an old expression, “to issue one or 
not to issue one, that is the 


question.” With the majority, - : 

opto peti seems to (otumbian 
e to find a way to improve scal SupP 
y P Bipetric eset 


upon their present list. 

A questionnaire mailed to \/f 
jobbers revealed in a surpris- 
ing fashion the general inter- \] 
est in this topic. Price lists — 
were received from 29 of the 
leading jobbers issuing them, \\e— 
many of which were accom- 
panied by letters requesting | 
suggestions as to how they 
might be improved. Other 
jobbers explained that they is- 
sue no list as they were sim- 
ply floundering around trying 
to secure something substan- 
tial in the way of information 
on this important problem of their sales work. 

On the other hand, some jobbers stated the practice 
of issuing monthly price lists does not meet with their 
approval. In one’s opinion it “simply indicated price- 
cutting,” in another’s it is “generally issued to raid 
someone else’s territory.” In other words, the individ- 
ual views on the subject are apparently as varied as 
the types of lists themselves. 


~ 





In a majority of cases, however, the opinions, while 
varying in form, are in favor of some sort of price list 
to tie in with the salesmen’s calls and the issuing of the 
general catalog. The salesmen, especially, advocate the 








Stitched Booklet Types of Price Lists 
Popular with Some Jobbers 


Folder Types of Price Lists Used by Many Jobbers 


idea, as it keeps the house before its dealers in a con- 
crete fashion. Quite obviously, a saleman is not avail- 
able all over his territory at any one time. Likewise, 
obviously, there are times 
when the dealer wants the in- 
formation which a salesman is 
not on hand to give—quota- 
tions to be made, a knowledge 
of the costs of material, rush 
orders to be placed on a price 
basis. Right here is where the 
list justifies its existence. 

Realizing that a more or less 
chaotic condition existed Tue 
Jospper’s SALESMAN made an 
analysis of the situation and 
the results are given here in 
table form. In general, they 
divide themselves into two 
forms —the stitched booklet 
and the folder, although there 
is considerable variation as to 
sizes, number of pages, color 
stock, etc. Indeed, it would seem that outside of this 
broad classification there is very little of similarity. All 
of these are no doubt effective, but one wonders whether 
the small size justifies its expense by failing to be at- 
tractive to the dealer, and whether the large size pays 
for itself by “pulling” enough business to warrant the 
time and effort put on it. 


Analyzing the table, it is found that the large stitched 
booklet and the smaller size are of equivalent popu- 
larity. The small folder form ranks third while the 
vest pocket size and straight price sheets are apparently 
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little used as a standard monthly price list. 

The larger stifthed booklet ranges around 8 in. by 10 
in. in size. It is generally folded once and addressed and 
stamped on the front cover. Unless its bulk forbids, 
this is the most economical way to mail it, as the envel- 
ope and time necessary to enclose it is eliminated. Its 
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pages range from 18 to 70 with an average of 40 pages. 

The smaller stitched booklet is invariably mailed in the 
same fashion, while the folder type is folded twice so that 
its final size is approximately 4 in. by 9 in. The former 
generally contains about 16 to 20 pages, while the latter 
usually has six columns of prices, (Turn to Page 74) 


Specifications of Price Lists Used by Jobbers 

















































































































































































































Combi- | | 
nation . . Terms ‘Envelope 
Siem Page Size No. of a ~$ Cover | House | Illustrated ong sag and | Pcs used or 
(Overall) Pages ree Stock | Organor| or Plain Blank List” Other | Paper) (8d lressed 
Price Data Per) on cover 
List | 
'1|Stiteched Booklet..| 8}"x103” 42 2 |White..| No [lllustrated| Yes | No | No \Engtish | 
| Finish.|\On cover 
2\Stitched booklet..| 84”x10 ” 18 1 |Blue... Yes | Illustrated No | No | No | Enamel. jon cover 
3\Stitched booklet..| 74’x 93” 40 1 |White.. No Illustrated| No | No | Yes | Catalog 
| | | M.F. Envelope 
4|Stitched booklet. . 62°x102” 36 1 |White.. No_ | Illustrated; No No | Yes ite atalog 
| | M.F. |On cover 
5|Stitched booklet. .! 73’x102” 32 2 |White.. Yes | Illustrated No Yes | Yes |Catalog 
| M.F. |Envelope 
6|Stitched booklet. .| 7$”x10}” 70 1 |Gray... No_ | Illustrated; No No | No | | Eaeane al. eA cams 
7\Stitched booklet. .| 32”x 8?” 26 1 |Blue... No Illustrated; No No No |S.&S.C../On cover 
SiFolder.......... $"x15 "|Foldedtwice.| 1 |Yellow.| No Plain No No No |Bond... On cover 
OG) | 8?’x15 "|Folded twice. 1 |Gray... No Plain No No | No | Enamel. ‘On cover 
10/Stitched booklet. J a Ot 26 1 |Green.. No Illustrated} No No Yes S.& S.C.|On cover 
11\Folder.......... 11 "x17 "|Folded 3 | English 
, tiIMCS... . os 2 |White.. No Illustrated) No No No | Finish./On cover 
12|Stitched booklet. .| 8$”x10 ” 20 2 |Blue... Yes | Illustrated) No No | No _ |S.&8.C. |On cover 
13\Folder.......... 9 "x16 "|Folded twice. 1 |Yellow. No Plain No No | No |Enamel. On cover 
i 9 "x143"|Folded twice. 1 |White.. No Plain No No | No | | Sulphite [Envelope 
15 Vest Pocket book. | 34°x 63” 72 1 | White. . No Illustrated No No | No Machine! On cover 
F inish. 
16 Special ea com cas 110 “x14 ” 1 1 |Yellow.| No Plain | Yes No | No |Bond..../Env velope 
es | Sa a 
17 Stitched Booklet.. ‘| 0 7x12:." 50 3 |Gray... No_ | Illustrated; No No | Yes |8.&S8.C../Enve velope 
18/Stitched booklet. . | 83"x103” 14 1 |Brown.| No | Illustrated) No | No | No _ |English | 
ae Finish. On cover 
19| Stitched booklet. . | 44”x10}”" 28 1 |Brown. No Illustrated| No | No Yes |S : S.C. |On cover 
20/Stitched Booklet. . | 83°x102”" 42 1 |Brown. No | Illustrated] No | No | No | Machine 
| | Finish.|On cover 
21 ‘Stitched Booklet..| 53”x 83” 54 1 Gray No | Illustrated) No | No | Yes | English 
| | | | Finish./On cover 
|103"x152" 8 1 |White..| No | Illustrated] No No | No /|S.&S.C. |On cover 
23|Stitched booklet. . 44°210 * 8 1 |White.. No Illustrated Yes No | No |S&S. C. [On cover 
24|Stitched booklet..| 83”x11}” 16 1 White. : No Illustrated Yes No Yes |S S.& S.C. On cover 
25/Stitched booklet..| 43’x 8 ” 8 1 |Yellow.| No | Plain No | No | No |Bond.. .|Envelope 
ZO POMP 35 s::0r05 9 "x14 "|Folded twice. 1 (Blue... No Plain No No | No _|Sulphite On cover 
27 Sheet oh Reigate dit 8$"xl1l ” > dielialls Shaper Ra © Fp No Plain .4 No | No | Bond. _. [Envelope 
28| Sheets Sete 8}’xll ” “pale Sere: scien No Plain ie 0 | 3 No |Bond. _.|Envelope 
2 Vest? Pocket Book! 22”’x 53” 96 1 |Brown.. No _| Illustrated No | No | Yes |8.&8.C.. Envelope 
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Advertising and the Salesman 


An Intimate Talk on a Subject of Great Importance to Every Salesman, 
Whether He Represents the Manufacturer, 
the Jobber or the Dealer 


By FRANK A. DRISCOLL 


Advertising Manager, Pass & Seymour, Inc. 


advertising can do for him, he must keep in mind 

the fact that, although advertising has many pur- 
poses, its one great ultimate purpose is to increase con- 
And, by increased 
consumption, we mean exactly what 
the two words state. Not a decrease 
in jobber resistance or an arousing 
of dealer enthusiasm; but a getting 
into the minds of the people the 
name, the purpose and the quality 
of the article advertised. 

There are three main divisions, 
and countless subdivisions, to the 
great problem of advertising: 

First: There is the new com- 
modity, or a new brand of a stand- 
ard commodity, which is unknown 
alike to jobber, retailer and con- 
sumer. To meet this phase of the 
problem requires educational ad- 
vertising all along the line, to all 
will be 


B EFORE a salesman can fully appreciate just what 


sumption. 


those who involved in 
either the sale or the consumption 
of the commodity. 

Second: There is the article of 
established manufacture, known in 
some form to jobbers and retailers, 
but which is just one of the herd to the public. When 
advertising is employed to secure a place in a consumer 
market for this commodity, the jobber and retailer would 
be interested in knowing what is being done to help them 
move these goods. 

Third: There is the commodity which has already been 
given more or less adequate publicity. In this instance, 
the jobber and retailer are expecting a continuation of 
advertising and will want news of the character and 
quality of appeals made to the public. 

So much for the general functions of advertising; that 
which follows shows the salesman’s relation to this great 
force. 

Advertising will in no way lessen your duties. If cor- 
rectly used as a selling force, it will enable you to ac- 
complish more within a given length of time. 

Advertising will bring the best results only when cor- 
rectly supported by you. It is not difficult to create a 
desire on the part of the public to purchase any article 
of merit; the problem lies in making it convenient for 
the public to purchase the article advertised. This in- 
troduces the problem of distribution, the most important 
factor in merchandising. 

More advertising successes can be traced directly. to 





Frank A. Driscoll 





adequate merchandising plans than to any other source. 

Advertising costs money! Business can afford the ex- 
pense of advertising if the demand it creates is satisfied. 
The avenués of distribution of any article in any territory 
should be analyzed before adver- 
tising becomes a part of the plan. 
Adequate distribution must be se- 
cured before advertising will bring 
its full reward. 

Consumers are not in the habit 
of chasing from store to store look- 
ing for an article that should have 
been in the first store approached. 
The lack of distribution causes sub- 
stitution; one of the curses of 
merchandising. Proper distribution 
is the best cure for substitution. 

Calling merchants thieves and 
scoundrels will not do it, because 
they are neither thieves nor scoun- 
drels; they are in business for 
profit, and it would be poor busi- 
ness not to sell the merchandise 
they have for sale. If they do not 
have your merchandise, it is your 
fault. 

The answer to good distribution 
depends entirely upon the mer- 
chandise you are selling. You and your sales manager 
know more than anyone else about this in the territory 
in which you are working. 

It is not uncommon, according to our way of reasoning, 
to find a wrong conception of what distribution on a given 
line should be. We have found in territories where suf- 
ficient distribution was reported that the goods were 
represented in not more than 20 percent of the possible 
outlets. The fundamental principle in selling goods is 
making it convenient for the consumer to purchase. 

A prevailing impression with a great many sales or- 
ganizations seems to be that advertising will do what the 
sales force has failed to accomplish—distribute the goods, 
influence the consumer to rush pell-mell to buy, overcome 
sales arguments which have not been successfully com- 
bated, enable salesmen to tell so-called “grouchy” buyers 
where they get off, enable them to dictate arbitrary 
terms, to say to a merchant, “My goods are advertised, 
you might as well buy now as you will have to sooner or 
later’ —in short, make selling one glorious pipe dream. 
Such impressions are gained from various sources—hotel 
lobby salesmen, conversations overhead in stores, between 
customers and clerks, and from merchants. The latter 
play the most important role in (Turn to Page 85) 
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In the Light of the Law 


Knotty Legal Points That May Come Up Any Day In a Jobber’s Business 
or That of His Dealers, and How Some Courts 
Have Decided Them 


By M. L. HAYWARD, B. C. L. 


Selling Fixtures on Time 
“YY v might kindly forward me the electric fixtures 


specified on the order blank enclosed, and draw 

a draft payable in one month, but I am afraid 
that I will not be able to handle the whole amount in 
that time,” the customer wrote. 

“We are shipping the fixtures early next week, and 
if for any reason you find it impossible to meet your pay- 
inents, we will agree to extend the time by renewing the 
draft,” the Electric Company replied, drew a draft cov- 
cring the amount of the order, the draft was renewed 
once, and then the Electric Company sued. 

“But you can’t sue in face of your agreement to re- 
new,” the customer contended. ; 

“But we did renew once,” the Electric Company con- 
tended. 

“Yes, you renewed once, and according to your agree- 
ment you’re bound to renew at least twice.” 

“No, when we renewed once we carried out our agree- 
ment in full,” the company persisted, went on with the 
suit, and the New Jersey courts decided that the company 
was right. 

“It is said that the agreement was an agreement to 
renew repeatedly and perhaps continuously until the 
customer was ready to pay. The answer is that the 
letter does not say so. It says, ‘We will agree to extend 
the time,’ and that has been done,” said the Court. 





The New Order 


HE manager of the Midland Electric Company had 
ordered certain goods from a Massachusetts manu- 
facturer. 

“As you are a new customer we will ship draft attached 
bill lading. Reply if satisfactory,’ the manufacturer 
wired. 

“Ship at once,” the manager shot back. 

“We've got a draft in from the Blossom Electric Com- 
pany with a bill of lading attached,” the cashier of the 
local bank telephoned a few days later. 

“T’ll come down and fix it up today,” the manager 
agreed, went to the bank, paid the draft, took the bill of 
lading, went down to the freight shed, and found that 
the goods were “not worth lugging home,” as the freight 
agent expressed it. 

‘What'd I better do?” the manager queried. 

“Go an’ tell the bank you want your money back. De- 
mand it, sharp and saucy,” and the buyer did so. 

“Of course you'll have to take that matter up with the 
shipper,” the bank suggested. 

“That means that I’ve got to take the laboring oar and 
sue them.” 


, 


“That’s all I see for you to do,” the bank agreed. 

“Yes, but you give me back my money, and ‘let them 
sue me,” the manager demanded. 

“No, the bank would have to make it good to the ship- 
per if we took it in and then gave it back,” the cashier 
told him. 

“Then I'll sue the bank for taking my money for 
worthless goods.” 

“Sue away,” was the bank’s final word. 

This is a situation that may arise any day in the 
daily life of the average electric dealer. The law on the 
point is worth knowing, and the rule is that where the 
seller draws a draft on the buyer and attaches a bill of 
lading for the goods sold, the bank collecting the draft 
from the buyer is not liable to the buyer for any breach 
of contract on the part of the seller, and that the buyer 
has to look to the seller for damages and not to the bank. 

“The collection of the draft and the delivery of the 
bill of lading to the buyer by a bank,” says a leading 
state court in a case on the point, “does not put the 
bank in the shoes of the seller and thereby impose upon 
the bank the duty of standing sponsor for the seller's 
warranties, and obligations connected with or growing 
out of the contract or sale of the goods covered by the 


bill of lading.” 





Authorized to Draw 


66 END a telegram to the Acorn Electrical Com- 
S pany and tell ’em that they’re authorized to 
draw on me for the $75 I owe ‘em,’ 

tomer suggested. 

“Thirty cents,” the W. U. operator told him—and the 
eustomer handed it over. 

“Draw a draft according to that wire, attach the tele- 
gram, take ‘em down to the Sand Bank, and get the 
cash,” the Acorn manager ordered, and the clerk pre- 
sented the draft to the bank, as per instructions. 

“How do we know he owes you or that he'll accept 
when it gets there?” the cashier demurred. 

“Look’t the telegram attached,” the clerk suggested. 

“Oh, yes, that makes it all right,” the cashier agreed, 
and handed over the cash. 

The draft went forward, the customer did not pay, 
and the bank “came back” on the Acorn Company. 

“Sue him, and I'll stand the costs,’ the manager sug- 
gested. 

“We can’t—he didn’t accept it,” the bank objected. 

“That telegram I showed you ’s an acceptance,” the 
manager argued. 

“T doubt it.” 


the cus- 
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“Go ahead and I'll take the responsibility.” 

“Well, it’s your lookout,” the cashier retorted. The 
bank sued the customer, and the Oklahoma Supreme 
Court in the case of Bank vs. Muskogee, 189 Pacific 
Reporter, 1136, decided in favor of the bank under an 
Qkdlahoma law providing that, “where an acceptance is 
written on a paper other than the bill itself, it does 
not bind the acceptor except in favor of a person to 
whom it is shown and who, on the faith thereof, re- 
ceives the bill for value.” 

“It is clear from the testimony that this telegram 
was exhibited to the bank and attached to the draft 
before it was honored and paid,” said the Court. ‘The 
evidence also showed that the customer paid for the 
transmission of the telegram. This, we think, shows a 
sufficient acceptance. 


When the Dealer ‘‘Draws’”’ 
6% HERE’S a draft on Henry Jones for $500,” the 
electric dealer suggested. 





“Can you put. the 
proceeds to my credit right now?” 


“Yes, it'll go to your credit inside of five minutes 
the bank cashier assured him. 

“And it’s to pay a check that I mailed this mornin, 
to the Midland Electric Company to pay for suppli: 
that I ordered,” the dealer explained. They’ve given 
me a good line of credit, and I wouldn’t want thei: 
check to be dishonored, under any circumstances.” 


”» 


“The check’ll be paid as soon as it comes in,” thi 


cashier agreed. 

Arthur Rigby came in, just as the dealer went out 

“You remember my presenting that fellow’s check fo: 
$300 yesterday afternoon, which you refused to pay on 
account of insufficient funds,” Rigby suggested. 

“I certainly do,’ the cashier agreed. 


“How about it now?” Rigby queried, and pushed th: 
check through the wicket. 

“Good as gold,” the cashier agreed, and counted out 
the cash. 

The next morning the Midland Electric Company 


check came in, and was dishon- (Turn to Page 106 





Work in the Premier mines in Transvaal, South Africa, con- 
tinues day and night, and it is therefore essential that the huge 
area be adequately illuminated at night. ‘This has recently been 
accomplished by the installation of a unique battery of incan- 
descent searchlights. 

The area with the diamond-bearing clay, the “pipe” or vent 
of a former volcano, is oval in shape, about 2,000 ft. long and 
about 1,500 ft. wide, or approximately a half by a quarter of 
a mile. This entire area of some 78 acres is being gradually 
dug out and transferred to the surface of the veldt, the dia- 
monds meantime being extracted, thus leaving a great open pit, 
which has reached a depth of about 500 ft., and which is sur- 
rounded by the harder rock of the pipe. The éxcavating is car- 
ried on in a series of terraces of 50 ft. depth each. 


It is said that there had been removed from the Premier 





mines, up to near the end of 1924, 102,500,000 loads of ground 
and that from this have been extracted 238,500,000 karats of 
diamonds. 


At first an are lighting system was introduced within the 
mine area, but the constant blasting was destructive to lamps 
and wiring, involving a high expense for maintenance. This 
was replaced some years ago by 36-inch searchlights of the arc 
type located along the edge of the cavity and throwing their 
beams downward into the mine. 


Fourteen huts have been placed around the rim of the pipe, 
and in each is a battery of projectors containing 1500-watt or 
2000-watt Mazda lamps with monoplane-type filaments. Each 
projector, has a 16-in. parabolic mirror, and in front of the 
lamp is a 514-in. spherical mirror.—General Electric Photos. 
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Be Your Dealer’s Teacher 


Helping the Dealer Is a Pretty Large Order 
Unless the Salesman Is Thoroughly 
Schooled Himself — How William H. 
Kaemper Makes Teachers Out of His Sales- 


men—An Interview 


By JAMES V. MURRAY 


66 ELP YOUR dealer,” sums up 
the sales psychology of William 
H. Kaemper, manager of the San 
l'rancisco offices of Listenwalter & Gough, 
Inc., at 325 Fifth St., San Francisco. 

This concern markets only the high 
grade electrical and radio specialties, and 
its main office is in Los Angeles. 

“The salesman of electrical goods must 
have qualifications which will enable him 
to do this. The school-teacher 
type of salesman is the ideal one. 










For the successful travelling 
salesman must adopt it as a fixed 
principle, in doing business, that 
his goods are not sold until they 
are in the hands of the consumer. 

“Helping the dealer is a pretty 
large order unless the sales head 
analyzes the helps of real value 
and reduces them to a few abso- 
lute necessities which the store- 


Zt 


dealer. The 









necessary to point 
things out to the average 
School-teacher 
type of salesman is even said 
to be the ideal type. 
cially is it true with the dealer 
distant from large cities. He 
is a mechanic and 
quick way to learn up-to-date 
storekeeping methods. 
are you going to help him? 


Espe- 


has no 


How 








keeper must know if he is to 
qualify, even ordinarily well. 

“The problem is far different, in selling such varied 
and involved lines of merchandise as electrical goods, 
from that encountered, we will say, by the food products 
salesman. 


“The food products man is selling something that 
everyone knows abaqut. Often, the dealers and consum- 
ers know more about the line than.the salesman himself. 
That is, more about its use, method or preparation and 


the benefits to be derived from the various kinds of food ~ 


products. 

“So mechanical dealers’ helps, boosting campaigns, us- 
ing the newspapers, window displays, and all other routine 
ideas so largely used throughout the country, originat- 
ing with the manufacturers, accomplish for the salesman 
and the dealer the intended purpose in selling. They 
help to land the goods in the hands of the consumer. 
\nd, until this is done there can be no true sale for the 
‘ouse which is covering its territories regularly and re- 
ying upon repeat orders for the greatest volume of its 
usiness. 

“Our salesmen, of course, have back of them national 
dvertising campaigns, window helps, catalogues, and all 
he rest of the paraphenalia of selling. 

“But they also have other assets, some of the kind 
hich are difficult for the ordinary salesman to compete 





The School-Teacher Type of 


Salesman 


against. 

“Our men are thoroughly schooled in the theory of 
electricity. They know the goods through and through, 
from the manufacturer’s point of view, to that of 
the ultimate buyer. They are fully up to the mark as 
electrical supplies salesmen in our lines of business, most 
of them being brought up in our own offices. They have 
considerable experience in demonstrating in the city sales- 
rooms, as well as in selling to the local trade, before go- 
ing on the road. 


“But they have other knowledge, of real help to their 
dealers, to offer. 


“They must be ‘model storekeepers’ themselves in this 
line of business. 

“The average dealer, especially the one distant from 
the large cities, is a mechanic who has accumulated enough 
money to open up a combined store and service shop. He 
has had no opportunity to learn merchandising. His 
whole experience in the line may have been confined to 
wiring a house. And expert though he may be, even in 
an all round sense, in the application of electrical goods 
to certain needs, he doesn’t know, and has no quick way 
to learn, up-to-date storekeeping methods. 

“Our salesmen must be able to show a dealer how to 
open up and keep a set of books. And how to put in busi- 
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ness-getting window displays, with an eye to color, ar- 
rangement, advertising signs, and psychological features 
employed in this department of business generally. And 
he can tack onto this particular kind of knowledge, profit- 
ably, some ideas of his own on windows. 

“In addition, our business missionary, teacher, sales- 
man, or whatever else you want to call him, must be able 
to inform the dealer on good store display and stocking 
arrangements. For systematic stocking, in handling the 


various small articles such as retail electrical dealers 
carry, some of them expensive despite their small size, 
may mean much to the storekeeper in the way of preven- 
tion of waste and spoilage. 

‘He must do his dealer’s thinking for him, keep track 
of how he is progressing, and repeat his information 
on his return calls. He must follow up this sort of per- 
sonal service, to a final successful conclusion, just as 
carefully as he follows up the placing of any of our lines. 

‘In addition he must be a news reporter for his firm, 
giving back to the house all information that can even 
tentatively be regarded as valuable. Sometimes such re- 
ports may affect the whole idea behind the manufacture 
of some article. Or else, local conditions may be such 
as to affect the sale, for or against, in such a way that 
the sooner distributors, such as ourselves, and suppliers, 
end -manufacturers find out about them, the better for 
all concerned. 

“One great handicap the small dealer, operating a com- 
bined electrical store and shop, has to overcome, is his 
inexperience in estimating. If he is so high in his fig- 
ures on a job as to be “off” the bidding, he won’t get the 


business, and if too low, he is only working for less tha: 
nothing. 

“Our salesmen know how to read plans and estimat 
on jobs. They can read blueprints readily, and they car 
impart their knowledge in.simple form to their dealers 
And this sort of help often puts the dealer into a new 
line of business. For, knowing how to estimate, and hay 
ing been taught the features of goods new to him, instead 
of taking the wiring only, of a new apartment house 
he is able to estimate on and get the whole electrical in 
stallation, from soup to nuts. 

“The salesman who goes into a store with a sampk 
and demonstrates it by saying: ‘Just turn this switch on 
and away she goes!’ is not helping his dealer. He should 
be able to explain the exact results to be obtained from 
its use. And its true economical value in doing the work 
quicker, cleaner and better.” 

“A complete demonstration should be made, such as will 

be of value to the consumer when passed on to him by 
the dealer. 
“A device on the shelf which the dealer knows very 
little about, and the consumer knows nothing about, be 
cause the salesman who put it on the shelf did not put in 
the proper pioneering work on instruction, represents. 
not an asset to the storekeeper, but a loss. 

“Doing this work takes additional time in meeting and 
talking to dealers. But the final result of it is, that the 
dealer comes to rely upon this type of salesman for his 
knowledge of the game, and for his information regard 
ing new inventions and methods. 

“The natural result of this dependence upon the sales- 
man is that the one who is giving (Turn to Page 86) 





UBLIC utilities supplying or utilizing vast amounts of 

electrical power in the country generally, scheduled a group 
of important conferences to be held in Chicago starting Febru- 
ary 24. Widespread prosperity in the public utilities field is 
attributed to the fact that millions of Americans, not ordinarily 
investors, have become convinced of the value of thrift and 
particularly of the desirability and stability of these securities. 
On the above date the American Electric Railway Association 




















scheduled a conference at the Blackstone Hotel, Chicago, and 
this photograph shows the advisory board of the association 
From left to right; Guy E. Tripp, Pittsburgh, Pa.; John Stanley, 
Cleveland, Ohio; J. N. Shannahan, Hampton, Va.; B. C. Cobb 
New York City, (Chairman); Lucius S. Stows, New York 
Henry L. Doherty, New York; R. L. Stephens, New York 
Edwin Grubl, New York.—Underwood Photo. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 








COMMODITY 


EASTERN STATES* | CENTRAL STATES* 


WESTERN STATES* 





MARKET PRICES 
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Poles and pole-line hardware 





Switchboards and accessories 
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Motors and control apparatus 





Safety switches 








Wiring devices 
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Conduit and fittings.................. 
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Fuses 
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R. C. wire and cable 
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Lamps .... 
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Industrial reflectors 











Commercial lighting units 





tesidential lighting units 
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Street lighting equipment 











Heating appliances 





Motor-driven appliances 
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*Eastern States include all between the Atlantic Coast and the easte 
Western States include all between the Pac 
homa and Texas; Central States all between. 


rn boundaries of Ohio, Kentucky, Tennessee and Alabama; 
ific Coast and the eastern boundries of N. Dakota, S. Dakota, Nebraska, Kansas, Okla- 
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Our Happiness Depends, 


to a Great Extent, on Our 


View point. 


The Soul and the City 


The Story of the City Man Who Found Admirable Privacy in a 


RTHUR JOHNSON was one of a large 
A family of brothers from the country. 
When a youth he drifted to the city. 


There he married and 
had two children. His 
wife died some time 
ago. His two children 
died of the rickets. 

He loved the city, its 
walls and_ sidewalks 
and streets. He loved 
its noises. For him to 
go into the country for 
a season was to go into 
unrest. The silences 
hurt him. He missed, 
in the morning, the 
rumble of the milk 
carts and the cries of 
the children. The dew 
upon the grass and the 
leaves were no compen- 
sation for these. He 
loved to bathe himself 
in humanity, to feel in- 
numerable people 
around him; when 
they were not about 
him it was as if he were 
naked. 

He worked in a fac- 
tory of some kind and 
loved its rumble and the 


hai!-fellow well-met of his companions. Instine- 
tively he leaned his soul against them. The dis- 


Building Containing 20 Families 
By DR. FRANK CRANE 





pulsory neighborhood. He enjoyed living in 
a flat in a building in which there were twenty 
families, not one of which he knew. This 


seemed to him an ad- 
mirable privacy not at- 
tainable in_ sparsely 
settled districts. 

Thus he spent. his 
life, which was a com- 
monplace one enough, 
going to and from the 
factory where he did 
the same thing every 
day. ‘To most of us it 
would not be an envi- 
able life, but that is a 
matter of choice. 

One day his landlady 
went to awaken him 
and could not. She 
called in a doctor who 
found that the man was 
dead. He had passed 
away into the great 
silence which is as near 
to the city as it is to the 
country. 

They buried him by 
the side of his wife and 
children in a lot in the 
city cemetery. It was 
a lot he had chosen 


himself. He said that 


he did not want to be buried back where it was 
fashionable, under the trees, but by the fence 


tances of the country appalled him. These near the railroad where there was something 
distances meant an enforced intimacy, a com- going on. 


Copyright, 1926, by Dr. Frank Crane 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 



















April, 1926 THE JOBBER’SJSALESMAN 17 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 





Pictorial Review of Electrical Developments 


















In the heart of the Andes Mountains, at 
one of the most remote spots in Peru, is a 
water power development which furnishes 
power for running a textile mill and for 
lighting a nearby town. At Chectuyoc are 
the Maragani Textile Mills, completely 
electrified. A little more than a mile above 
the power house a concrete dam was built 
across the River Hercca for the canal 
intake. The canal is approximately three- 
quarters of a mile long and its entire length 
is cut in solid rock along the precipitous 

















mountain side. A tunnel approximately 50 feet long cut through 
solid rock forms part of the canal. The generator unit consists of 
a Pelton-Francis reaction turbine of 600 horsepower capacity 
direct coupled to a General Electric alternator rated 500 kv-a., 
900 r.p.m., 2800 volts, 3 phase, 60 cycles. At the power plant the 















voltage is stepped up to 18,200 volts and transmitted to the 
textile mills, a distance of approximately 211/, miles, and to the 
town of Sicuani, approximately 10 miles away. The two upper 
pictures show sections of the canal and the tunnel. Lower left— 
The dam across the river Hercca showing the spillway. Lower 
right—View on the lowlands below, showing the power lines. 
Note the interested spectators. G. E. Photos. 
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Much too good for dis- 
play in the “New Radio 
Products” section is this dis- 
tinctly pleasant innovation 
in the way of indoor loop 
aerials. Miss Beryl Wil- 
liams obligingly posed for 
the originator of the idea of 
this new radio stunt. She is 
a New York girl. The strides 
they are making in the de- 
velopment of this industry is 
certainly marvelous. P. & A, 
Photo. 


Above—an electric stethoscope designed by the Western Electric 
Co., picks up the heart beats of a patient under examination and the 
sound waves are amplified by an arrangement of electrical filters. With 
the aid of the device, a group of physicians may follow ciosely the heart 
action of a patient, where before but one could hear the heart beats. It 
is also possible to transmit the sound of the heart’s action over com- 
paratively long distances to class rooms and clinics. U. & U. Photo. 


The passengers of the 
“Olympian Limited” of the Chi- 
cago, Milwaukee and St. Paul 
Railroad try out a new flood 
light, which enables night trav- 
elers on the road’s trans-conti- 
nental trains to enjoy scenery 
along the route. Mounted so it 
will shift like an automobile 
spotlight, the light will carry a 
quarter of a mile and illuminate 
a 400-foot area. Modern travel 
these days, with shower baths, 
radios and other conveniences, 
means all the comforts of home. 
They'll be installing kitchenette 
apartments next. P. & A. Photo. 
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The X-Ray Hippo window floodlight uses the efficient 

500-watt Mazda lamp. A color screen with sheets of 

amber, blue, green and red gelatin is optional equip- 

ment. The Hippo may be used with cord and plug 
to screw in standard socket. 


The “Center Spot Beam” of the 
Hippo has an approximate in- 
tensity of 50,000 c. p., and may 
be focused on any desired object. 


Startlin ng 
Window 


Effects 


Nothing attracts 
attention more 
than LIGHT— 
glowing, radiant, 


powerful LIGHT. 


The No. 88 Hippo 
window floodlight 
with its brilliant beam 
of colored or white 
light quickly draws a 
crowd about the dis- 
play window. 
Sell the Hippo—it is a 
real sales getter! 


CURTIS LIGHTING, Inc. 
1119 West Jackson Boulevard 


CHICAGO 


31 W. Forty-Sixth St. 3113 W. Sixth St. 
New York Los Angeles 
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REGIST 


THE THREADLESS 


Listed as Stang 






The original cost of a 
conduit fitting represents 
but a small proportion of 
the complete _ installation 
cost. A greater proportion 
of this cost is made up oj 
labor—the cutting of threads 
and screwing conduit into 
the fittings. 


The Kondu-Box has been If . 
so designed as to eliminate - 
these costly operations and 





OY, 


PATENTS PENDING to furnish many other eco- Inst 
nomic advantages as well. 
A few are mentioned on otfe 





this page. Study them— 

send for a sample Kondu- h 

Box and you will appreci- t r 
ate just what they mean to 

you and your contractors. vol 


wit 


EXPLANATION OF FEATURES Ina 


1. Cutting of threads on conduit is a waste of time and money. Kondu Threadless Fittings 



















CXKSARKRAKAS— 


eliminate this operation as well as the investment and maintenance of stocks, dies and 1b 
threading machines. / 

. The necessity of screwing conduit into fittings is also another costly operation which Li 
Kondu Threadless Fittings has reduced to a minimum. Only slight eftort is required to lf 
tighten Kondu Threadless Fittings in the desired positions. 

3. No more loss of time in starting tight or damaged conduit threads into fittings. No pipe the 
wrenches or expensive equipment needed. Slide the conduit into the Kondu Threadless 
Fitting until it seats on the bead, tighten the lock nuts and the job is finished. f | 

C\ 4. Tests have shown % inch Kondu Threadless Fittings to have a holding power of over Ca 


ON 2,500 pounds. This is far greater than normal requirements. The secret lies in the ; 
Sx» parallel grip of the tapered bushing—the greater the tension, the tighter the bushing grips WO 
the conduit. 
OR 5. It is immaterial whether the conduit be with or without threads as the tapers on the oul 


OK se ; bushing causes it to conform to any variation of size or shape of conduit. 
CL ce for all work requiring strong fittings. 
Soeeeee€. CA 7. The large rectangular openings of Kondu Threadless Fittings, with the cover screw lugs 


out of the way, give great accessibility. Splicing becomes an easy operation. ( 
RS Underwriters’ tests show excellent grounding is obtained without scraping enamel off the a 
KAA 
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Kondu Threadless Fittings are made of certified malleable iron and are not affected 


materially by rust or corrosion. They are unbreakable and are, therefore, ideally suited bet 
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WB PATENT OFFICE 


DUIT FITTING 


Mey Underwriters Laboratories 


The KONDU-BUX 
and The JOBBER 


If you could see a contractor making a Kondu-Box 
Finstallation you’d admit that nothing has ever been 
offered to you which possesses so much merit as this 
threadless fitting. You'd also see the potential sales 
volume of Kondu Threadless Fittings and get in touch 
with us for representation in your territory. 









Inasmuch as you may not be handy to a Kondu-Box 
job, we’ve listed the advantages of this “Simplified 
Line” on the opposite page and ask that you give 
them a careful reading. The installation cost cutting 
feature of Kondu Threadless Fittings is assuredly 
worth all the time you can give it. That’s the basis of 
our contention that a Kondu Threadless Fitting job- 
ber is one who will cash-in at the end of the year. 
















Send for full particulars regarding jobber proposition 


LE IRON CoO. 
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One-Hand Microtelephone 





No. 391—Telephone 





Yankee Wall Phone 





Style D 
Annunciator 





Couch Tilting Mail Box 


N 
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The Standard 
For Over Thirty Years 


The concerns to whom you sell wire, fans, motors, wash- 
ing machines, radio and kindred electrical material, are 
potential customers for Couch products. 


These men either buy or instal] telephone systems for 
quick means of communication between departments of an 
institution; telephone systems for service requirements 
ranging from a simple two station installation connecting a 
house and garage up to an automatic private exchange for 
large industrial plants; mail boxes, apartment house tele- 
phones, annunciators, etc. 


These men look to you for advice on things electrical 
and expect you to sell them products which are in demand 
and which make a good profit. Your customers are pass- 
ing up additional profit without Couch products. 


Here then is an opportunity for both of you to cash in. 
You are in a position to learn of contemplated installations 
in which Couch products should be used. If you will inform 
us or our nearest office of these jobs, we will be pleased 
to help you close the deal. lll it takes is just a little 
“scouting” on your part to learn of a job—tell us and we 
will help you. Have you a job in mind? 


S. H. COUCH COMPANY, INc. 


TELEPHONE MANUFACTURERS 


Main Office and Factory: NORFOLK DOWNS, MASS. 


BOSTON 
170 Purchase Street 


SALES OFFICES 


CHICAGO NEW YORK 


809 W. Jackson Blvd. 76 Varick Street 


SALES REPRESENTATIVES 


g 515 Market Street, San Francisco 
Sierra Electric Co., Inc., ) 212 Calo Building, Los Angeles 

U Hinckley Building, Seattle 
John R. Hollingsworth, 1723 Sansom Street, Philadelphia 
G. H. Steinhans, 917a Pine Street, St. Louis 


D. C. Griffiths Company, Rockefeller Building, Cleveland 

G. S. Felt, 3310 North 58th Street, Omaha 

Cadillac Metal Products Co., 1444 Park Place East, Detroit 
MacGillivray-Beatty & Co., Ltd., 3 St. Nicholas St., Montreal 
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Below—a “wireless lighthouse” is the latest adaptation of radio, 
devised by Signor Marconi, the eminent Italian engineer and wire- 
less expert. Instead of a lighthouse flashing out to sea a power- 
ful ray of light, this newest lighthouse, by means of powerful aerials, 
flashes into space an invisible signal of warning which not only tells 
ships of their danger but enables them to ascertain their exact posi- 
tion even in the densest fogs. A government party has already exam- 
ined and tested the new station after studying the plans on Marconi’s 
yacht, the Electra. International Photo. 
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_ The largest motion picture search- 
light in the world, which ranks with 
the largest searchlights of any kind 
ever built, will make its first public 
appearance in Los Angeles in the near 
future at a moving picture frolic and 
ball. The light was built as an exper- 
iment and if it proves successful for 
long range “shots,” two more of its 
size will be constructed. It has a 
36-in. lens, develops 825,000,000 candle 
power and throws a beam of light 90 


miles. At 50 feet the concentrated 
beam will set fire to wood. ‘This 
picture shows Gertrude Olmstead, 
seated in the big projector. P. & A. 
Photo. 


On the Stockholm (Sweden) 
Bourse all bids are recorded by 
electric flashes. By pressing a but- 
ton on the keyboard in front of 
his seat, a member registers his bid 
and the highest number is instan- 
taneously flashed on the black- 
board in front. Wonder how the 
“old guard” stands up under the 
shock of all the heavy silence. 
K. & H. Photo. 
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Harry W. Nebelthau 


President and Gen. Mgr., Peerless Electrical Co., Minneapolis, Minn. 
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MEN YOU SHOULD KNOW 


Harry W. Nebelthau 


JOBBER from Chicago happened to come in 
A about the time that this story was being pre- 
pared. He was shown the picture that you see 
on the opposite page and asked if he knew Harry Nebel- 
thau and if so what there was to say about him that would 
look well in print. It was just a casual remark, thrown 
out on a chance, but it brought a most gratifying response. 
His face lighted: up as only a 
face can light up from pleasur- 


President and Gen. Mgr. 
Peerless Electrical Co. 


ganization under him has been noted for its strict ad- 
herence to an established scale of prices. 

Nebelthau hails from Indiana—he was born in La 
Porte in 1877. Although Hoosier born, he is in all re- 
spects a product of the Northwest, having gone to Min- 
neapolis at the age of six or seven where his public and 
high school education were completed. When he was 
about 21 he started in the elec- 
trical business with the old 





able emotion. “Do I know 
him?” the man almost shouted. 
“I'll say I know him,—peddled 
arc lamps with him once for a 
year. He’s the most whole- 
souled cuss I ever saw. Say, 
it’s just impossible not to like 
him.” 

There are over 40 employees 
working under Nebelthau and 
it is a fact, not so remarkable 
when you come to know the 
man, that the turnover of the 
employees in his place is very 
small, almost nil. Most of the 
employees that are now in the 
organization, have been there 
for years, and are well satisfied 
with the treatment, considera- 
tion, and possibilities before 
them. This speaks well for his 
administration. As an execu- 


poker or not. 





Rated at Par Plus 


ALM, collected, never wor- 

ried, Harry Nebelthau is a 
straight thinker and has a good 
follow-through. 
poker face, whether he plays 
He is sometimes 
called the Beau Brummel of the 
electrical business. As a jobber 
he gets plenty of volume at ex- 
cellent prices without making his 
competitors mad at him. He 
has a host of friends and the 
people he gathers around him in 
his business stay for all time. 
What more is there to say? 


Electrical Engineering Co., the 
only electrical supply house in 
Minneapolis at the time — 
a training school in which 
many of the electrical job- 
bers of that region learned 
the business, among them R. M. 
Laird, B. B. Downs and others. 
It is a notable fact that Nebel- 
thau started in this place as 
manager of sales, although 
eventually in the 17 years that 
he was with the company he 
was thrown in contact with 
every phase of the work. 

The Peerless Electrical Co. 
was organized in 1915 and 
was the outcome of the old 
Minneapolis Electrical Equip- 
ment Co. It had been doing a 
contracting business in part but 
this was at once divorced and 


He has a good 








tive he is very well liked. 

He is modest and unassum- 
ing, and although he would undoubtedly deny being the 
Beau Brummell of the electrical trade, there are those 
in the Twin Cities that claim for him this distinction. 
At any rate, he is of the “prosperous” build and is always 
clothed in a trim and natty manner. This personal 
characteristic is interjected because in his case, as in 
practically all others, it is reflected in the establishment 
over which he presides—the offices and showroom of the 
Peerless Electrical Co. have that same orderly, well-kept, 
prosperous air. 


One of the outstanding things about him is his even 
temper. One cannot help but be impressed by that smooth- 
running disposition, which rarely, if ever, becomes ruf- 
fled or excited. No matter what happens, he always re- 
mains cool and calm. 


Many have noted the extreme difficulty in selling him 
something new, something different from the established 
line in the house. This apparently is commendable con- 
servatism, as once the line is sold to him he then gives it 
his whole-hearted support, which more than makes up for 
the difficulty in selling the line to him. 

He is a strict price adherent. This indicates that he 
does not believe in selling a product unless a reasonable 
profit is assured to the house. As a consequence, the or- 


Nebelthau stood on the thres- 

hold of success or failure with 
a crew of about 11 people, some stock and some good will 
as a groundwork upon which to build. Since the word 
“failure was neither then nor is now in his dictionary, the 
venture turned out to be a success. The business grew 
steadily. In the period of 1915 to 1917 the concern was 
a Westinghouse agent-jobber. In 1917 it became a Gen- 
eral Electric distributor and has so remained to the 
present time. There are now 43 all told in the organiza- 
tion, developing a territory comprising Minnesota and 
North and South Dakota. 

E. C. Carlson, sec.-treas. of the company, came in 
during 1918. C. W Allen, now manager of the service 
department, came with the company in 1915, about six 
months after it was started. D. C. Wallace, manager of 
the radio department, came along about 1921 when radio 
was put on the map. Radio, by the way, is now one of 
the big factors in the operations of the company. 


In connection with radio and later all lines, Mr. Nebel- 
thau has grown into a strong advocate of “wholesale 
only.” For some time the radio department of the Peer- 
less Electrical Company has not sold the radio set that 
it handles at retail. During this time, it is said to have 
been the only distributor in Minneapolis who did not sell 
this particular make of set at retail. (Turn to Page 74) 
























































































26 


THE JOBBER’SMPJSALESMAN 











“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY 


CWS of the 








Bes 





























Special News From The East 


Elliott-Lewis Establishes 
Branch 
The latest development of the 
Elliott-Lewis Electric Co., Philadel- 
phia, is the establishment of a branch 
house in Allentown, Pa. It is located 
at 315 Linden St. That site has been 








A well-known figure in the radio circles 
of Boston is John G. Waddell, manager 
of the radio department of the Wetmorc- 
Savage Electrical Supply Co. Mr. Wad- 
dell says that general conditions in radio 
in New England are better than ever. 
There is less wild liquidation and a ten- 
dency toward stability and orderliness. 
He says there seems to be more of a ten- 
dency on the part of manufacturers and 
jobbers to concentrate rather than at- 
tempt to make or handle everything. 
Price conditions, too, are better, according 
to Mr. Waddell, and jobbers’ stocks are 
in a sounder condition. Since jobbers’ 
stocks are not so crowded there is less of 
that panicky desire to liquidate before 
summer. Sales are holding up well in 
New England, he assures us. 





Electrical Supply 
Jobbers 


Association 


Eighteenth Annual 
Convention 


May 31 to June 4 


At the Homestead 
Hot Springs, Va. 











selected because it gives the company 
its own railroad siding whereby it is 
able to receive and ship small and 
large quantities of merchandise quick- 
ly and economically. The policy is 
to establish itself in Allentown so as 
to be able to render prompt service to 
all of the trade and to build up a 
bigger and better spirit of coopera- 
tion. The company hopes to make 
this branch a big asset to the electri- 
cal industry of Allentown and will 
help its customers to develop a bigger 
and more profitable business. The 
Allentown policy will be exactly the 
same as in Philadelphia—‘wholesale 


o? 
only. 
* * * 


Hirschfeld in New Home 


On February 1, the Hirchfeld 
Electrical Supply Co., Ine., of New 
York purchased a seven story build- 
ing at 46 Warren St., which covers 
an area of 17,500 sq. ft. 


Three additional local salesmen will 
be added to the present force of six 
men, and the recent opening of a 
branch in Mt..Vernon, N. Y., for the 
Westchester trade has also been a 
necessary step. 


Graybar, Grand Rapids, Holds 


Conference 
Graybar Electric Co. Gran’ 
Rapids, Mich., held a_ sales con 


ference March 5, during which Jolin 
P. Lawton of Chicago outlined tl 
proposed Graybar electrical applianc: 
activities for 1926. 








If anyone will take a tape measure, put 
one end of it on the head of the man in 
this picture and the other end at his feet, 
then look at one ‘of Bud Fisher’s cartoons 
they will readily understand why S. D 
Lawrence, appliance specialist of the Wet: 
more-Savage Electrical Supply Co., Bos- 
ton, Mass., was christened “Jeff” by his 
college pals. It stuck to him when lhe 
went into business and that’s the hand!e 
he still goes by. Besides being “up” on 
appliances Jeff is a writer of some parts. 
for he’s editor of the company’s new 
house organ, “Store News.” 
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advertising 


for YOu oe Breezo Fans 


Are made in the cen- 

















Direct-by-mail advertising to the consumer is telling him ter of the Nation 
the benefits of economical ventilation—pounding home the great consuming area. 
idea that production or patronage is increased by the right air Overnight delivery by 
conditioning. Prepaid Express to all 


Consumer advertising in magazines and trade papers is Jobbers accepting our 


preaching the same gospel. 


liberal agency propo- 
sition. 

Are you “‘cashing-in” on this advantage—are you selling 
consumers and your dealers, or are you letting the other fellow 
get it all> 


Now’s the time to get under way. Write for our booklet 


Write for particulars 
to-day. 












showing practical sales outlets for ‘‘Buffalo Breezo,”’ as well 10 Points of 

as prices and other information. Your copy is ready so don't S a 

put it off WRITE NOW! upertority 
No. 3 


BEARINGS are of extra 
large dimensions, bronze 
Sacked (the shafts are nickel 
steel) while the wheel is 
laced close to the motor 

giving minimum 
overhang with resulting in- 
creased life of the bearing. 








BUFFALO FORGE COMPANY 


201 MORTIMER STREET, BUFFALO, N. Y. 
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Robertson-Cataract Gets New 
Salesmen 

The Syracuse, N. Y., branch of 
the Robertson-Cataract Electric Co., 
at 351 W. Fayette St., has made 
several changes in its personnel. 

Walter C. Nye, who was formerly 
associated with the company in Buf- 
falo, in the credit and collection de- 
partment, been transferred to 
Syracuse and is specializing on elec- 
trical household appliances, having in 
charge the various campaigns as out- 
lined by the different appliance manu- 
facturers. 

Walter N. Chessman, formerly 
associated with the E. W. Ham Elec- 
tric Co., Worcester, Mass., has taken 
the territory northwest and west of 
Syracuse, covering the principal cen- 
tral stations and dealers. Mr. Chess- 
man has a fair knowledge of central 
station work, and has had consider- 
able experience along this line. He is 
making considerable progress in the 
new territory which has been allotted 
to him. 

Ray E. Strickland has been as- 
signed to the contractor-dealers and 
dealers in the city of Syracuse, mak- 
ing a specialty of house wiring and 


has 


—— 








A. W. (Al) Nystrom is right bower to 
that familiar figure, Jack Burns, of Mc- 
Carthy Bros. & Ford of Buffalo, N. Y., 
and is relieving Jack of many of the 
trials and tribulations of purchasing. If 
“Al” remains under the able tutorage of 
Jack Burns for very long he will soon be 
able to predict rises and falls in the mar- 
ket with the accuracy of a barometer. At 
any rate, he’s off to a running start. 


industrial lighting. Mr. Strickla:,,{ 
was formerly in business for himse |: 
in Rochester and is well acquaint: | 
along this particular line of mercha: 
dising and installation. 


* * * 


Trenton Electric “Slicks Up” 

The Trenton Electric Supply C. 
at 207 E. State St., Trenton, N. J. 
has just finished a complete re-a: 
rangement of its stockroom and war: 
house and is now giving better servic 
than ever before. 


* * * 


Havens Constructs Building 

The Havens Electric Co., Inc., A| 
bany, N. Y., has recently completed 
the erection of a new six story build- 
ing, adjoining its other buildings. The 
old buildings are being remodeled. 
Complete new equipment is being in- 
stalled with an ideal arrangement for 
giving the best possible service to its 
Departments are being 
formed to give every branch of the 
electrical supply business the proper 
attention. Increased business has 
warranted the increased warehousing 
facilities and additional equipment. 


customers. 





os 


o 


This group represents a progressive force—department heads 
being leaders in the line, backed up by an efficient organization. 
It is the staff of Crannell, Nugent & Kranzer, Inc., New York. 
Front row, left to right: H. Reed, store manager; J. H. Hughes, 
secretary; W. J. Kranzer, vice-president; J. E. Reaney, sales 
manager; E. Gervais, C. Dentermann, J. Stark and R. J. Young. 
Back row, left to right: K. Youngfield; I.-Protoss, purchasing 
agent; J. Brahm; W. J. Cresswell; J. S. Martin; W. W. Glover; 


“wut & KRANZER 


"4? IES: 
en 
~~ e 

— ays age 

v4 ?T. " ry 


4 





_L. NUGEN 


TRICB! \ 
ge 


on a 


The company 





J. Demjanovitch, and L. W. Crannell, president. 

is making a special drive on Burgess batterie 
With what is said to be the largest stock of “Burgess” in Greater 
New York, it is prepared to handie orders in any quantit:. 
Salesmen are turning in good business, not only on radio ba'- 
teries but flashlight cells. 
of general electrical supplies, the trade uses this slogan: “If yo'! 
can’t get it at Crannell, you can’t get it anywhere.” 


Due to an exceptionally heavy sto 
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The Jefferson Glass Company 
FOLLANSBEE, w. VA. 


Shadowless Units 
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The only real Shadowless unit for School Class-rooms assuring perfect diffusion 
eliminating all eye strain. Has been specified by School Board Architects in many 
of the largest cities after exhaustive tests which eliminated all competitive units. 
Submit this unit on all school work. 


Ohe Jefferson Glass Company 
Follansbee, West Virginia 
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G. C. McAFEE 


“$1,400 In One Sale”’ 


Ilp Electric Ventilating Co. 


Gentlemen: 

Sixteen years ago I sold an ILG 24-inch 
D.C. self-cooled fan to a restaurant man 
who had tried every make under thesun, 
but had never had real satisfaction out 
of any of them. That fan is still in use to- 
day, and we later sold him about $1,400 
worth of Il, Electric Ventilatin3, appa- 
ratus when he moved into a larger place. 
We are for your product first, last and 
always because it is made right. 


G. C. McAfee, 


Central ElectricCo., Des Moines, Iowa 


S. J. O'BRIEN 


‘Have Been More 
Than Satisfied” 


ll Electric Ventilating, Co. 


AST YEARS SALES of ILG Ventilating, Fans were the 
Saaiiieaiiai Ls largest in the history of the company. The growin} 
ive heenielets Aponte interest in this market—the repeat business—the rapid turr- 


years and have been more than satisfied over and substantial profits continue to create Jobber and 
by its performance. Your latest A. C. Deal d ; f M6 
Vesinishis Gabino: saneniesill tame: ealer endorsement that insures much larger sales for 1920. 


pectations. The first job was for a client 


who looked over 10 different types. We Again the ILG Electric Ventilating, Company is drivin} 2 
ee wedge into this field with a National Advertising, Com 
the job was finished he was delighted. paign which is opening, up bigger possibilities — intensity: 
The controller worked perfectly. We 

were never more pleased. 


sJ.O'Brie, Tne. ILG Electric Ventilatin3, Co 


Electrical Contractors, New York 
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J. L. KORDICK 


“Sold Fifty [la Fans 
In The Past Year”’ 


Ilz Electric Ventilating, Co. 
Gentlemen: 


Ili Fans seil themselves. We install 
ILGAIR Kitchen Fans in practically 
every other new home that goes up in 
Winnetka. During the past year we 
installed over 50, and we expect to in- 
stall at least 100 this year. The efficien- 
cy of the ILGAIR in removing, cookin}, 
odors and heat from kitchens is its bi? 
selling, point. An I]s Fan operating, in 
our office affords us a fine demonstrator. 
J. L. Kordick, 
Kordick Electric Co., Winnetka, III. 


_-_A—z 
~——@Z 


> A Big Market 
Thats Growing ; 
Every Day/ _— 


“Sell Any Time And 
Any Place”’ 








e in}, consumer demand and increasing, dealer activity in 
5 small towns and bi®, cities everywhere. 1a, Electric Ventilating, Co. 
. Gentlemen: 
j For 1926 there’s Cooperative Dealer Sales Plan behind the Steltlatiitiaitean obeetiiyanieles 
IL G Ventilatin3, Fan that is proving, a biz, factor in assist- plans has opened my eyes to the fact 
' that an ILG Fan can be sold almost any- 
ing, every alert Jobber’s Salesman to exceed his year’s pine gr ee ge 
a quota. Write for full particulars and remember that now have sold to restaurants, bakeries, bil- 
liard parlors, dry Zoods stores, printing 
\- : he time to make the most of the warm weather possibi- Deis Manian ete.” bs compatitinn with 
es in the ILG Ventilatin3, Fan market. other fans we were always able to make 


the sale of your fan on the strength of 
the self-cooled motor. 


2854N.Crawford Ave., Chicago 5 


aE 







a 
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A Jobber in a Town of 3,000 

Homer, N. Y., is a village of less 
than 3,000 inhabitants, yet it supports 
a thriving electrical jobber—with an 
organization comprising 14 people, all 
shown in the picture with the excep- 
tion of Thomas J. O’Brien, sales- 
man, who was ill. 

Philip H. Stevens, sales manager, 
writes a very interesting letter about 
the company in which he says, among 
other things: 

“It may be of special interest for 
you to know that our company started 
in business in 1921 at our present lo 
cation in Homer, N. Y., a village of 
less than 3,000 inhabitants. We claim 
the distinction of being the only elec- 
trical supply jobber in a village of 
less than 8,000 inhabitants in the 
United States. We from the 
start maintained a very strict policy 
of only, having 
maintained a retail store nor having 
the contracting 


have 


wholesale never 


been engaged in 
business. 

“We own little office 
building shown in the photograph, 


our own 


also a one-story warehouse with more 
than 10,000 sq. ft. of floor space with 


siding of our own on the Delaware, 
Lackawana & Western Railroad. We 
cover practically all of New York 
State outside of the Metropolitan Dis- 
trict, also the northern tier of coun- 
ties in Pennsylvania.” 

“Our salesmen are paid on a per- 
centage of profit basis, receiving no 
drawing account or salary. This has 
proven to be a very successful meth- 
od of selling the profitable items in 
our line and giving the unprofitable 
ones unfavorable consideration. 

“We represent only manufacturers 
who are well established and who have 
a strict jobber policy, a few being: 
Appleton Electric, Wheeler Reflector, 
Steel City, Garland, R. Williamson, 
American Wiremold, Atlantic Insu- 
lated Wire, Hubbard, Mutual Electric 
Machine, French Battery, Tubular 
Woven Fabric, Fitzgerald, Simplex 
Heating, Weber and more than 40 
other representative manufacturers. 


* * * 


Hudson Electrical Supply 


The Hudson Electrical Supply Co. 
of Jersey City, N. J., has recently 


moved into its own building at ¢ 
Newark Ave. Aside from a large 
crease in floor space, the new buildi: , 
provides more practical quarters 
makes possible better and quick. + 
service to the customers. 


* * * 


Jones-Beach G, E. Distributo; 

The entire sales force of Jone. 
Beach & Co., Philadelphia, made 
trip to the General Electric works .: 
Bridgeport, on Monday, March 8, ani 
Tuesday, March 9, for the purpose 
of making itself more familiar wit), 
the General Electric lines, and _ its 
works. 

On January 1, this company was 
officially appointed a General Ele. 
tric distributor. 


* * * 


Royal Eastern in New Quarters 

The Royal Eastern Electrical Sup 
ply Company is now settled in new 
quarters at 16-18 West 22nd St., New 
York. A branch will be maintained 
at the old location, 114 West 27th St.. 
in charge of J. T. Royston. 








John S. Maxson Organization. 


Morenus, salesman; George H. 


Rear row, 
Lawrence A. Ryan, salesman; Harvey C. Jayne, salesman; Mrs. 
Frances M. Gibbons, bookkeeper; Miss Ruth E. Butler, billing 
clerk; Mrs. Irena Bartz, stenographer and file clerk; Gerald H. 
Henderson, purchasing agent 


, Ss 
es Se & 
Lee 


»f 





left to right: 


and credit manager. 
shipping clerk; Philip H. Stevens, sales manager; Harry J 
Miller, salesman; John S. Maxson, president and general mana 
ger; John De Young, office boy; John’s assistant. (chewing 
bone) ; George Shartz, shipping clerk. 


Front row, left to right: James T. Ryan. 
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Published in the interest of a more complete 
fellowship with Jobbers’ Salesmen everywhere | ™, 
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J For Lighting from) 
> the Side Sf by the Benjamin Electric Mfg. Co. all w 
Chicago, April, 1926 
Me at {<4 t e hlartre fan western District Manager. The boys 
Dall as 0 ffice ws Pa ci at ie : were not content with the entertainment 
pan Vv H ola a4 ’ » a1eS LO nier F showered upon them and wickedly and 


A short time since, from February 9 
to 13, to be exact, the Graybar Electric 
Company held a most interesting sales 
conference at Dallas, Tex. Six 
sessions were held each day at 
there were informal talks either by de- 
partment heads of the Graybar Electric 
Company or representatives of various 
manufacturers. 

Class sessions were also held, when the 
manufacturers’ representatives would 
meet the department heads and salesmen 
of the Graybar Electric Company and 
explain in detail the merits and advan- 
tages of their various products. 


The visiting suppliers were generously 
entertained by the Graybar Electric Com- 


general 
which 

















About face 
Cornett, Graybar Electric; L. 
and Gene Gosswiller, Benjamin. 


at the Graybar seance. W. R. 
>. Bell, ditto, 


pany, under the genial and capable direc- 
tion of R. W. Van Valkenburgh, South- 




















With_their backs to the wall at the Graybar 

Sales Conference. J. House, Graybar Elec- 
tric; Clarence Harlow, Benjamin, and Stanley 
Zercher, Graybar Electric. 











attended a fierce “badger” 
It is said that the spectators were 
eagerness 
and some 
forcibly 


sumptuously 
fight. 
aroused to such a pitch of 
that betting was indulged in 
several combatants had to be 
separated. 

Anyhow, everybody had a grand time 
and voted the conference a great suc- 
cess. Resolutions were adopted thanking 
the Graybar Electric Company for its 
hospitality and petitioning for more of 
another 


the same year. 


Cincinnati Show 
Case Lighting Cam- 
paign a Whiz 


The Union Gas and Electric Company, 


Cincinnati, Ohio, is putting on a fine 
Show Case Lighting Campaign in Cin- 


cinnati and surrounding cities and towns. 

The campaign includes a 
broadsides, four-page 
cards and generous advertising space in 
the local newspapers. 

Show Case lighting is a dandy off- 
peak current load builder and there is 
also a big profit from the sale of equip- 
co-operating one 
campaign is 


series of 


letters, mailing 


ment. Benjamin is 


hundred per cent and the 
going big. Work is under the direction of 


Mr. S. Freeman of the Lighting Bureau. 























Some of the prominent people personally present at the Sales 


left they are, left to right, top row—Eugene V. Gosswiller, 


Co.; J. E. Cameron, Phillips Insulated Wire Co.; 


O'Neill, W. R. Cornett, Graybar Electric Co.; Elmer J. Holland, Consolidated 
In the group on the right are, 


Co.; L. M. Miller, Graybar Electric Company, 
thorne, Elmer J. Holland and J. E. Cameron. 


Conference 
Mfg. Co.; A. 
Central Division, 


Benjamin Electric 


C. B. Harlow, Manager 


left to right, C. 





of the Graybar Electric 
amm, 


Lamp & Glass Co.; 


the 
Graybar Electric 


Dallas. In the 


Company, picture at 


R. W. Van Valkenburgh, 


Benjamin Electric Mfg. Co. Bottom row 1 Ae se 
Kemp Haythorne, Connecticut Electric & Mfg. 
. Harlow, R. W. Van Valkenburgh, Kemp Hay- 
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The Benjamin Reflector 
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Benjamin Show Case Reflector Campaign in the 
Merchant and Electrical Trade Papers Reaches 
Circulation of Nearly 100,000 


. 


INTRODUCING 


Rhode 


Btahente meee. poe Show Window 
Dry Goods Economist 

Atlantic Coast Merchant 

Chicago Merchant 

Southwest Merchant 

Pacific Coast Merchant 


The Benjamin Electric Manufacturing 
Company is developing an_ elaborate 
campaign on Show Case Lighting. Lib- 
eral advertising space will be used in 
the influential class magazines reaching 
retail merchants. This will stimulate 
an interest in and acceptance of the show 
case lighting equipment. Advertising 
space will be used in the electrical trade 
papers reaching electrical contractors 
and dealers, keeping them informed upon 
the merits and advantages of this equip- 
ment and pepping up their interest in 
its big sales possibilities. The campaign 
will start in May and continue through 
the year. 

A fine array of direct mail advertis- 
ing, including colored folders, 4-page 
letters, form letters and broadsides, is 
also available. The company will fur- 
nish all the printed matter and letters, 
make ready for mailing, 
and deliver the mail- 
for stamping and drop- 
ping in the letter boxes. 

Experience gained through two very 
successful seasons of work along similar 
lines has proved that the combinations 
of well planned and executed advertising 
in magazines reaching the prospective 
users of equipment and local direct mail 
advertising is a sure-fire winner. 
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This same experience shows that the 
central stations are ideally situated to 
profit from these active local campaigns. 
Their constant and intimate touch with 
local business interests enables them to 
know just what stores ought to have 
well lighted show cases, so that they can 
pick out the most logical and promising 
prospective users for the show case light- 
ing equipment. 

To take full advantage of the cam- 
paign all the central station has to do 
is to make a careful survey of their 
neighborhood and send us a good list of 
names and put a few good salesmen on 
the job who know an order when they 
see it ready for them. The plan has 
been tried out so many times and work- 
ed so well that we know it is air- 
tight when it is handled right. 

We are asking our Central Station 
folks who go in with us on this drive 
to gear in with the electrical supply job- 
ber. We know that the jobbers’ sales- 
men are a most important factor in the 
situation, particularly in securing con- 
tractor and dealer participation. 

The campaign is completely described 
and illustrated in an elaborate plan 
book. We would like our jobber friends 
to bring this campaign to the attention of 
their Central Station friends, and will 





gladly furnish them further information 
if interested. 





’ Es 
? head 


Will M. Maupin, the colyumnist of the 
Omaha Bee in a humorous paragraph 
on feminine epidemics, says that the Ne- 
braska ladies are all making lamp shades. 
“But,” says Mr. Maupin, every time a 
new lamp shade is completed it necessi- 
tates buying a new lamp to put it on: I 
have a suspicion that J. E. Davidson 
is responsible for starting the epidemic. 
It certainly has resulted in increasing our 
light bill. Formerly a couple of lamps 
sufficed for our living room, but now 
there must be eleven or seven going full 
tilt all the time.” 

All right, this is a splendid epidemic. 
There isn’t anything that beautifies a 
home more, or appeals to the woman’s 
sense of appropriateness than a good-look- 
ing stand or table lamp. And wherever 
you find the best of its kind you'll find 
also a Benjamin stand lamp cluster. 
Here’s a chance for the corn belt job- 
bers to cash in on a popular opportunity. 
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andard tubular 
lamps, T-10.giveaneven 
distribution of hght over the 
display. Lamps easily removed or 
inserted without disturbing the con- 
tents of the show case. 


Send for Speceal Show Case Lighting 
Litevature. Address our nearest office 


Benjamin Electric : Mfg. Co. 
New York: 247 W. 17th Se. 120-128 So. a omen ane San Francisco: 448 Bryant St. 
cago 


Manufactured in Canada by the Benjamin Electric Mfg. Co., of Canada, Led., Toronto, Onsaria 








Advertising Like This Sells the Retail Merchant on Better Lighted Show Cases and Keeps the Contractor and Dealer 
Alive to Its Sales Possibilities. 
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The Rockford Illumination Design School in Session 


} 


The Rockford Electric Company, 
Rockford, IIl., has set up an Illumination 
Design School for electrical contractors 
and plant engineers. 

The company is doing a great job 
in rendering assistance on all phases of 
lighting, industrial, commercial or spe- 
cial problems of interior or exterior 
illumination. 

Mr. R. C. Tallmadge, of the [luminat- 
ing Engineering Department, is director 
of the school. 


The Robertson Cataract Electric Com- 
pany, Buffalo, N. Y., is receiving a num- 
ber of replies in connection with the 
Benjamin Industrial Lighting Cam- 
paign. 

Mr. E. J. Teberg, for some time 
Illuminating Public 
Service Company of Northern Illinois, 


Engineer of the 


has been promoted and is now training 
for an executive position with the Insull 
properties. Mr. Teberg has been head 
of the Industrial Lighting Service Divi- 
sion for several years and has made a 
notable record. His splendid work in the 
Home Lighting Campaign and his more 
recent work as State Chairman in the 
Industrial Lighting activity have marked 
him as a young man of unusual abilities. 

Mr. A. H. Smith, Mr. Teberg’s assist- 
ant for several years, is now Illuminating 
Engineer, and is now assisted by Mr. 
E. D. Martell. 


Mr. T. H. Tathwell, Illuminating 
Engineer of the Nashville Railway and 
Light Company, has been doing a fine 
job for the Industrial Lighting Com- 
mittee. The unique and highly effective 
demonstration which has been used in 
the campaign was designed and installed 
from suggestions furnished by Mr. 
Tathwell. 


The Graybar Tag is the name of a 
new monthly publication issued by the 
Graybar Electric Company. The pub- 
lication, formerly the Western Electric 
Dealer, is out in a sparkling new dress 


IMPORTANT MAN IN THE INDUSTRY.” 








and full of interesting and inspiring in- 
formation. 


The Indiana and Michigan Electric 
Company, South Bend, Ind., is carrying 
on its Industrial Lighting Activity and 
will continue monthly mailings to its 
industrial lighting prospects. The light- 
ing school, under Mr. O. P. B. John- 
son, new business manager, was a great 
success. 


The Interstate Public Service Com- 
pany, Indianapolis, Ind., is carrying out 
a new Industrial Lighting Campaign and 
will use the Benjamin Industrial Light- 
ing Plan Book and material. 


There’s another issue of “Store News,” 
the sprightly little publication of the 
Wetmore Savage Electrical Supply 
Company, Boston, Mass., that has drifted 
across the editorial desk. This issue is a 
hummer. It’s full of all sorts of inter- 
esting things. Where do they get all that 
peppermint? Wish we had some of it 
around here. 


We note that a number of the ladies 
of the office are disconsolate because 
they didn’t get a dance with Val Wet- 
more at one of the recent festivities, 
and the boys are making wise cracks 
about the “smocks” the girls are wearing. 
Well, so far as we are concerned, we 
think the girls are indicating a return 
to sanity. 














Here’s a party of distinguished veterans of many campaigns in the electrical industry, sojourning 


at Hot Springs, Ark. 


The noble looking person on the left is H. G. (Bert) Crowder, president 


of the Rogerson Press, Chicago, printer extraordinary to Benjamin and other prominent electrical 


houses. Next is our old friend Ainslie A. Gray, 


president of Gray, erstwhile Publicity 


Council of the Electrical Supply Jobbers’ Association and Advertising Council to Benjamin, 
Next is no less than Howard Ehrlich, the main spring and publisher of The Jobber’s Salesman. 
And who’s this—why it’s P. A. (Pap) or Doc Powers, advertising manager of Benjamin and 


(Whisper) editor of the Benjamin Reflector. 
occurred when the gentlemen were not beatin 
events stand out prominently. 


Among a number of history-making episodes which 
g the little white pill up hill and down dale, two 
One was when Howard Ehrlich issued a ringside challenge to 


Harry Wills for a finish fight and the other was when Doc held a royal spade flush against a 


full house and four nines. 
held ’em until he was called. 


Harry refused because he said he didn’t need the exercise and Doc 
The results were satisfactory to both gentlemen. 
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Eimers of the Electric 


is Jack 


Supply & Equipment Co., Buffalo, N. Ws 


Here 


with Mrs. E., and the kiddies. Jack, Jr., 
is eight years old and “Bunny” is six. 
‘hey have been public entertainers since 
1922. In fact, if Jack, Sr., were not so 
much in love with the electrical business, 
there would be an act called “The Four 
Kimers.” The picture must have been 
taken during the January “thaw.” 





Doubleday-Hill’s St. Valentine 
Contest 

The Doubleday-Hill Electric Co. 
of Pittsburgh, recently demonstrated 
how the jobber may find it possible 
to work pointedly in the interest of 
the manufacturer, while bringing a 
specifie return to the retailer served 
through him. If not measured in the 
latter case in absolute 
cents, there is a distinct benefit which 
will be felt for an indefinite time in 
the good will resulting from the radio 
St. Valentine contest held in Feb- 
ruary. 


dollars and 


This contest was built around the 
product of the A. H. Grebe & Co., 
Newspaper advertising and an- 
nouncements broadcast over the 
Doubleday-Hill Electric Co. broad- 
KQV, 
\uthorized Grebe dealers in the terri- 
tory supplied by this jobber were in- 
vited to tie in with local advertising, 


Ine. 


casting station, were used. 


window cards, special displays, or in 
iny other way possible, to get their 
hare of the publicity. 
sponse in the contest from the outly- 
ng towns, it would seem that most 
if the dealers had taken advantage of 


From the re- 


the opportunity. 
The announcer, impersonating St. 
Valentine, called for verses of any 


ength, in which either of the 
vords “Grebe” or ‘“Synchrophase” 
vas used. Any person within a 


adius of 150 miles was eligible to 
nter. The first announcement which 
pened the contest was inserted in 
he newspapers of Sunday, January 
'. The closing date was the night 
f St. Valentine’s Day, February 14. 
ive substantial prizes were offered— 
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radio equipment ranging in value 
from $280 down to $15. 
Special evening programs were ar- 


ranged, in addition to the usual morn- 


ing and afternoon programs now 
featured by KQV for dealers demon- 
strations, and the St. Valentine an- 


nouncements were made during exch 


program, Advertisements were used 
in each of the Sunday newspapers 
the last 


the announcement of the prize win- 


for six weeks, one making 


nets on February 28. As the number 
of entries delayed the final decisions 
beyond the date first intended for 
this announcement of the winners, the 
opportunity was taken to strike in on 
February 21 with a selling advertise- 
ment on the “Synchrophase.” 
testants were invited in to the store 


Con 


to see the prizes, and from the in- 
quiries it was evident that many more 
people were thinking Grebe “Syn- 
chrophase” than had been the case a 
month or six weeks before. 

There were no strings of any kind 








to the contest, the verses were judged 
Three 
prominent Pittsburghers were asked 


for originality and rhythm. 


to judge the contest—one a teacher in 
the English department of one of the 
colleges, another a well known mem 
ber of the Women’s Advertising Club, 
third, the of the 
Electric League of Pittsburgh. 


and the secretary 

Over 3000 verses were received in 
the 
them from distant towns, evidencing 
that KQV’s had 


ceived over the air for a considerable 


contest, a large percentage of 


requests been re- 
distance, and these coupled with the 
dealer tie-ins had gotten in their good 
real interest had been 


work, and a 


aroused in the subject. 

The first prize was won by Leroy 
C. Lewis of Oil City, Pa. 

Second prize, the same model MU-1 
Grebe Synchrophase, without acces- 


sories, value $155.00, was won by 
Mrs. G. B. Wharry, of Pittsburgh. 


(Turn to Page 40) 








The Canfield Supply Co., Kingston, N. Y., are known up and down the Hudson 


Valley as the “Prompt Shippers.” 


Harvey Kolts, manager of the electrical depart- 


ment, evidently feels that Spring hath come—for Harvey has broken out in verse. 
List to Harvey:—These belong to the Canfield crowd who sing of service, sing it 
loud. That’s Harvey with the pompadour, who works like a trooper, and calls for 
more. You see Reg with his happy smile, which he carries with him all the while. 


You know Eddie, friend to all, growing yet, more graceful and tall. 
Jaquin of the record book who tells his stock with never a look. 
who is learning the game but you can’t fool him just the same. 
you ever met, he’s coming fast, and will get there yet. 

hammer and saw, who packs all goods according to law. 
early to late to keep lamp records, and keep them straight. 
gentle and wise who writes the letters that advertise. 
things move, never say what they can’t prove. 


Then there is 
And Howard too, 
Clifford, as fine as 
And Johnnie, the lad of the 

And Lucy who pegs from 
And also Beatrice so 
They promise service and make 
Reading left to right we have:— 


Front row, Alfred Jaquin, Edward Houghtaling, Harvey S. Kolts, Reginald Every, 
Howard Phillips. Back row, Clifford Yack, Lucy A. Lay, John Merrill, Beatrice S. 


Powley. 
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AN ANNOUNCEMER 
TO THE ELE 





THE CROWN ELECTRICAL MFG. 
CO., OF ST. CHARLES, ILLINOIS, 
after having been engaged for over thir- 
ty years in the manufacture of lighting 
fixtures which were distributed through 
the dealer, now announce an entirely 
new method of distribution through the 
jobber. 


A division has been created within their 
organization to develop a line of high 
class, medium priced, residential light- 
ing fixtures, exclusive to the jobbing 
trade. 


This division will be known as the 
Cemco Lighting Fixture Division of the 
Crown Electrical Mfg. Co. 


N t e ) If the response obtained from inquiries mad¢ 
ove. of the state of mind of the jobbers, it will be 


CROWN ELECTRICAL 


ST. CHARLES, 












in 
ne 
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YF VITAL INTEREST 
ICAL JOBBER 


To You, Mr. Jobber: 


1. We offer the experience gained in over 
thirty years of knowing how to build 
quality merchandise at moderate prices. 


2. We are centrally located, thus being 
able to serve every distributing center 
economically. 


3. Our Policy Protects the Jobber. 


4. Our Plan will expand your profits. 


sd 


5. Your interests are our interests and 
there has been prepared an attractively 
bound Plate Book to be placed in the 
hands of your salesmen that will do 
their talking for them. The Plate Book 
is comprehensive but concise. Valuable 

but brief. It costs you nothing. 


in fixture jobbing centers is any indication 
necessary to act promptly to obtain a franchise. 


| MANUFACTURING CO. 


ILLINOIS 
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The third prize, another Grebe 
Model, the CR 12 set, without acces- 
sories, value $68.00 was won by Mr. 


J. A. Condon, Unity, Pa. 


* * * 


Three Prize Winners in Phila- 
delphia 

During the period of October 5 to 

November 5 Philadel- 

phia Electric Co. Supply Department 

had a sales contest on “Hotpoint” ap- 


inclusive, the 


pliances, offering the winners beauti- 
ful sets of “Cardinal” table silver. 

The first prize, a 32-piece set, was 
won by P. H. Bach; the second prize, 
a 26-piece set, was won by G. B. 
Williams; and the third prize a 12- 
piece set, was won by H. A. Van- 
Sciver. 

The company has just added to its 
sales force Messrs. Rae, Palmer, Sam- 
mon and Certain. 

* * * 


Krich Personals 
The organization of the Krich 
Light & Electric Co., Newark, N. J., 
has recently celebrated quite an event. 
Max H. Krich, 


general manager 


vice-president and 
was married at 
Sherry’s, New York, and gave the 


Paul Krich 


company and a 


boys a great party. 
of the 


brother of Max officiated as best man. 


secretary 


Mr. Krich is spending his honeymoon 
on an extended trip around the West 
Indies. 


Three new salesmen with the com- 











4 iioeme a ane ce 

















The “Big Chief” at the left is none other than the astute Nathan Gertler, president 


of the Gertler Electric Co., Inc., New York. 


Rain or snow, hail or sleet, you can 


always meet the “Chief” on the road traveling from his New York store to his 


Westchester branch. 


In the center is Aaron Gershoff, secretary of the corporation. 
most of his time outside, calling on his trade and making city collections. 


Mr. Gershoff devotes 
Al is al 


ways on the run and certainly makes the rest of the boys keep pace with him. 


The third is W. C. Guilford, Westchester representative of the company. 


“Guil” 


is on the “water wagon” since he made his New Year’s resolution, and to make 
sure he keeps faith with his vow, the “Big Chief” has a wager on with him for 


quite a bit of money. 





pany are: Joseph S. Golow, southern 
New Jersey territory; A. T. Schilling, 
Mazda lamp specialist, and Mariner 
Griffith, in Hudson, Bergen 
Union counties. A. Dubrow is a new 
counter man in the lamp department. 


and 


The company has just installed a 
new fixture room. 

M. Josephson, head of the shipping 
department has been made vice-presi- 





The employees of the Krich Light & Electric Co. Newark, N. J. 


IND ‘ 
Ltahre Pe 
FQUIEME 

2 i) 


Left to right: 


Max H. Krich, vice-president; Miss A. Fledel, assistant purchasing agent; “AI” 
Dubrow, lamp department; D. Higbie, purchasing agent; A. E. Marsters, credit 
manager; Chas. Weyant, salesman; M. Josephson, head of shipping department; 


Paul R. Krich, secretary and Mrs. C. Dorman, bookkeeping department. 


Front 


row: Louis Charwin, shipping department, and Hyman Marks, salesman. 


dent of the Craftsman’s Club of New 
Jersey. 
* * * 


Violets for “Obey” 


“On” again—“Off” again Finnegan 
is dead, but John Obermaier of the 
Noyes Electrical Supply Co., New 
York still breathes soft coal. 

“Obey” is supposed to be a P.A. 
He ain’t! He’s a magician, and sales- 
man, to boot. First you see the or- 
der, then you don’t—on again—off 
again—and when the _ psychological 
moment arrives, and, you get that 
“now, I'll get it” feeling, “John O” 
springs a funny story, and, when 
you're out in the cold, with no order, 
you sense, that dapper John sold you 
something. 

Still—and, for all that—the boys 
love him and bring him violets. 


* * . 


Walter J. McCaffrew Dies 


The Frank H. Stewart Electric 
Co., Philadelphia, Pa., lost a good 
salesman and what is more a loyal 
friend when Major Walter J. Mc- 
Caffrey passed away. He died as he 
had lived, in service, his death coming 
suddenly while he was on a train. 
Major McCaffrey was a veteran of 
the United States army and was 
wounded while in the Philljpine 


Islands. 
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ILICY 


The Hotpoint 3-Point Policy under which 
the Hotpoint Servants Line of Household 
Appliances is merchandised is not limited 
to 3 points. It is a definite, straightforward 
policy embodying every feature that 
makes for sound merchandising through 
the manufacturer-to-jobber-to-dealer chan- 
nel. 


But we call it a 3-Point Policy because 
it has three outstanding points, without 
which no jobber policy is worthy of its 
name. 

The Hotpoint 3-Point Policy, first of all 
protects the jobber. It grants jobber prices 
only to those concerns which function as a 
distributor, not to large volume pur- 
chasers. 


Point No. 1 in the Hotpoint 3-Point 
Policy therefore, is 


Protection 















































POINT 2 
ON NEXT PAGE 
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Edison Mazda Lamps 
Hotpoint Appliances 

Whiz Vacuum Cleaners 


Jroning Machines 


° 
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G. A. SEABURY, SecreTamy AND Genen 


RCA Receiving Sets 
RCA Tubes 
Burns Speakers 

Eveready Batteries 


Generar Evectrmic Company > 
RADIO CORPORATION OF AMERICA 


OMAHA, NEB. February 16, 1926 


Edison Electric Appliance Co., 
5600 West Taylor St., 

Chicago, Ill. 

Gentlemen: 

There is no question in our minds about 
the wisdom of the Edison Electric Appliance Company's 
Jobber policy on Hotpoint Appliances. 

Experience has proven that our service to 
the central station has been valuable to them, both 
in 4 tangible and intangible sense. It is sm mething 
which is, of course, inherentiy impossible for the 
manufacturer to render direct. 

The Hotpoint Company is to be congratulated 


on their wisdon in holding. firmly to this Jobber policy, 


Yours truly, 
MID WEST ELECTRIC COMPANY 


Sy ot ii = 


PRES IDEN? TREASURER. 








The Hotpoint 3-Point Policy 
doesn’t stop with the protec- 
tion it offers the jobber. 


It provides for continuous 
activity to increase the public 
demand for Hotpoint mer- 
chandise. 


Continuous national adver- 
tising and an army of Hot- 
point missionary men _ have 
created this demand and are 
ever increasing it. 


Protection for the jobber. 
therefore, takes on a deeper 
significance when it applies to 
a popular line for which there 
exists a public demand. 


The second outstanding 
point of the Hotpoint 3-Point 
Policy, therefore, is 


Popularity 
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Because of the popularity of 
the Hotpoint line, department 
stores, hardware stores, elec- 
tric light and power com- 
panies and other large volume 
purchasers are attracted by 
its merchandising possibilities. 


Under the Hotpoint 3-Point 
Policy this business belongs 
to the jobber and we see that 
he gets it. That’s what we 
mean by protection. 


Hence, protection plus popu- 
larity produces the third and 
most vital point of the Hot- 
point Policv— 


Profit 








* PEC TES 





OFFiCe OF VICE-PRESIDENT 


AND GENERAL MANAGER 


NEBRASKA POWER COMPANY 


ELECTRIC BUILDING 


OMAHA, NEBRASKA 


February 16, 1926. 


Edison Electric aprliance Co., 
Chicago, Illinois. 


Gentlemen: 


We regora the Mid-West Electric Com- 
pany as our source of supply for Hotpoint Ap- 
pliances and we are exceedingly well pleased 


with the arrangement. 


Not only do we profit from the excel- 
lent service we receive from tris distributor, 
but, in a larger sense, our Merchandising Depart- 
ment has been greatly assisted many times by the 
whole-hearted cooperation and advice given by 
this distributor's orgenication. 


Thie is in additior to the assistance 


Tepreeentative. 


Yours very truly, 











EDISON ELECTRIC APPLIANCE CO., Inc. 


5600 West 


Taylor Street =: Chicago, Illinois 


BOSTON, NEW YORK, CLEVELAND, CHICAGO, ST. LOUIS, ATLANTA, SALT LAKE 
CITY, ONTARIO, CALIF., LOS ANGELES, SAN FRANCISCO, PORTLAND, SEATTLE 


Factories: Chicago, Illinois and Ontario, California 


In Canada: C 


dian General Electric Company, Ltd., Toronto 
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Goop MEN are searce, and good 
stockmen doubly so. E. B. Latham 
& Co. are blessed with a good stock- 
the Andrew 


man in personage of 


Bushey. Andrew knows his job. 
J. V. Brazitu outside man _ for 
Holloway Bentz & Co., New York 


plays basketball to keep in trim for 


his arduous salesmanship duties. 


Shoot, if you must, this old gray head, 
a 


but, get the orders! 


F. G. 


smile, is making things brighter, ev- 


Burcu, and his winning 
ery day in every way, for the Fuller- 
ton Elec. Co. 


of the lamp division, and, the sales 


F. G. is V. P. in charge 


thermometor is registering high marks 
under his guidance. 


J. J. ReGan, salesman, Manhattan 
Electrical Supply Co., New York is 
back on the job, and feeling fit, after 
a pleurisy attack. 

ALLEN T. Batpwin, sales manager 
in charge of radio for the Manhattan 
Electrical Supply Co., New York is 
ever “standing by” ready to be of 
service to his many friends and well 
A. T. B. is 


up and doing with his new organiza- 


wishers in the radio game. 


tion! 

J. T. Royston of the Royal East- 
ern Electrical Supply Co., New York, 
is a bang up, wide awake “‘go-getter,”’ 
and J. T. 


come a rollin’ in. 


sure smiles when orders 


Hvupson CHANDELIER Co., electrical 
jobber at 409 North Bergenline Ave., 


Union City, N. J., is rapidly taking 


its place in the electrical jobbing 
field. Joseph L. Levin, and his part- 
ner, A. Baskowitz, see to it that the 


electrical wants of Union City are 
attended to with promptness and dis- 
patch. 

GapriEL Sorrer and Jacob Stepper 
are two good reasons why the G. & G. 
Electric Supply Co., New York, are 
strong factors in the electrical job- 





SP 
bing field. Gabe showed the boys 
how to sell fans last summer. 

l'oiKs Say ‘tis cheaper to move than 
pay rent, but don’t pull that on Ben 
Carey, of the Brooke Electric Sup- 
ply Co., Brooklyn, because Ben just 
moved baggage, stock, and the busi- 
ness to more commodious quarters at 
393 Atlantic Ave., Brooklyn, where 
he will continue to hold forth as an 
electrical jobber. 


Baker & Mayer, German come- 
dians ?—the very idea—electrical job- 
bers, if you please, covering Long 
The Baker 
& Mayer coat of arms hangs over the 
doorway at 16825 Hillside Ave., 
Jamaica, N. Y. 


Island. And, doing well. 


Cuny & GUERBER, youngsters in 
the electrical and radio jobbing game, 
are going great guns these days. E. E. 
Cuny and J. A. Cella were formerly 
connected with Stanley & Patterson. 
Their place of business is at 88 Park 
Place, New York. 


Mytes SitverMAN, Alpha Elect 
Supply Co., New York, has a hol 
—catching flies. Myles catches 
in his back pockets, for, be it knoy 
Silverman is a ball player of par 
covering the centerfield pasture {| 
one of the local semi-pro teams. ‘I’ 
Myles loves his base hits, as dear 
as he loves to buy at the right price. 


Ever In “Jo” Kurzon’s place | 
3ist Street, New York? That’s a |i 
spot! High pressure all the whi 


George Porteck, Joseph’s  assista: 
and right hand bower, gentleman! 
hard tasks se 

Hustling hither and yon, y 
Eddie Mandell, Louis Maryano\ 
and Artie MacNeill—ever on the jo! 
“Eddie” Dritschel, the star 


salesman, is a “go getter” of not 


courteous, makes 
easy. 


see 
outsid 


and brings home the bacon regular!\ 
“Give them credit’—they’re hustler: 
says “Jo” and, “Jo” knows! 

Frep Scuaerer, good old Fred, is 
with the Manhattan Electrical Sup 
ply Co., New York. Fred was hot 
after an East Side customer the other 
day for an order, but Mr. Customer 
was not in the buying mood, and. 
though Fred used all the tricks of his 
extensive sales experience, Mr. ©. 
would not be budged. Finally says 


he to Fred, “Mr. Shaefer, pleas 
(Turn to Page 47) 





The attractive looking store to the left is that of the Leonard Electrical Supply 


Co., 182 Washington St., Providence, R. I 


a new jobber in that city. The com- 


> 


pany started in business the latter part of last year with a full line of supplies as 
well as appliances and glassware and fixtures. Half of the main floor is devoted 


to a modern fixture display room. 
pany. From left to right they are: 


Abraham White, president, and David Garvey, vice-president. 


On the right are the three officials of the com- 
Richard Garvey, secretary and sales manager; 


Dick Garvey and 


his brother are old electrical men, Dick having traveled extensively in the South 
for himself and electrical manufacturers, while David was formerly in the con- 


tracting business in Providence. 


Mr. White on the other hand is a newcomer in 


the electrical field, but seems to have taken to his new surroundings and associates 
like a duck to water. 












ROMEX RULES 


At its annual meeting in 
New York, on February 


18-19, the Electrical Com- 
mittee of the N. F. P. A. 
adopted Rules for Non- 
Metallic Sheathed Cable 
as listed on the back of 
this page. 


ROME WIRE COMPANY 
ROME, N.Y. 








mittee in the Electrical World of February 27th. 
























PRINT OF RULES for Non-Metallic Sheathed Cable as adopted by 
the Electrical Committee of the N. F. P. A. and published as part 
of an authorized interview with Chairman Small of the Electrical Com- 


NON-METALLIC SHEATHED CABLE 


a. Shall be of approved make. 

b. May be used on circuits where the maximum difference in potential 
between any two wires does not exceed 300 volts; in sizes from No. 14 to 
No. 8 inclusive and in two and three-wire assemblies. 

¢. May be used in dry places only and shall not be permitted in stables, 
laundries, chemical works or other places where dampness is liable to 
accumulate. It shall not be laid in plaster, cement or similar finish. 

d. May be run without insulating supports or separators, exposed on 
woodwork, plaster, cement or brick where these surfaces are always dry. 
Shall be supported by approved fastening devices spaced not farther than 
{ ft. apart. 

e. May be used in concealed work and may be fished without supports 
from outlet to outlet. 

f. Shall be run in continuous lengths without taps or splices from 
outlet to outlet. 

ev. Shall he suitably protected where subject to mechanical injury, by 
one of the following methods: 

(1) By running boards not less than 1 in. in thickness and 2 in. 
in width. 

(2) By guard strips not less than 7 in. in thickness placed on each 
side of and close to the cable and at least as high as the thickness of the 
cable. 

(3) By metal pipe or conduit. 

(4) When run through timbers must be as near as practicable to 
the center of horizontal wall studs and not less than 2 in. from the 
upper edee of floor joists, 

h. May be used in approved conduit when the regular installation 
rules for conduit are followed, 

i. Shall be provided with approved outlet boxes or plates to which it 
shall be securely fastened by approved fittings. 
j. Shall be so handled that the outside covering will not be injured. 


Acting under the instructions issued by the Electrical Committee of 
the N.F.P.A. to the Underwriters’ Laboratories last year, Standards for 
Non-Metallic Sheathed Cable were drawn by the Laboratories and 
approved by the Electrical Council. RomeX is the only Non-Metallic 
Sheathed Cable submitted to the Underwriters’ Laboratories which has 


passed these very rigid tests. 








ROME WIRE COMPANY 


ROME, N.Y. 
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the Charles E. Hayes Co. of Springfield, Mass., has a iong and enviable record. 


he company was founded in 1886 by P. C. 


Fitzpatrick and Chas. EK. Hayes. ‘The 


present proprietor is a lady, Miss Hayes, who has owned and operated the firm for 
the past 15 years. She inherited the business, took a liking to it and decided not 


D. Jackson. 


» sell. From left to right in the picture 
vnch; R. Stebbins; Neil Crowley; J. H. 


are to be seen: J. R. Foster: Miss A. G. 


Day; J. J. Keane, general manager, and 





vo away, and the next time you come 
nto my place, I give you my word 
vou shall have the order.” 

‘Let me understand you,” Fred re- 
plied, “the neat time I come in here 


ll get the order” is that right! 

Yes! I give you my word.” 

‘red departed, and returned in ten 
nutes time with the greeting: 
‘Well, here I am again!” 

Fred got a good laugh and the 
) ier, 

I. H. (Tommiz) O’Brien is a 
cly youngster. Sixteen vears in 

electrical jobbing business, 11 
irs with the Alpha Electric Co.., 


New York, is Tommie’s record. And, 
lom is still going strong. 

EK. D. Bogart, credit manager. 
Noves Electrical Supply Co., New 


York, is reported to be “hard boiled.” 
Our special investigator reports 
in't nothin’ to it.” so we hereby 
ind as Tush, Tish and Nonsense 
rumors to the contrary. Like all 
M’s. E. D. knows “‘all is not gold 
it glitters.” 
T. A. (Tap) DovGuerty. credit 
inager of the Alpha Electric Co.. 
w York, is a New York Edison 
mnus. Nothing shocking about 
it—but, don’t dare kid Tom about 
“Boy Scouts” Division he served 
on the Hindenburg Line. or vou 


will be shocked, plenty. Give him 
credit boy! ‘Tom always gives credit 


where credit is due! 


J. E. McCourt of the Alpha Elec- 
tric Co, is good on “pick-ups” and 
admits it. No! Me does not possess 
an auto! His duties picking up ma- 
terial for emergency orders keep J. FE. 
busy. 

C. W. Sr. Denis is back with the 
McGraw Co., St. Louis, after a 
lengthy absence. (The band will 
please render “I Ain't Gonna Roam 
No More!’’) 


IS THE MOST [MPORTANT MAN 


IN THE INDUSTRY.” 





D. R. Morgan has taken charge of 
a new department, as lighting engi 
neer, for McGraw, St. Louis. He is 
a former Westinghouse man. 





C. L. Heprick, formerly with the 
Illinois Electric Co., Chicago, now 
travels for McGraw in Illinois. with 
headquarters in Peoria. 

Kk. J. Dienn, formerly with the 
Wesco Supply Co., St. Louis, has now 
gone with McGraw in the same city. 

KE. T. Dooney hustling purchas- 
ing agent of the Fullerton Electric 
Co., New York, is ever wide awake 
and onto his job. Ed’s a fine chap. 
His P.A. duties has not soured his 
disposition any. “Ed” always sends 
‘em away with a smile. 

Park Rapio Service is the name of 
a new jobber in the radio field. FE. M. 
Earl, formerly with R. K. Carter 
Co., is in charge at 41 Park Row, New 


York. 


R. L. “Bos” Simon of the Metro 
politan Electrical Distributors, New 
York, heard the call of the South, 
and wended his way to Florida for 
a vacation. 

W. F. (Birt) Metta, syneopator 
of note, is now supervising purchases 
for the Metropolitan Electrical Dis 
tributors, New York. 

H. A. (Harry) Reep, store man- 
ager for Crannell, Nugent & Kranzer, 
New York, is one of those quiet un 








Another handsome truck and the bunch that keep it full all the time. It is one 
of two belonging to the Lindley Electric Supply Co., Philadelphia, Pa. “Al” Wick 
is in the driver’s seat while Walter is being caressed by Harry Neuman at the 


extreme upper left. 
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introducing “Jo” Kurzon, O. K.—not 
E. E., D. D. or R. S. V. P., just O. K.— 
in every way, a regular fellow. Opportu- 
nity never knocked on “Jo’s” door. N’sir 

Jo had the door open, waiting for the 
Old Boy, and, when he came along Jo 
made him a proposition and put him to 
work. That “Jo” made the most of his 
opportunities is well known, and attested 
to by 10 years in business. May 15 will 
find “Jo” and his rapidly growing organi- 
zation in a new five-story building at 110 
West 81st St., New York. 





assuming characters who knows his 
job and does it. Harry is a handy 


man to have around. 





J. A. Catrtanan formerly purchas- 
ing agent for the East Coast Elec. 
Supply Co., is now connected with 
the Royal Eastern Electric 
Co., downtown branch, Park 
New York. 


Supply 


Place, 





C. S. SEIDENBERG, manager of the 
Royal Eastern Electrical Supply Co. 
downtown branch in New York, is a 
live number, and maybe he is not mak- 
ing things hum at the new branch. 
Yea! boy, everybody’s on their toes 
for C. S. S. 


M. T. (Marry) stock 
supervisor, and a good one, for Stan- 
ley & Patterson, New York, is in the 
well-known pink these days, and, flit- 
ting around like a two vear old. Marty 


GAVIN, 


is a mighty fine character—they don’t 
make ’em any better ! 

M. J. (Mike) Eacan “Three Star” 
of the 
Equipment Co., New York, claims his 


salesman Monroe Lamp & 
ancestors were Kings in. Ireland. Tom 
Nolan, Tom Finn, and Mike Powers 
Mike the 
berry” and make it known the Eagans 


give well-known ‘“razz- 


were driven out of Ireland for ap- 


propriating sheep from _ neighbors’ 


pastures. 


Roy Hacen of the Monroe Lamp 
& Equipment Co., New York, recently 
returned from a vacation spent in 
Florida’s sunny clime. It is rumored 
Roy’s golf has not improved with age, 
a la Johnny Walker; and, as a con- 
sequence, Roy is seriously consider- 
Why not try 
croquet, Roy—it is an excellent di- 


ing lessons in bowling. 
version for the tired business man. 


Kipp1n’ AsipeE! If you ever get 
into a traffic jam in Guttenberg, N. J., 
tell the minion of the law you know 
Judge “Bill” Vogt, very well. Bill 
is on the job for the Tidewater Elec- 
tric Co., New York, when he is not 
judging! 

Fr. J. 
Manhattan Electrical Supply Co., is 


LemwNer, formerly of the 
now connected with the Morison Elec- 
trical New 
York, in the capacity of purchasing 


Supply Company, Inc., 
agent. 

I. J. Smirn formerly of the Elec- 
tric Supply & Equipment Co., Wilkes- 
barre, Pa., is now with Holloway 
Bentz, New York, in charge of their 
Now don’t 


quotation department. 








| 


Here is A, J. Browning, manager of the 
Syracuse and Utica houses of the Robert- 
sonCataract Electric Co., who deserves 
mention along with Bucky Harris and 
other young managers. Mr. Browning was 
formerly sales promotion manager at the 
Buffalo house. Al has been with the com- 
pany since his graduation, in 1922, from 
the Massachusetts Institute of Technology. 
He is proud of the fact that he started as 
shipping clerk and worked in almost every 
department. Needless to say, Al has been 
a subscriber to THe Jopper’s SALESMAN 
almost from the first day he started in the 
jobbing business, We wish him every suc- 
cess in his new work. 





H. J. (Harry) Leek, store manager for 
the Manhattan Electrical Supply Co., 
Park Place branch, feels he has discoy- 
ered “perpetual motion.” He sure knows 
what its all about. Harry lives in Lynn 
brook, L. I., and is usually home in time 
to greet his loved ones, and catch the 5:15 
morning train back to the store. 





ask F, J. to quote you on a ton of 
kilowatts, for Smith knows the game 
from A to Z, and, backwards. 


Artuur ALLEN, high man for the 
past three years in the “On to Nela 
Park” National Mazda campaign, and 
stepping along with the leaders this 
year, has full and complete charge of 
the lamp department of the Holloway 
Bentz Co., New York. Needless to 
say Arthur does not make light of his 
illuminating responsibilities ! 





JouHN ScuimMer, formerly with 
American Electric Supply Co., Chi 
cago, is a new man with the Capitol 


Electric Supply Co., Lansing, Mich. 


i ©. 
Co., Grand Rapids, Mich., was ap 
pointed chairman of the committe: 
for development of displays at tli 
recent “Model Home Show’ put on 
by the Grand Rapids Electric Club 


Estuus, Graybar Electric 


R. D. Scuoprps, secretary of F. | 
Murray Co., Grand Rapids, Micl.. 
is keeping an eye open for new quar 
S. Division 
which 


ters. Avenue is to | 


widened, necessitates the rr 


moval. 





Frep G. Keys of the Lake States 
General Electric Supply Co., Indian 
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PRONOUNCED ; ONLY 


SAFETY SCREWLESS HOLDERS 








Installed Thruout 
THE NEW BUHL BUILDING, DETROIT 
Thru The Crescent Elec. Co., Distributors 


A nationally known architect has said, “‘ONLI 
Safety Screwless holder equipment has simplified 
large commercial lighting installations much as the 
self-starter has simplified the operation of the 
motor car.” 
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Pretty soft for these electrical jobbers! 
Here we see Murray Bergman, of the 
Progress Electric Supply Co., Brooklyn, 
and his family, lolling on the sands at 
Palm Beach, while up n’awth, M. Rosen- 
blum tends to business, as usual. 





apolis Electric Supply Division, In- 
dianapolis, Ind., recently moved into 
his new five-room bungalow at 714 


Mill St. He has used Riddle and 
Williamson fixtures throughout. 
THREE NEW men _ have recently 


been added to the force of the C. J. 
Litscher Electric Co., Grand Rapids, 
Mich. They are: E. H. Bard; S. R. 
Caswell, formerly with Capitol Elec- 
tric Supply Co., Lansing, Mich., and 
C. R. Bullard, formerly with South 
Bend Electric Co., South Bend, Ind. 


James De Vos, of the C. J. 
Litscher Electric Co., Grand Rapids, 
Mich., recently moved into his new 
home on Hall Street, S. E. 


Max Wernstern, Herman Gold- 
berg and Morris Sokoloss of the Sun 
Electric Supply House, Brooklyn, 
N. Y., are celebrating the anniversary 
of their first year in business. Max 
Weinstein—the genial—reports a 
good year. and looks for better busi- 


ness this year. 








Summer—” Frank 


Good Ole 
Nagele, Cord Bohling—‘Clap hands here 
comes Charlie’—and W. 'T. (Bill) Rock- 


“In the 


laughing at whoever snapped 
this photo. Cord Bohling and “Square 
Shootin?” Bill Rockford of Tidewater 
Klectrical Supply, New York, assure us 
their glasses contained ginger ale. 


ford are 


THE SALESMAN 


Nassor-MicHaets Electrical Sup- 
ply Co., is celebrating its seventh 
year Congratulations ! 
Naeseeb George Nassor, the good 
looking member of the firm is a Syrian 
by birth and claims the distinction of 
being the only one of his race in the 


in business. 


electrical jobbing game. 


ANOTHER prospect for electrical 
sales work has been born in Los 
Angeles. He will be one month old 


on April 6. The happy father is 
Filmore Doyle, dean of the sales or- 
ganization of the Woodill-Hulse Elec- 
Co. Fil is still busy passing 
around the cigars. 


tric 


Dick Hatt, president of the 
Illinois Electric Co., of Los Angeles, 
left on a short business and vacation 
trip east by way of the Panama 
Canal. 


M. Bruce and O. P. “Buddy” Wil- 
liamson have joined the sales force 
of Woodill-Hulse Electric Co., of Los 
Angeles, as counter or store sales- 
men, 


A, SCHWENCH, manager of Graybar 
Electric Co., Grand Rapids, Mich., 
has been confined to his bed for over 
two months because of spinal trouble. 
LL. C. Esthus is acting manager dur- 
ing his absence. 


H. F. Corr, Muskegon salesman 
for Graybar Electric Co., Grand 
Rapids, recently took up his residence 
in Grand Rapids owing to its better 
train connections, which will allow 
him to sleep until daybreak at least. 
In Muskegon he had to get up around 
midnight and sneak up on the trains 
in the dark. 


Joun D. CampBety is a new man 
with Graybar Electric Co., Indian- 
apolis. He was formerly purchasing 
agent at Indianapolis Electrie Supply 
Division of the Lake States General 
Electric Supply Co. 


Raceu L.. 
a territory by the Graybar Electric 
Co., Boston, Mass. 


Huse has been assigned 


LawrkeNceE Ryan and Harry J. 


Miller are twe new salesmen with 
the John S. Maxson Co., Homer. 
NN. 2. 


OF THE JjOBBER IS THE MOST IMPORTANT MAN 


IN THE INDUSTR 





Two bright stars of the E. B. Lath 
Co., New York—S. D. Bolan at the i 


and Milton F. Randolph, who are battin> 


well over three hundred and fielding oy. 
thousand in their positions in the quot 
tion department. 





Joun C. Batcn is a new salesman 
employed by the Sager 
Supply Co., Lynn, Mass. 


G. A. Vepper, formerly manager 
of the supply department of the Ili 
nois Electric Co., of Los Angeles has 
been appointed assistant sales man 
ager. in 
charge of the claim and service de 
partment has been appointed to man 
ager of the supply department. 
B. O’Neal is manager of the claim and 
service department. 


E. B. Pinson who was 


M. S. Mituer, formerly with thi 


Electric 


Marshall-Wells Co., Spokane, Wash... 
is now with the Graybar Electric Co.. 


Portland, Ore., in the capacity ot! 
salesman. 
P. E. Cusnine will travel tl 


Springfield, Mass., territory of th: 


Graybar Electric Co., Boston, Mass.. 











“Service department — Mr. Delan 
speaking.” That’s how H. J. (Bust 
Delaney of the Manhattan Electrical Su 
ply Co. service department, Park Pla 
branch, greets his callers. ‘The “Vo 


with a Smile” is a religion to Buster. I! s 


word is his bond, and his aggressiven 
and hustling spirit assures service to 4 
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AUTOVENT VENTILATING FANS 
are Well-Built—Fully Guaranteed 





no ema set 
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AUTOVENT FANS AUTOVENT LOUVRES 
ARE ARE 
RADIATION COOLED! AUTOMATIC! 
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This Is Our Opening Announcement 
to Jobbers Everywhere 


Perhaps you have already heard of Auto- 
vent Ventilating Fans. A good many Jobbers 
are selling them. From now on, we're going 
to bring a message to you each month through 
the pages of ‘““The Jobber’s Salesman.’” We 
want to show you why Autovent is the line 
to sell. 


Point No. 1—Protection 


Autovent is proud of its protective trade 
policy. Protection is not an empty phrase 
with us. We know what the jobber’s func- 
tion is and we stand back of him. Further- 
more, every piece of Autovent Equipment is 
fully guaranteed. That, too, is protection. 


Point No. 2—Co-operation 
Autovent Engineers and Representa- 
tives are situated in all principal cities. 
They are put there to help you sell ven- 
tilation. And they are anxious to help 


you get started on the Autovent line. 





“The Mark of a 
Well-Built Fan” 


Point No. 3—A Complete Line 


Nothing is lacking in the Autovent line. 
Sizes range from 12” to 72” dia. Constant 
speed and variable speed in either direct or 
alternating current types. Here's a line that 
will fill every ventilating need you have. It’s 
guaranteed! 


Point No. 4—Margin of Profit 


When you sell an Autovent Fan, you make 
a profit on it—a good profit, too. If you 
Jobbers can’t make money on the line, we 
can't either. In our schedule of discounts this 
fact is taken into account. Investigate this 
point. 


Point No. 5—New Features 


The Autovent Line has many new, 
advanced features that will interest 
you. Why? Because you have your 
own reputation to guard. You will 
want to know what makes the Auto- 
vent line different. Ask us! 


Consider These Facts: ” 
LIBERAL STOCK OFFER—You will be interested in the attractive terms we have 2 


arranged. 


SALES HELPS—Sales literature and direct mail campaigns are placed at your dis- i + 
This intelligent co-operation will help you line up more business. Ps > 


posal. 


It means a worthwhile saving for you. 


Be sure to get the details. 2 


IMMEDIATE SHIPMENTS—We appreciate the necessity of filling Jobber orders ,” < 


at once. 


AUTOVENT FAN & BLOWER CO. 33°” 


730-738 W. Monroe St. — CHICAGO PWN. 3 


24-hour service on all standard fans. 


4 
< 
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OFFICES IN ALL PRINCIPAL CITIES "3° #8 
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Surprising as it may seem, this is neither the beginning nor 
the end of a sales conference. It is just the start of the annual 
banquet and “Fun-nite” of the Commercial Electric Supply Co., 
Toledo, O., which was held a few months ago, at the Hotel Secor, 





Todelo, O. 


to use. 


We note that the “Commissary” department has 
made it possible for all the boys to “blow their own horns.” 
We're a little late printing the picture but it’s too good not 








while A. R. Moore 


in Worcester for the same company. 


will be located 


A. A. 
chasing agent of the Robertson-Cat- 
aract Electric Co., Rochester, N. Y., 
has been transferred to the sales de- 


Werper, formerly the pur- 


partment and will cover local territory 
in Rochester. 


James J. Suater has been em- 


ployed in the service department of 


the Florida Electric Supply Co., 


Miami, Fla. 
the 
Supply Co., Boston Mass. 


Mr. Slater was formerly 


with Wetmore-Savage Electric 


E. C. Fuitmen has been employed 
by the Gee Electric Co., Wheeling, 


W. Va., to cover the territory form- 
erly handled by C. W. Witt, who has 
resigned. 

Four New Men with the Inter- 
state Electric Co., Shreveport, La., 
are: Geo. Hooker, with headquarters 


in Monroe, La.; Sidney Brown, wit) 
headquarters in Texarkana, Ark.; Jos. 
Boutte, counter salesman, and W. W. 
Worley, fixture salesman. 


Irvin B. Scuirr is a new sales 
man with the Alexander & Lavenson 
Electrical Supply Co., San Francisco. 


Calif. T. 


buyer with this company, is now an 


Horan, formerly pick-up 


assistant in the sales manager's of 


fice. 











radio delivery. 


John J. 





business on the basis of up-to-the-minute service. 
During the radio season there is no greater problem than getting rush orders to dealers. 
other hand, there is no service that vields quicker returns in increased business. 
Kaske, whose likeness is shown here, is purchasing agent and service manager for McGraw in St. Louis. 
Because of his long experience in service work, John has become a past master at getting the customer and his 
much-needed material together in the shortest possible time. 
and no more, but that, when dressed in a plan of definite, guaranteed delivery, they become part of a scheme that keeps 
everyone concerned on their toes to carry out the promise 








Waiting for the Gong 


made. 

















Vhe small truck, called the “McGraw Flash’ guarantees 60-minute 


His idea is that three trucks could be just three trucks 


J. J. Kaske 


Three trucks, standing at the curb in front of 2018 Locust St., St. Louis, constitute the McGraw Co.’s bid for extra 


On the 
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i ACLETE B40. 





Relieves Acute or Chronic Pots! : 


saan ATIC 
4 





Announcement 
of Interest 


to Jobbers 


Driver Harris 

Flexible Asbestos 

Braid Over All 
Heater Cord. 


Hart & Hegeman Bryant Bakelite 
Toggle Switch. Separable At- 
tachment Plug. 


NORMAN F. GRIER 


Has Taken Over The Exclusive Distribution Of 


PARISIAN HEATING PADS 


Manufactured by 
Slaughter Company, Not Inc. 

ESTABLISHED 1905 
OBBERS who are interested in securing the distribution 
on this heating pad—designed by men who know the 
problems of the product; manufactured by a company who 
realizes the necessity of quality material throughout; priced 
with a knowledge of what the public will pay, and marketed 
by a man who appreciates the jobber’s position in the field— 

should get in touch with 


NORMAN F. GRIER 


1712 MICHIGAN BLVD. CHICAGO, ILL. 
PHONE CALUMET 2882 


$7.50 


LIST PRICE 
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On the right is W. H. Mitchell, sales- 


man for the H. C. Roberts Electrical 
Supply Co., Syracuse, N. Y. His guest 
is R. W. Anderson of the Mutual Elec- 
tric & Machine Co., Detroit, Mich. Yes, 
R. W. is a brother to R. B. Anderson, 
who sells “Bulldogs” in Boston. 





M. P. Suvre will travel a territory 
the Wholesale Electric 
Co., Los Angeles, Calif. 


for Reiman 


J. F. Tickner has been employed 
by the Elliott-Lewis Electric Co., Inc., 
Philadelphia, Pa., to take the place of 
C. H. Kimes, who will devote his en- 
Mr. Tickner 
will handle the territory adjacent to 
Lancaster and Harrisburg, Pa., with 


tire time to radio sales. 


headquarters in Lancaster. 


Jos. R. Bisping has been employed 
by the Rumsey Electric Co., Phila- 
delphia, Pa., to cover the Norristown, 
Lansdale and Trenton territory. 


Harry Barrows, formerly with the 
Simplex Electric Heating Co., Boston, 
Mass., will now cover the Buffalo ter- 
ritory on electrical and heating ap- 
pliances for the Electric Supply & 
Equipment Co., Buffalo, N. Y. A. M. 
Berger, formerly Buffalo manager for 
the Eureka Sales Co., is now selling 
ironers and washing machines for this 
company. 


R. J. Munpy, formerly with C. A. 
Busher & Co., will cover western Mis- 
souri for the Central States Electric 
Co., Kansas City, Mo. R. A. John- 
son has been employed as a quotation 
clerk. 

oO. Cc. 
salesman and Norman Richmond is a 


JorDAN is a new outside 
counter salesman with the Avery & 


Loeb Electric Co., Columbus, Ohio. 


Frank C, BurKHART is a new sales- 
man with the Granden Electric Co., 
Neb. J. J: 
draftsman with this company. 


Omaha, Catalano is a 


SALESMAN 


OF THE 






Walter A. Cohen, manager radio de- 
partment, E. B. Latham Co., New York, 
in deep reverie. He is evidently working 
out a new “hook-up,” as he pulls away 
on his piece of pipe—pardon—pipe of 
peace. Sir Walter’s pose would indicate, 
too, that he waiteth for the fair Eliza- 
beth—but—props, oh, props, where the 
cloak? 





Hate has been _trans- 
ferred from the radio department to 
the city sales department of the Peer- 


less Electrical Co., Minneapolis, Minn. 


HERBERT 








Irving Protoss, purchasing agent 
for Crannell, Nugent & Kranzer, 
New York—the oldest employee in 
point of service, the youngest when 
it comes to work—is in a class by 
himself at his game—buying. Don’t 
try to hold back that extra five 


per cent. He'll get you! What 
did you buy at the last whisper, 
Irving? 











JOBBER IS THE MOST IMPORTANT MAN 


IN THE INDUST! 


Walter E. Johnson of the Rogers Ele: 
tric Supply Co., Hartford, Conn. (left) 
imitating an old fashioned photographer’ 
assistant by providing a head rest fo 
“Slim” Siewert. 





Herbert Klaskis is now in the prici: 
department and L. Gustofson has bev) 
advanced from the receiving depart 
ment to the radio department. Jus 
tine Nordale is in charge of the claiy 
department while Clarence Miller is 
in charge of inventory. 


E. H. Moncrter, of St. Louis, Mo.. 
has resigned as one of the city sales 
men for the McGraw Co. and has gon: 
to Denver. 


Watvace Srrovp, formerly a sales 
Arkansas for the Interstat: 
Electric Co. of Shreveport, La., has 
been called in and given charge 0! 
S. J. Willen 
skey, who has been traveling nort! 
ern Louisiana for the Electric Supp!) 
Co. of New Orleans, has been trans 
ferred to western Louisiana. Nathan 
Roos goes from western Louisiana int: 


man in 


the lamp department. 


the house at New Orleans. 





Artuur BusHNELL, formerly in 
charge of city deliveries, has been 
promoted to stock room manager 0! 


L. A. Woolley, Inc., Buffalo, N. Y. 


L. A. Snyper, recently connecte: 
with the purchasing department 0! 
the General Railway Signal Co., ha- 
joined the organization of the Robert 
son-Cataract Electric Co., Rochester. 
eo 


RayMonp Haynes, formerly assis! 
ant sales manager of L. A. Woolle 
Inc., Buffalo, N. Y., is now actine 
as city representative for the con 
pany. Geo. Buecheler, formerly th 
store manager, is now assistant sale- 
manager. 
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IREFLE 
Non-metallic 
Sheathed Cable 























Tests called for 
in the tentative 
specifications of the 

Underwriters’ 

Laboratories 
have been completed 
with acceptable results. 


THe WirnemoL.DdD COMPANY 


HARTFORD,CONN. 
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Get onthe 





BandWagon 
Now! 





Summer is close at hand yet there are fully two months 1 t! 
which to get lined up with “Socold” and appoint your dealers n 
“Socold” Electric Refrigerators constitute the only jobber- W 
dealer proposition in the field of electric refrigeration to-da i) 


The saturation point of electric refrigerators in the hom 
is the most remote among all electrical appliances. Electr Nn 
refrigeration is sweeping the country like wild fire. The idea 
is being promoted by the greatest central station companies 
in the country and sold to the public through millions | | 


dollars of national and local advertising. tl 

You, too, can sell “Socold” Electric Refrigerators. Ou A 
plan makes it easy and simple. “Socold” Electric Reiriger I 
tors are as simple in construction and operation as the pla! e 


we've devised for selling them. While the field is still wid 
open and the market not even scratched get in touch 
with.us. It’s a golden opportunity for you. 


















Che R..U.Bootrtikk 


437-8 Park Square Bldg HE 
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Socold | 


G6lectric Refrigeration 


® ¥ Win. tie ac 
The Field of Electric so The, best, testimony 


our plan of merchan- 


% a dising “Socold” Elec- 
Refrigeration At Last Open tric Refrigerators and 


the stability of the 


T Th El { & ] J bb Py date that pro- 
luces ; is > fac 

O e ectrica opper ong ig 
E. B. Latham and Co. 

ot New York, the 


Robertson-C at ar act 





















The “Socold” plan of distributing electric refrigerators Electric Co. of Bui- 
thru jobber-dealer channels has opened the gates of a virgin ae 
‘ , 5 ; 5 gell-Andrews Co. of 
field to the Jobber. Until the “Socold” Electric Refrigerator aps eg Ji 
7 ; sd - line on and are back- 

was placed on the market the field of electric refrigeration was ing the plan to the 
. 9 . 2 “a > fullest *xtent of thei 

bevond the jobber’s reach but our complete line of “Socold Daan eae nets cea 


organizations. 


refrigerators, designed and planned to be sold through jobbers 
now places untold opportunities before you. 


The “Socold” Electric Refrigerator is the pioneer in the 
jobber-dealer field. It is the only line of refrigerators to-day, 
that we know of, sold under a strict Jobber policy which was 
written by the jobbers themselves to suit their problems and 
needs. Jobbers who never gave a minute’s consideration to 
electric refrigeration before are now behind “Socold” 100 per 
cent and doing a bang-up business. Write us for particulars 
on our Exelusive Jobber Franchise while the opportunity in 
vour territory still exists. 


- 


BSALES COMPANY 


Boston, Massachusetts 
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Changes in Personnel 
Orro Reman and L, E. Clark have 
purchased the stock of J. S. Marks, 
formerly the Reiman 
Wholesale Electric Co., Los Angeles, 
Calif., as Mr. Marks is retiring from 
the firm to look after private inter- 


treasurer of 


ests. D.S. Wigg is a new credit man- 
ager with the company. An additional 
floor space of 10,000 square feet has 
taken over at 218 E. 3rd St., 
where the supply department will be 


been 


located. 


James P, McItuHenny has_ been 
appointed sales manager of the El- 
liott-Lewis Electric Co., Inc., Phila- 
delphia, Pa. This company has ar- 
ranged to open a branch at 


Allentown, Pa. 


new 


H. F. Leonarp has been appointed 
in charge of fixture sales at the Dau- 
phin Electrical Supplies Co., Harris- 
burg, Pa. He plans a personal service 
campaign to dealers and to tie in with 
this arrangement, will install an elab- 
orate display room. 


. Be sales 
manager of the Mills & Lupton Sup- 


ply Co., Chattanooga, Tenn., has been 


Crimmins, formerly 


made general manager, succeeding 
S. E. Stern, vice-president and gen- 


eral manager, who has resigned. 


J. A. Frynn has been made assist- 
ant manager of the H. C. Roberts 
Electric Supply Co., Baltimore, Md. 

x * 4% 


Missouri River Club 
The Missouri River Club will meet 
at Excelsior Springs, Mo., April 22-23. 


Karr Parker Now Treasurer 


McCarthy Bros. & Ford 


Karr Parker, who for the past eight 
years has been manager of the engi- 
neering and contracting department of 
McCarthy Bros. & Ford, 75 West Mo- 
hawk St., Buffalo, N. Y., was recently 
elected treasurer of the company. 





Karr Parker 


Mr. Parker is well known in elec- 
trical engineering circles. His work 
on the Statler Hotel in Buffalo so im- 
pressed Mr. Statler that he was given 
the job of handling all electrical work 
on the new Statler Hotel in Boston. 
The building of this new hostelry in 
itself will be an achievement in engi- 
neering. The street work was started 
in the early part of February and it 
is expected that the hotel will be com- 
Mr. Parker ex- 
pects to maintain the same schedule 


pleted in September. 
on the electrical work and when he 
starts expects to have 300 men on the 


job. 


Recent Graybar Appointment: 

Several important changes in t! 
personnel of the Graybar Electric C. 
Inc., were announced the latter pa: 
of February. 

W. B. DeForest, manager of t! 
Kansas City distributing house, ws 
transferred to the post of sales mai 
ager of the New York house. 

J. F. Davis has gone to the gener: 
staff department of the company « 
100 E. 42nd St., New York. M: 
Davis was formerly sales manager : 
New York. 

C. V. Robinson has been appointe«! 
credit manager at Richmond, succee:! 
ing F. S. de Gruchy, who has been 
transferred to the credit departmen( 
of the company at 401 Hudson St 
New York. 

George Corrao becomes manager 0! 
the St. Louis distributing house. Mr 
Corrao succeeds H. N. Goodell, wlio 
has been appointed district manager 
and manager of all the company dis 
tributing houses in the western dis 
trict. 

F,. G. Caldwell is now manager 0! 
the Houston, Tex., distributing hous: 
Mr. Caldwell will report to R. W 
Van Valkenburgh, manager of tli 
Graybar Dallas house. 

R. F. Copes is sales manager of tli 
Norfolk, Va., distributing house. H: 
will report to the manager of tl 
Richmond distributing house, G. ‘I 
Marchmont. 

E. H. Waddington has been mad: 
sales manager of the Kansas City dis 
tributing house. This house has just 
been made the headquarters of th: 
western district of the company. 

* * * 


Johnson Bros. Move 


Johnson Bros., of New Orleans 
recently moved to their new quarters 
located at 1609 Dryades St. 





Angeles. 


Part of the sales force of the Woodill-Hulse Electric Co., Los 
Left to right: Meyers; Schiff; 





Buckley; Grissom: 





Anderson; Kreitman; Doyle, and Price. 
who are part of this unit were not in the picture. 


Johnson and Cutle: 
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eAnnouncing 


The CORTO Electric Steam Radiator 


A new addition to the field of electric heating 


This is one of the most important announcements ever 
made to the Electrical Industry. 


After years of experimenting, the engineers of the 
American Radiator Company have perfected an Elec- 
tric Steam Radiator which gives the same perfect 
warmth that American Radiators have been furnish- 
ing for thirty years through other kinds of fuel. 


The heat from Corto Electric Steam Radiators is 
different from other kinds of electric heat. It is radi- 
ator heat, and warms the whole room instead of just 
a spot. This gives it a distinct place in electrical heating. 


The Corto Electric Steam Radiator is manufactured 
in three sizes and will meet all standard voltage re- 
quirements. 





For complete information as 
to prices, catalogues, folders, 
direct mail, write our nearest 


dealers and will be backed by the reputation of the sales office. 
world’s largest manufacturers of heating equipment. 


It will be marketed through electrical jobbers and 


AMERICAN RADIATOR COMPANY 


“- * . 
Showrooms and sales offices: Atlanta, Baltimore, Boston, Buffalo, Chicago, Cincinnati, Cleveland, Denver, Detroit, Indianapolis, Kansas City, 
Los Angeles, Milwaukee, Newark, New Haven, New York, Omaha, |Philadelphia, Pittsburgh, Portland, Providence, 
Richmond, St. Louis, St. Paul, San Francisco, Seattle, Washington, D. C. 
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Jobbers Prominent in Asso- 
ciations 
Dave Pence, lamp salesman for the 
Illinois Electric Co. of Los Angeles, 
and known throughout southern Cali- 
fornia by the electrical fraternity, has 
been elected president of the newly 
organized Glendale Electric Club of 
Glendale, Calif. 
FRANK AtryY, of Pacific 
States Electric Co. of Los Angeles has 


manager 


been appointed chairman of the mem- 


bership committee of The Electric 
Club of Los Angeles. 
Harry Harper, manager of the 


Graybar Electric Co, of Los Angeles, 
who is always active in civic affairs 
has been appointed chairman of the 
Civic and Inter-Club Relations com- 
mittee of the Electric Club. 


Bitty Knost who recently joined 
the Illinois Electric Co. of Los Ange- 
les, has been appointed chairman 
of the fellowship committee of The 
Electric Club of Los Angeles. 


THE of the 


jobbing fraternity in Los Angeles have 


FoLLOWING members 
been appointed to committee member- 
ships of The Electric Club of that 
G. Hart of Pacific States 
Electric Co., attendance; A. H. Rees, 
Illinois Electric Co., attendance; Jim 
O'Reilly, Graybar Electric Co., at- 
tendance; Roy Lockhart, 
Electric Co., program; J. T. 
Pacific States Electric Co., fellowship; 
Walter Fagan, Electric Corporation, 
fellowship; G. A. Bedder, 
Electric Co., fellowship; Jim Loomer, 
Graybar Electric Co., fellowship; 
Tom Slee, California Wholesale Elec- 
tric Co., finance. 


city: E. 


Graybar 


Deppe, 


Illinois 


C. A. Srrouss of the Graybar Elec- 
tric Co., Youngstown, Ohio, has been 
elected president of the Youngstown 
Electrical League. 

C. R. Musriapin of the Alexander & 
Lavenson Electrical Supply Co., San 
Francisco, Calif., has been appointed 
chairman of the membership commit- 
tee of the 
League in that city. 


Electric Development 
J. G. Livineston, purchasing agent 

the Virginian Electric, Inc., 
Charleston, W. Va., has been elected 


of 


secretary and treasurer of the Elec- 


tric League of Charleston. 


Delinquent Accounts 
The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the National 


member manufacturers and job) 
through its various divisions, for F, 
ruary, 1926, as compared with 
same month the previous year. A|., 
these figures are shown for the J; 








Electrical Credit Association by uary and February periods of 1925 
NUMBER OF ACCOUNTS REPORTED 
DIVISION 
To % 
Increase Jan. & Feb. — Increas: 
February or 2 months or 
1925 1926 Decrease 1925 1926 Decreas 
New York Elec’) Credit 
Ass’n Headqu’rs New York........ 3384 341 —2% 642 682 —1.5¢ 
Electrical Credit Ass’n, 
Middle & Southern Atlantic 
States, Headqu’rs Philadelphia 242 176 —37.5% 419 887 —19.5¢ 
Electrical Credit Ass’n 
New England Division, 
Headquarters Boston .................... 60 70 +16.6% 125 130 +4.¢ 
Pacific Coast Elec’] Credit 
Ass’n, Headquarters 
San Francisco eee dscedetcssesers, MONG 25 +88.8% 40 55 + 87.59 
Electrical Credit Ass’n, 
Central Division, Head- 
quarters Chicago sis e UOOE 940 +17.0% 1566 1698 + 8.1% 
TOTAL 1456 1552 46.6% 2792 2847 11.997 
TOTAL AMOUNTS REPORTED 
% Increase Jan.& Feb. % Increase 
February or 2 months or 
1925 1926 Decrease 1925 1926 Decrease 
New York Div $ 79,083 $ 52,474 —33.6% $ 121,219 §$ 89,909 —25.8¢, 
M. &. S. A. S. Div. 28,614 17,147 —40.0% 72,310 32,310 —54.6% 
New England Div 7,601 10,118 +83.1% 14,178 19,788 9 +39.2°, 
Pacific Coast Div 6,239 8,762 —39.7% 9,014 8,526 — 5.49 
Central Div........ 102,162 54,016 —47.1% 205,152 145,582 —290, 
Total $223,649 $187,517 38.5% $421,873 $296,555 —29.79% 
AVERAGE AMOUNTS 
Jan. & Feb 
February 2 months 
1925 1926 1925 1926 
New York Div Pee ee re eT $237 $154 $189 $142 
OR OG ee SES ae || rn ec me eas A . 118 97 172 97 
New England Div sepene se uceaeectonss EO 144 113 151 
Pacific Coast Div : ee pacer NeiSseeu ace 150 225 155 
RNR a ace x cst ea ch rte cee oes Rees 127 57 131 86 








“WANTED:—a position by single young man as manufacturer’s representative 


in Shreveport, La., money no object.” 


swamped with want ads of that nature after this picture appears. 


We'll bet the Shreveport papers will bh: 
Anyway, thes 


pretty girls, (and they are pretty) won the Shreveport city league championship 


for the Interstate Electric Co. 


Left to right: Enold Boudreau; Icie Rothel! 


Ruby Dupree; Eunice Dorian; Fannie Holoman; Myrtle McInnis, captain; Berth 


Bird; Lettie Holoman; Kate Wolcott, and Emmo Hart. 
These girls are not only star basket-ball players, but also are capable an‘ 
Incidentally, they challenge any girls’ team sponsored by a! 
Won’t some Chicago jobber please challenge them? 


Hart. 
faithful employees. 
electrical supply house. 


The little mascot is Marth 
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GEM Attachments 


A complete 7-piece set, 
consisting of fan case 
coupler, which is also used 
as blower connection; 8 
ft. hose; 6 in. tool con- 
nector; upholstery nozzle; 
brush, which slips over 
upholstery nozzle; radi- 
ator and blower tool; 24- 
inch extension tube. Con- 
nection made thru nozzle, 
direct into fan case. As 
complete a set as fur- 
nished with any cleaner. 
The GEM Cleaner Com- 
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The GEM Cleaner 


A quality cleaner, rug- 
gedly built. Has powerful 
General Electric motor; 
14-inch nozzle; unusually 
powerful suction, efficient 
across entire width and at 
ends of nozzle for both 
embedded and surface dirt 
because of new nozzle de- 
sign; swivel rear caster; 
gravity oil system; wood 
handle; 25 ft. cord; bay- 
onet lock bag; silver tone 
finish light in weight. The 
GEM Cleaner 
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A Sensational Success! 
WITH A DEFINITE JOBBER POLICY 


With the 46M ¥ Cleans 
Powerful Dh Cl With Ai 
‘“*GE’”’ Motor US Caner Only ¥ 


Complete only 






































* 
F  daaay tniqeeg ere only a few months ago, the GEM instantly filled a growing need 
for a new, Popularly Priced Cleaner of Unusual Quality, for the Jobber who 


wants to 


Dominate the Price Field with a Quality ’Cleaner 


Here is a remarkable new cleaner with 
which you can Dominate, on Quality, 
Completeness and Price. 


The new GEM Cleaner is a Straight 
Suction type cleaner which meets and 
beats competition. It has -powerful, ef- 
fective suction. All other claims notwith- 
standing, the Gem has more powerful, 
more efficient suction—cleans faster than 
any other cleaner of its type. Substantiate 
this yourself! Simply compare The Gem 
with any cleaner for efficiency, for quality 


construction, for 100-cents-on-the-dollar 
value! 


The Gem Cleaner has a General Electric 
motor; a scientifically designed tozzle 
and many other appealing conveniences. 
It is sturdily built. It has a fine, com- 
plete set of attachments. 


With this new GEM cleaner you can 
absolutely dominate the Price Field in 
your Market—and make a very satisfac- 
tory profit! 


Write today for details! Let us send sample for your testing and approval. 


To the large Distributor—we have unexcelled facilities for furnishing you with a high 








quality cleaner under your own name at a most attractive price. 


Write for Details. 
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W. W. Gambill, Jr., secretary and sales 
manager of the Braid Electric Co., Nash- 
ville, Tenn. (left) is trying to make D. 
A. Thomas of Rome Wire Co. produce a 
maidenly blush. Instead of that, D. A. 
said: “Hold me closer. Whelius, my cave- 
man!” Ben Gambill’s expression (right) 
plainly says: “A couple of silly awsses, 
what?” 


Litscher Opens at Jackson 


C. J. Litscher Electric Co., Grand 
Rapids, Mich., on March 1, opened a 
distributing 321-323 
Otsego Ave., Jackson, Mich. A full 
line of electrical supplies is being 
carried at the new warehouse, includ- 
ing the General Electric merchandis- 
ing lines and ‘Thor’ Washers and 
ironers, “Hotpoint” appliances and 
‘“Radiolas” and tubes. 

C. J. Noel is in charge of sales and 
Stanley McDaniel in charge of stocks 





warehouse at 


at Jackson. 
% & 
Frazier of Denver Dies 
Joseph L. Frazier, manager of the 
electrical engineering department of 
Hendrie & Bolthoff Manufacturing & 
Supply Co., Denver, Colo., died on 
February 23, following an operation 
for appendicitis and gall stones. 
Mr. Frazier and his wife, who sur- 
vives him, supported and educated 14 
children, most of whom they secured 


Mr. 


well known in the electrical industry 


from orphanages. Frazier was 
and had designed some of the largest 


plants in the west. 
* * x 


Hawley Heads Pacific Coast 
Division 
C. B. Hawley was elected president 
of the of the 
Electrical Supply Jobbers Association 


Pacific coast division 
at its annual convention at Del Monte, 
Calif. The of which Mr. 
Hawley is head embraces the entire 


division 


Pacific coast and all points west and 
south of Salt Lake. 
dent and general manager of the Inter- 
Electric Salt Lake 


He is vice-presi- 


Mountain ie: 


City. 


Jobbers Sales Activities 
The Wetmore-Savage Electric Sup- 
ply Co., Boston, is making a drive on 
Westinghouse lamps to add $100,000 
new contracts in one year. 


When the first six months had 


passed, the company had made 42%% 
per cent of its quota, with six months 


Two of the salesmen had gone 
over the top—Mr. Hackel with 105 
per cent and Mr. Chapman with 119 


to go. 


per cent. 


Morris BriumperG Electric Co., 
Detroit, is doing a bang-up job in 
getting its dealers 100 per cent behind 
the new inside-frost lamps. S. J. 
Hirst, manager of the fixture depart- 
ment, reports that one of his agents, 
H. Einboden, has just closed a light- 
ing installation for a 72-family apart- 
ment house in which approximately 
800 inside-frost lamps will be re- 
quired. 

CapiraL Exec, Co., Salt Lake City, 
Utah. 
during the month of March. 


Sales campaign on Radiola 3s 




















“Jack” Livingston of the Virginian Elec- 
tric, Inc., of Charleston, W. Va., has the 
distinction of being the only “furriner” 
among the folks. All other members are 
either native West Virginians or, like the 
president, old settlers long since natural- 
ized. However, in the three short years he 
has been with the company, he has suc- 
ceeded in building a place that it would 
be hard to fill either in the Virginian or- 
ganization or the esteem of its members. 
He is purchasing agent for the company 
and came from a similar position with the 
Southern Electric Co., in 1928. 


Tenn. 


SeeeeeeeeeeeeeeeeeeeeeEeEeEeeEeEeEeEeE————————— 


J. G. (Jack) MeNish, manager of tly 
Wesco Supply Co., branch at Nashville. 
Jack has represented the Memphi 
house in Nashville for the past ten years 





RoBERTSON - CATARACT ELecrri 
N. Y.—A campaign on 
“Calrod”’ 


Rochester, 


new Hotpoint super irons. 
Kricu Licut & Exec. Co., Newark. 
N. J.—An 
“Beevac’”” vacuum cleaners. 
Westinghouse fans. 


extensive campaign on 


Also on 


ALEXANDER & LAVENSON ELEcTRIA! 
Supprty Co., San Francisco, Calif.— A 
drive was started in March on G. F. 
fans, the G. E. wiring system, “Mag 
naray” air heaters and Lindemann & 
Hoverson electric ranges. 


Rospertson - CaraRact  ELectri 
Co., Utica, N .Y.—A toaster cam 
paign to tie in between the 


dealers and bakers. 
iat 


Jobbers Push Big Birmingham 
Show 


A notice has come to hand of thi 
first Alabama Electrical Exposition. 
which was held March 15 to 20 at 
Birmingham. It was under the aus 
pices ‘of the Birmingham News ani 
the Alabama Electric League. A lot 
of jobbers were prominent in it, for 
instance: finance committee, C. ©. 
Blackwell of the Moore-Handle\ 
Hardware Co., and H. W. Matthews 
of the Matthews Electric Supply Co.: 
publicity, Gordon Smith of tlh 
Matthews Electrical Supply Co.: 
booths, P. E. Davidson of More-Hand 
ley; music and program, L. B. Neu 
berger of the Interstate Electric Co.: 
floor committee, J. H. Lesesne of tli 
Graybar Electric Co.; jobbers commit 
tee, John Shaw of Graybar and Ton 
Gainer of Interstate. 


local 
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Waco Active ir: Exhibit 


[he annual “Made and Sold in 
Waco” Exhibit was held in the Auto- 
mobile Building of the Texas Cotton 
Palace at Waco, Tex., during the week 
of February 22 to 27. A feature of 
the exhibit which attracted the atten- 
tion of all visitors was the display of 
“Fada” radios art furniture 
modes by the Waco Electrical Supply 
u0. 


in the 


* * * 


Illinois Opens Peoria Branch 

The Illinois Electric Co., Chicago, 
has purchased a building located at 
104-108 Chestnut St., Peoria, [l., and 
will maintain a sales office and ware- 
house there. The branch has been 
established for the purpose of giving 
better service to the customers in that 
territory. 

The building is located directly 
across the street from the Union Sta- 
tion and around the corner from the 
Illinois Traction System’s passenger 
and freight depots. 

Edgar A. Sorrell, who has traveled 
out of Peoria for the company for the 
past 12 years, is district manager. 

* * * 


News from Lake States of 
Indianapolis 

Paul H. Keller, of the Lake States 
General Electric Supply Co., Indian- 
apolis Electric Supply Division, 
Indianapolis, Ind., was recently pro- 
moted to service manager, and his old 
job as cashier of accounting depart- 
ment is now filled by C. B. Marshall. 

George R. Bates was transferred 
trom the floor to charge of pricing de- 
partment February 1. 

H. A. Davis, formerly in the pric- 
department, succeeded J. D. 
Campbell as purchasing agent. 

S. H. Harpe has went and done it. 
He was married February 19 to 
Margaret P. Harness. He now has a 
five-room bungalow under construc- 
on in the Maple Hill Addition, and 
‘xpects to move in very shortly. 

C. L, Callender, formerly with the 
\arney Electric Supply Co., is radio 
specialist for Indiana. 

Wm. A. Hillman recently left the 
‘cmpany and is now with the National 
Carbon Co. 

T. Rees, formerly with the 
' ansville branch, is now with the 
i njamin Electric Mfg. Co., and has 
bn replaced by John T. Couchman 
\ » was transferred from the Indian- 


ing 


a) \lis house. 


Independent Holds Conference 

The Independent Supply Co., Fort 
Wayne, Ind., held a three-day radio 
show early in March, that produced 
very good results. An unusual fea- 
ture of this show was that no co- 
operation of 
turers. 


was asked manufac- 
An charge of 
twenty-five cents was made, which, to- 


gether with the inclement weather, 


admission 


should have had a dampening effect 
on the public. Yet the crowds were 
much more than expected, and it has 
been decided to repeat the perform- 
ance in October. There were 19 


dealer exhibits, featuring 55 radio re- 
ceiving sets. 
* * 


* 

New Jobber in Grand Rapids 

The MacNeil-Worden Electric Co., 
is the name of a new jobber in Grand 
Rapids, Mich., located at 17 Division 
Avenue S. The principals are two 
veterans of the C. J. Litscher Elec- 
Co.—C. S. Worden, president. 
and S. C. MacNeil, secretary-treas- 
urer. 


tric 


, . 
The company was organized 
January 15, 1926, but it was some 


time’ in February before activities 


commenced. 








Introducing the new Graybar Electric branch at 1700 Canton St., Toledo, O. 
Manager F. H. Van Gorder occupies the upper left. The ladies are Erma Gray and 


Marguerite Biggs. 
are: R. L. Smith; J. A. Cleary; C. 
Sullivan and Max Stanley, stores supervisor. 
Sauppe were out of town. 





In the center is the building. 


In the group below, left to right, 


K. Fullerton of Harvey Hubbell, Inc.; J. J. 
Unfortunately A. R. Weaver and R. M. 
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Relighting the Home 
A remarkably complete and valuable 
prospectus has been prepared by the 
National Lamp Works under the title 
“Relighting the Home” and is being 
its 


sales divisions to utility customers. 


personally presented by various 

The cross section study of the mil- 
lion primers from the home lighting 
contest last year permitted compila- 
tion of accurate figures on the present 
lighting equipment in every room of 
the average American home today. 
The study has indicated that they are 
using just about half the wattage nec- 
essary for good lighting. 

This fact is the basis of the pros- 
pectus, which is developed in a 28- 
page booklet in a way most interesting 
to the average householder, who is 
given substantial facts and practical 
information about what constitutes 
proper lighting and the various types 
of lamps, fixtures, shades, glassware,. 


etc., to use. 


* * * 
Hyland Entertains Agents 
The Hyland Electrical Supply Co., 


Chicago, entertained its lamp agents 


i 
xavier dr serv co. 
or 


36.3173 





at a dinner and show at the Sherman 
Hotel, Thursday evening, March 18. 

The program which was_ well 
planned was carried through in the 
usual snappy style of all the Hyland 
affairs. S. J. Rosenthal, vice-presi- 
dent and secretary of the company, 
was chairman of the evening. He 
was ably assisted by Ralph Nash of 
the Continental Lamp Division of the 
General Electric Co., for whom the 
Hyland company is a distributor. 

After a demonstration of the pos- 
sibilities of the new inside frosted 
lamps, the show, “Stepping It Up,” 
was given. 

The 94 guests present were unani- 
mous in their opinion of the ability 
of the members of this company to 


“put over” a real entertainment. 
ee - 


Jobber Group Meeting in 
Chicago 
The regular bi-monthly meeting of 
the supply jobbers’ group of the Elec- 
tric Association of Chicago was held 
at the Electric Club, 30 N. Dearborn 
St., on Tuesday, March 16. 


Hyland Electrical Supply Co., Chicago, Entertains Its Lamp 





The meeting was presided over }) 
W. W. Low, president of the Electri 
Appliance Co., a director and vic: 
president of the association in charg 
of the supply jobbers’ group... T)\ 
purpose of the meeting was to con 
sider activities which are of interest 
to this group, and which they ar 
the 
foster in their behalf. 


desirous of having association 


The speakers of the day were Ken 
neth A. McIntyre, of the Society for 
Wm. Mi 
Guineas, a director, and vice-president 
of the Electric 
senting the 
A. A. Gray, a director, and 


Electrical Development, 


Association repr: 
electrical contractors 
group, 
vice-president representing the mem 
bers-at-large group, and T. C. Russell. 
a director, representing the manufac 
turers’ group. 

R. Bourke 
the association, made a report on thi 
activities of the date, 
and outlined a program under con 
sideration by the board of directors. 
which includes the matter of appoint 


Corcoran, manager 0! 


association to 





Agents 
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yn heel listed below bear the 


IVANHOE 


name and label, which means that 
the method used in marketing them 
is governed by the well-known 
Ivanhoe policy — distribution 
through appointed distributors, 
satisfactory profits to dealers, care- 
fully planned re-selling helps, and 
genuine value for the consumer. 
wy 


For Industrial Lighting — 


[] RLM Standard Dome Reflectors 
{ } Porcelain-Enameled Bowl Reflectors 
(_) Porcelain- Enameled Angle Reflec- 








tors 

C] Porcelain- Enameled Poster Board 
Reflectors 

(_] Holders for B-Heel Reflectors 

{| } Glassteel Diffusers 

{_] Vapor-Proof Units 


|_] Weather-Proof Units @ @ 
l {_] Industrial Flood Lighting Units 
|_] Industrial Spotlights ] ) l 10 l ) O a 
{_) Trutint Units 
’ (_] Special Service Reflectors 


O — Reflectors and Fit- Famous Fam i ly 


For Commercial Lighting — 





(] The Trojan, fixture and glass : . . : 
BE cele ead spe cabeap lighting fixtures now take a logical place in 
(_] The Ace, fixture and glass the Ivanhoe family. The initial offering is a solid-brass line 
|] The Keldon, fixture and glass of nineteen pieces, priced to sell in volume, done in a pleasin 
|_|] The Tuscan, fixture and glass : P . P 7 ; P : 
C} Ieanbos Coléseiaiinn, Giese end Spanish-Italian design, and named Ivanhoe’s ESPANTINE Line. 
lass ‘ - , : 
: 2 ee oe Each fixture and bracket in the Espantine line was designed to 
Lighting . iis _— : ‘ ‘ 
C1 DEBENBO Safety Fitures for be beautiful in itself—and also to do a correct lighting job. Shades 
Commercial Lighting and fixtures fit and harmonize with each other—both are built 
(_] Gooseneck Portables n i i 
| chen eadeeeerane Otte around the new Mazda lamps. This one feature will suggest to 
) Adenia Wade Radiianenn you a way to assume a position of leadership and authority in your 
C) Diaiite Units territory. Most central stations and many dealers now agree that 
} Cale apipeene every major light source should be shaded. Of course, where the 
For Residential Lighting — buyer insists, Espantine fixtures can be supplied without shades; 
C] Espantine Lighting Fixtures likewise the glassware can be purchased without the fixtures. 
(_] Rozelle Decorative Glassware : : : . 
(] The Daylight Kitchen Unit The marketing of the Espantine line will be governed by the 
: a nap ey Samy well-known Ivanhoe policy—jobber distribution, satisfactory profits 
() Badosing Globes (Bed Room) for all who serve, merchandising plans and selling helps, genuine 
(] Etched Glassware value for the consumer. Shipments of the Espantine line for dis- 
{_] Cut Glassware 1. - k Baal d I h Divisi € Th 
5 Siileasees Lighting Glinnnere tributors’ stocks are being made now. Ivanhoe Division o e 
C) Boudoir Lamps Miller Company, Cleveland, Ohio. 








IVANHOE 


Merchandise of Merit + Definite Sales Policies = Profit for All Who Serve 


Many jobber’s salesmen sell all 
of these items all of the time, at 
a ne to themselves and the 
ouse for which they travel. 
How many do YOU sell? 
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Standards in the 
218 Whittier Apartments 
Standards in the 
100 Parkstone Apartments 
Standards in the 
166 Wardell Apartments 
Standards in the 
100 Chauteau Frontenac 
Standards in the 
28 Cranbrook Apartments 


Standards in the 
go Indian Village Apts. 























® In six Apartment 
708 Groups in Detroit. 
\ { 


It means that Standard must be the best 


The Standard Electric 
Stove Co. 
Toledo, Ohio, U. S.A. 











range. These were selected in competition. 





















H x ~ - . ~~ 
H ED. Cae .- 
Srewewereeneeens reseeenne any 7 Sage? S AQe Sir 


ment of a committee for co-oper 
with architects, industrial lig! in, 
campaign, inauguration of < ‘eq 
Seal” plan in the Chicago ar 
five-day commercial and _ indus -ja| 


| lighting school, beginning April 1\. 


co-operative advertising camps sn, 
formation of a statistical departn. nt, 
and formation of an electrical 1. iy 
tenance engineers society. 

Mr. Corcoran also explained |\y, 
budget of the Electric Association {or 
the year 1926, and plans of the board 
of directors to raise the money r 
quired. ‘The supply jobbers group 
unanimously endorsed the program o{ 
the association, and voted to rais: 
their quota of the budget whic 
amounts to 5.1 per cent of the total 


budget of the association. 
* * * 


He ‘Fooled Around”’ and 
Discovered Inside 
Frosting 
By PAUL H. DOW 

As a result of Marvin Pipkin’s ex 
perimental and scientific work he lias 
recently received the Charles A. Cof 
fin Award in recognition of meri 


Marvin Pipkin 


torious service in the development of 
better illumination. 

The Charles A. Coffin Award was 
established in honor of Charles 4. 
Coffin, long the president of 1! 
General Electric Co. Each year it 
recognizes a limited number of e- 
ployees who have that year contr')- 
uted some outstanding scientific 0* 
other advantage to the products 0! 
work of the organization. More thn 
the cash award or the gold mei:! 
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Now is the time to feature 


: the new Standard line of Lamps 





HE whole incandescent lamp industry is 
cooperating in a concerted appeal to the 








TO HELP SELL THE 2 ‘ ° 
| wat yo public to buy the new inside frost Mazpa Lamps 
i wegerins in place of clear and outside frost types. 

Window 

Displays 

p a The Advertising campaign behind the new 
 &§ ee Standard Edison Mazpa Lamps is the most com- 
: klets ° 
h prehensive effort we have ever planned. 





Noveities |. 
| ic 


You are bound to profit from the demand these 


The greatest advertising campaign sales forces are creating. But to profit fully you 
1 we have ever planned is working 
for you. 


must cooperate with them. 


Make the new Edison Mazpa Lamps your big 
merchandise feature while public interest is at 
its height. 


Tell your agents to display the new lamps in 

their windows and to give them a prominent 

place on their counters and shelves. Have them 

ne LAR, AUR ag remind their customers to buy the new lamps 
interest is at its height. they have seen advertised so extensively. 





Remember it is to your advantage to change demand 
to the new standard lamps as quickly as possible. 





Tell agents to sell lamps 
to every customer. 





t{DISON MAZDA LAMPS 


A GENERAL ELECTRIC PRODUCT 
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TIN LML LISS ISI IIL ISS TSS Ss 


HERE’S YOUR OPPORTUNITY 





FOR SALES EXPANSION | 


' masks by the American dough!) 
overseas. Then, after the war. }y 


Jobbers and Jobber’s Salesmen—The Grahling Line of 
Artistic Lighting Fixtures offers you a real opportunity 
for profit and sales expansion. The line is being offered 
to one Jobber exclusively in a territory. Jobbers who have 
taken advantage of this method of handling our line are 

finding that it brings 
easier and more profits. 
When only one jobber 
handles this line in a ter- 
ritory there are no others 
to underbid him to the 
buyer—hence more pro- 
ceeds than the average-is 
assured. 


Grahling Fixtures have unusual 
gracefulness of line and propor- 
tion, each fixture blending and har- 
monizing to such an extent as to 
make it a “prize-winner.” This is 
the result of fine craftsmanship and 
many years of experience in creat- 
ing and designing artistic lighting 
fixtures of the better kind. 


The Fixtures are packed ready for shipment in individ- 
ual cartons showing type, finish and catalog number on 
the outside. They are made in “Wrought Iron” or in 
“Cast” and finished in all popular designs, finishes and 
tints. 


All material necessary to assist the jobber in making 
sales can be had for the asking. Write us today. 


GRAHLING BROS. COMPANY 
1917-21 E. 61st Street 
CLEVELAND, OHIO 








ELMLLBG GPG G GGG... 








| was filled. However, when it came to 


which are part of the award ; 
signal honor bestowed. 

Mr. Pipkin is a graduate in c| 
cal engineering from Alabama | 
technical Institute. Upon lea, i 
college, he enlisted with the U: 
States Army, where, in the che: 
research laboratories he was in 
mental in developing the cha: 
preparation which was used in 


went to work with the Researe! 
Laboratories of the General Electr) 
Co., being employed as a chemical 
engineer in the lamp development 
department at Nela Park, Cleveland 
The lamp business was booming 
Lamps were being constantly 
proved, new and better lamps wer 
being added, and remarkable machines 
were perfected for greater efficiency 
in lamp making. But as new lam); 
came out, old lamps still remained on 
the market and soon the variety 0! 
types and sizes became very great. It 
was in 1923 that an attempt was mac 
to do to the lamps themselves, what 
had been done to manufacturing 


| methods. It was recommended t!:! 


all existing lamps be forgotten and « 
picked committee offer suggestions for 
a new standard line—the number of 
different types in this line to be as 
few as consistent with satisfactoril) 
meeting every general lighting need 
These lamps were to be built to an 
ideal. Just five different sizes wer 
deemed necessary. They were to 


| be not only more efficient light sources. 
| but also were to be more pleasing 


in appearance, more rugged, and so 
standardized that these better lamps 
could be sold at a still lower price. 
That was a real order to fill—but it 
the matter of selecting one standard 
bulb finish, difficulty was met. \p 


| parently, it was impossible. An at 


tractive appearance was desired that 
would not impair the light efficienc) 


|_of the lamp. 


Then on a day in January 1°}. 
Mr. Pipkin walked into the office o! 
Mr. Enfield, manager of the lamp ( 
velopment laboratory, and said: 

“Why don’t you frost bulbs on t!: 
inside?” 

Mr. Enfield explained that this |\ad 
been done but not successfully a> 
has always left the bulb of the lamp 
in a weakened condition—as britt!: «s 
an egg shell. However, he said: 
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TELL YOUR DEALERS 
the five Advantages 


of y the 


hice are just five 

advantages that 
every dealer should know 
and use in selling the 
New Standard Line of 
MazpA Lamps. And 
you re the man to gethim 
to recite these advan- 
tages to every customer. 





NATIONAL 
MAZDA 











7 





I. 


2. 


Now 
NATIONAL 


MAZ DA LAMPS 


THE PEARL-GRAY 
BULB harmonizes by 
changing its color to blend 
with any fixture, shade or 
background. 


EASY TO CLEAN. Be- 
cause the frosting is on the 
inside of the bulb, the 
outer surface is smooth 
and sheds dust. 


GIVES MORE LIGHT 
than lamps it replaces, and 
reduces the glare with its 
inside frosted bulb. 


MORE RUGGED. The 
strength has been greatly 
increased. 


COSTS LESS than pre- 
vious lamps. The average 
price of all MAZDA lamps is 
now 51% less than in 1914. 
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—over the doorway of an old world tavern in- 
dicated that the choicest wines were served with- 
in. We are not serving wines, but we serve the 
Trade with the best in 


RIGID STEEL and NON-METALLIC 
FLEXIBLE CONDUITS 


“XDUCT” = 
“ELECTRODUCT”) Siti@ Stee! 


Non-metallic ‘‘LOOMFLEX’’ 


There are 
none better— 
none more capable 
of bringing repeat 
orders, for wiremen 
recognize their merits. 
The user knows; we may 
make claims, the jobber may 
recommend, but it is the man 
on the job who knows. And he is 
not backward in expressing his 
opinion. Trust him to pick the time 
savers—hence the money making ma- 
terials—with which to install his jobs. 


There is a large call for these well known brands; 
they offer the least sale’s resistance, and we who 
are exclusive manufacturers offer the greatest 
sale’s assistance. We and our Representatives 
throughout the country co-operate with the Job- 
ber and his Salesmen to the fullest extent. 


Samples and Literature on request. 


AMERICAN CIRCULAR LOOM CO. 


90 West St., New York 


Boston Pittsburgh Chicago 
Cleveland Atlanta 


Los Angeles Portland 

















F. W. L. Fullerton, president of the 
Fullerton Electric Co., 20 West 17th St., 
New York, electrical supply jobber and 


| manufacturer of the “Full-O-Lite” com- 
| mercial lighting unit, announces that the 
| new Miltiary Park Bldg. in Newark, N. J., 


is being equipped throughout with “Full- 
O-Lites.” Two thousand of these units 


| with the patented safety screwless holder 
| are going into the building which is illus- 





trated here. This new building is the larg- 
est office building in New Jersey. It will 
have 300,000 sq. ft. of floor space. 





“If you can make a strong inside- 
frosted bulb, you will be making one 
of the greatest contributions of all 
time to lamp manufacturing. 

“Go to it—’most everyone else has 
tried and failed.” 

It was scarcely two weeks after 
that, until Mr. Pipkin was back at 
Mr. Enfield’s office again. He had a 
bulb which was frosted, but unlike all 
other previous attempts, the bulb was 
quite as strong as though it were 
frosted on the outside. Mr. Pipkin 
nonchalantly dropped the bulb to the 
floor. It bounced instead of breaking 
to pieces as Mr. Enfield had expected. 
Here was an_ inside-frosted bulb. 
strong enough to replace clear ones. 

And now, lamps are being made 
with an inside frosting which reduces 
glare and also gives more light than 
outside frosting. These new lamps 
have a pearl gray appearance which 
take on the color of any background. 

When asked as to how he discov- 
ered such a fine process, whereby a 
bulb might be frosted on the inside 

| successfully, Mr. Pipkin said: 
— “Oh, I just kept fooling around 
| and trying until it happened.” 























\pril, 1926 THE JOBBER’SMIJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 











Standard Keys: 
Black or Brown 


Gas Filled Lamps 
Demand This Socket 


Fluto Shell 
Double Pole 


FOR 


Pass & Seymour Key Sockets Are Made For Gas-Filled Lamps 


The Key will not soften because it is made of special high heat resisting material—the 
interior will stand up day-in-and-day-out with the increasing temperature radiating from 
gas-filled lamps. : 


Key Will Not 
Soften in Use 








A LIVE “YORK STATE DEALER SAYS:— 


We, in common with all other dealers handling this material, have 
found considerable complaint because of the melting of the compo- 
sition in the average socket when used with some of these lam ps- 
and we are pleased to note that something is being done to relieve the 
situation” — 


ee 


THIS SOCKET IS THE REMEDY! 


Jobbers Have P&S High Heat Key Sockets in Stock 


The Trade Papers and the Special Mailing List Service are building Business 
for You— 


—Make a Drive on P&S Key Sockets for Gas-Filled Lam ps— 


PASS & SEYMOUR, INC. 


SOLVAY STATION 


SYRACUSE, N. Y. 
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“Panelboard N° 
Profit Talks” 




















Note the comparative size of 
the (73) tumbler switch held 







Begin now to learn real profits. It takes 





ized men. They are the money makers. 








profits the most. Here’s why— 
























known product. a) Panelboards are nat 
are in constant demand. 


is an oversized part. A full share of serv 
plete in our own factory—not on the 


months apart. 


not find elsewhere. It will pay you to 


Send for the 


are always 
, Write us! 


—_" Adam 


ELECTRIC COMPANY 


ST. LOUIS 
DISTRICT OFFICES 








Atlanta, Ga. Detroit, Mich. Pittsburgh, Pa. 
Baltimore, Md. Kansas City, Mo. Portland, Oregon 
Boston, Mass. Los Angeles, Cal. Seattle, Wash. 
Chicago, II. Minneapolis, Minn, San Francisco, Cal. 
Cincinnati, Ohio New Orleans, La. St. Louis, Miss. 
Dallas, Texas New York City, N.Y. Winnipeg, Canada 
Denver, Colo. Philadelphia, Pa. London, Ont., Can. 


Profits Are 
Never A 


Ai intel wasnewenasn. Qu estion 
When You Sell Quality 


a little effort. But you 


are well paid for it. So get in the exclusive class—with special- 


It takes a man who knows panelboards to sell panelboards. 
But the man who does is the man who has the edge on the other 
fellows. And the man who sells (@ Panelboards is the man who 


€§ Panelboards are known from coast to coast and throughout 
Canada to Mexico as “the sign of a better job.”” Builders, con- 
tractors, architects and engineers are proud to specify such a well 


ionally advertised. They 


€® Panelboards are standardized throughout. Every @ part 


ice and wear is built in. 


€® Panelboards cost less to install because they are built com- 


job. (7.9 Panelboards 


always fit (@ steel cabinets accurately—even though installed 


There! You have a combination of panelboard features you can- 


learn more about a) 


Panelboards. You need the fA catalog. 


€ catalog— 


Now! It’s free. Full estimates 


furnished _ gratis. 





The Boss will be glad to 
know about the fA Spe- 
cial Jobber’s Proposition. 
Show him this page. 
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Harry W. Nebelthau 
(Continued from Page 25) 


Inasmuch as the plan worked out 
well in the radio department, the com 
pany discontinued all retail sales, and 
now sells at wholesale only in al! 
lines. 


When Nebelthau came to Minneap 
olis as a boy it was a large village, as 
he expresses it, of about 100,000. 
When he started in business there was 
only one jobber, which number he has 
seen increased to nine of major im- 
portance in the Twin Cities. Among 
all of them he is held in respect be- 
cause of his strict regard for the 
ethics of the business and because they 
have come to know that when he says 
he will do a thing he can be counted 
on to fulfill the promise. 





The Price List Problem 


(Continued from Page 9) 


one column devoted to an appliance 
specialty, and the other, of course, to 
the address. 


The vest pocket size contains a 
great many pages. In the main, 
it is an expensive proposition, even 
though the type is left standing from 
month to month. 


The covers show that thought has 
been given to them in practically 
every case. Generally, a paper stock 
of individual color is used, with the 
printing in another color giving the 
appearance of a two-color cover. In 
reality it is usually one, although two 
and occasionally three colors are 
used. 

Very little effort is made to issue 
a combined house organ and _ price 
list. As a rule the issue is confined 
strictly to prices, although an occa- 
sional short article, cartoon, or com- 
ment appears. 

The table indicates the popularity 
of illustrations. In fact the only ones 
which are not illustrated are the 
folder forms, and, of course, the 


straight price sheets. 


It was rather surprising to find that 
order blanks or “want lists’ were lit- 
tle used. The order blanks are really 
effective and secure results. 

Terms and other data are given to 
some extent, but it seems to be gen- 
erally assumed that the dealer is 
familiar with that information. 

As a rule, the paper stock is good, 
and it should be. A cheap paper 
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A Well-Rounded 





Line 


of Commercial Holders / 


Ser M-B Safety Holder has firmly established 

itself in the Commercial Lighting field. Its 

popular acceptance has prompted us to build a 
well-rounded Line to meet varied demands. 


Of these recent additions, one of the Oma- 
mental type is shown above. It’s pleasingly 
designed and beautifully finished in Rustic 
Gold Polychrome. Furnished either with 
chain or twisted rod. Available, too, in the 
ceiling type. Will accommodate all known 
standard types of glassware. 


Every M-B Safety Holder, either plain or orna- 
mental, pendant or ceiling type, will more than 
hold its own on price alone. In addition, it pro- 
vides these distinctive and altogether important 
advantages — beauty, safety, simplicity of con- 
struction, ease of operation and economy of 
maintenance! 


If you’re a Jobber’s Sales Manager, with a de- 
sire to get more Commercial Lighting Jobs, we 


will gladly show you why you ought to feature 
the M-B Line! 


MOE-BRIDGES COMPANY 


Factory and Main Office: MILWAUKEE 














OF?BRIDGEC 


p Residential & Commercial 
” Lighting Equipment. 





A, 


INDUSTRY.” 
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No. 496 Outlet 
Non-Adjustable Floor 


BIG JOBS 


Need not scare you, when you know you can get the 
No. 496 Non-Adjustable Steel City Floor Outlet box 
which was especially designed for the John Wanamaker 
Co., store and used throughout. 


Sse 
ee 


SSae 
a 


— 


SS 


It was also used on a re-wiring job for the Kaufman 
and Baer Co., department store and is particularly ap- 
pliable for installation in department stores and office 
buildings. 

No. 496 takes the place of the old fitting and as the cover 
extends 14-inch beyond box body the contractor doesn’t 
have to be particular about cutting hole in floor. 


This box is designed to take the No. 59199 G. E. 25 Amp. 
receptacle. 


Make 1926 a ‘‘Steel City’’ Year 


SN 


oo cg 
» S ea See 


' 
‘ 
‘ 
’ 
¢ 
$ 
* 
' 
: 
f 


ee 
Zs 


= SS 


ee 


Ni) 


= 
me 





ie 
< 


es 


WS 


SSaaee 


a 


Ss =< 


ee 
= oe. 


= 
Cro 


} oom pS SENG “g 
TRIER i tet ’ “ 
Ail I ti aa Litt # % inch Locknut 


— 
+ <— > 


} 
14 in. “Star” Bushing * 











Illinois Merchants Bank Bldg., Chicago 


STEEL CITY ELECTRIC CO. y 
PITTSBURGH PA. J 
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stock is not desirable at any time fo, 
this purpose. 

Wherever possible the price list i. 
folded and addressed on the cover 
The reasons are obvious. 

From the data given in the tabk 
and also from the comments received 
from other jobbers, it seems that 
everyone is entitled to two guesses- 
first, whether or not a price list is de 
sirable, and, second, if a list is to lx 
issued, the style to use. 

The writer feels he has had the ex 
perience in this field to not onl) 
have an intelligent view of it, but 


} | also to express an opinion, bordering 


on a recommendation which may be 


| of help to those either undecided on 
, | the point or dissatisfied with their 
j\ | present style. The first experience 


was with house organs. <A house or 
gan is desirable, of course, but the 
“fly in the ointment” is that no one 


| ina jobbing house seems to find quite 


enough time to do the work satisfac- 
torily. It was decided after the house 
organ had reverted to a clipping bu- 


_reau of ancient jokes and rehashed 
| discussions, to convert it into a price 
| list. The situation which really set- 
| tled the argument was the constant 
| complaint of the salesmen that an ex- 
| pensive house organ was being fur- 
' nished while the So & So Electric 
Co. was “copping” the business in 


fine fashion by means of price lists 


| which the dealers used religiously. 


The price list then brought out re- 
tained the cover of the house organ 
which was distinctive, but was large 
enough to be considered of catalog 
proportions. A survey followed aided 
by the co-operation of the salesman 
and it was found that the results in 
dollars and cents did not justify a 
list of such proportions. 

Again the pot was set and the list 
boiled down. This time a price list 
of the small folder form’ was 


evolved. It contained small cuts 


(only a few, which later were elimi- 


| nated) of various items, short de- 


scriptions and net dealer’s prices on 
fast moving items only, on which the 


| market changed at frequent intervals. 


Six columns were devoted to this in- 
formation. The front was used for 


| the mailing address, with the com- 


pany name on the left. The back 


Ye : ’ : : 
4. | cover carried an illustration, descrip- 
. os > 


tion and price of some appliance or 
specialty. This form of price list 
proved especially effective. It was 
inexpensive, as the type was kept 
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HE National reputation of the Inland Glass 
Company forbids the making of anything 
but the best. 


The name Inland has always stood for the 
highest integrity in illuminating glass manu- 
facture, expert workmanship and thorough 
testing and inspection. 


Because of Inland’s consistent quality and 
rigid sales policy every jobber knows just 
where he stands. He knows his margin of 
profit is assured and that jobber prices are 
granted only to those concerns who function 
as distributors of Inland Illuminating Glass. 
Continuous advertising and a trained or- 
ganization are creating a demand and are 
ever increasing it. Jobbers simply perform 
their natural functions as Inland distributors, 
taking their profits. 


-_ INLANDGLASS COMPANY 


Chicago, Illinois 
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\\ 
ROSE 


ENDURING 
LUSTRE 


Extremely Popular 


Reflectors 


Sterling Reflectors — Nos. 253 
and 251 (illustrated ) are of correct 
size, shape and construction to meet 
practically every requirement for 
efficient Show Window lighting. 


No. 253—(Above) For 100-150-200 Watt 
Mazda ‘‘C” lamps, is specially designed 
for high deep windows where uniform 
illumination over a wide area is de- 
sired. Adjustable Holder furnished. 


No. 251—(Below) For 100-150-200 Watt 
Mazda “C” lamps, is designed to serve 
medium high, low shallow or island 
windows where a concentrated projec- 
tion of efficient light is required. Ad- 
justable Holder furnished. 


Reflector & Muminating Co. 


1411 Jackson Blvd. 
Chicago, U.S.A. 





standing, the prices only bei. 
changed. The dealer carried it | 
cause of its convenience, and t 
business it secured made it not on), 
self-sustaining, but profitable as w: 
In the writer’s opinion this is a go» 
type of list to use. It does not take 
a great deal of time to issue, it gets 
results which is what the jobber is 
after, and it gives the dealer what |i 
wants — information on items on 
which the prices change rapidly 
rather than information on_ stap| 
lines on which he is being quoted |), 
a different salesman every hour. 

The advertising value of such « 
medium should not be overlooked. |i 
impresses the dealer with the servic 
which a jobber is prepared to offer 
and conveys to his mind that the 
house which sent it out must have 
some proportion behind it. 

In general, a price list should lb 
issued in a form commensurate wit! 
its possible “pulling power.” If it is 
made too elaborate it will not pay 
for itself except in the good adver 
tising it does for the house. 

Speaking frankly, the main diffi 
culty in the price list problem today 
is that it is pretty much of the foot 
ball of the inside organization, which 
cannot take the time necessary to see 
that it is issued promptly each month 
with well planned thoughts behind 
it. The vital point to bear in mind 
is that the issuing of a monthly price 
list should be made the work of a 
well-paid man or woman, and should 
not be handled with the left hand of 
some one whose major duties lie in 
other channels. 


Views of Some Jobbers 


“In sending a price list out prac 
tically every month we have found 
the same to be of value to us in keep 
ing our name before the buyers and 
of great assistance to our salesmen in 
following up these bulletins.” 


“During the last few years prices 
have undergone such frequent and 
often radical changes that we are now 
quoting entirely for immediate ac- 
ceptance. 

“The price lists which we believ« 
you have in mind are generally is 
sued by some of the independent job 
bers who use these price lists to raid 
somebody else’s territory. We know 
of no old line jobber who issues pric: 
lists of the type that we believe you 
have in mind.” 
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experienced in commercial lighting know that the safe 3 
way to build permanent and profitable business in that 
field is to control < 


YOUR OWN LIGHTING UNIT 


To one jobber in a territory we offer an exclusive line of commercial 
glassware to fit whatever hanger you use. This exclusive line is 
supplied in either our Nuite Glass or our famous 


9 
‘CORR CASED GLASS 


Best By Every lest 


| CORA CASED GLASS 


Cora is of pure white color and is supplied either plain or decorated. 
The thin white glass lining insures efficiency, yet it absolutely over- 
comes “‘bowl brightness."” The tough, crystal glass covering gives 
strength which minimizes breakage. The shapes recommended are 
not only handsome and popular, yet because they follow practical 
engineering design they give exceptionally efficient light distribution. 


When 


YOU HAVE EXCLUSIVE CONTROL 


of a line of lighting units with so many sales advantages, you are 
assured of getting your fair share of this class of business, no 
matter what the competition, and you make money on all the 
business you get. 


Write for Data 


CONSOLIDATED LAMP & 
GLASS CO. 
fi CORAOPOLIS, PA. AN 
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Square D multi- 
spring jaw 


ynediate-Posilixe / 


Square D multi-spring jaws are designed to give per- 
fect contact between jaws and blades. Spring action 
at many points allows them to conform with any 
shape of blade. 


The accompanying sketches show the decided con- 
trast between contact provided by Square D and 
ordinary milled jaws. In the latter partial contact 
frequently causes overheating at one point and tends 
to destroy spring action and ruin switch jaws. Uni- 
form contact pressure provided by multi-spring jaws 
and large radiation surfaces eliminate any such dan- 
ger in Square D Switches. 

This and other well known Square D features have 
brought Square D to its position of dominance in the 
industry—a dominance based on more than 4,000,000 
satisfactory installations. 


SQUARE D COMPANY, DETROIT, U.S.A, 
FACTORIES AT DETROIT, MICH., PERU, IND. 
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BRANCH OFFICES Boston, Buffalo, Chicago, New York, 
Pittsburgh, St. Louis, Philadelphia, Cincinnati, Milwaukee, 
Atlanta. Cleveland, San Francisco, Los Angeles, Syracuse, 


Kansas City, New Orleans, Baltimore, Columbus, Minneapolis, 
Indianapolis. 


SQUARE D COMPANY CANADA, LTD., WALKERVILLE, ONT. 
BRANCH OFFICES: Toronto, Montreal. 


SQUARE D 


Safety Switch) 


Milled jaw or 
punched clip 





“We have found our latest little 
booklet to be one of the most satis- 
factory from an all-around standpoint 
which we have gotten out to date. 
Another feature which we have 
found to be very successful is short 
but sweet news items of the trade. 
To give this booklet more color, we 
have, in each issue, had one or more 
of our manufacturers furnish us with 
three or four pages inserted on their 
particular commodity. This enables 
us to give our customers a complete 
line-up, more than on the ordinary 
price list on the various items which 
we are in a position to give them 
good service on.” 


“Up to this time we have not given 
this a great deal of consideration. 
However, it has been our idea that 
jobber’s price lists indicate “price 
cutting.” Accordingly, 
never issued one.” 


we have 


“We are not at all satisfied with our 
price list and will be very much in- 


_ terested in your coming article.” 


“Our price list simply covers fast 
moving items used by the contractor- 
dealer, on which the market changes 
more or less frequently.” 


“In addition to our monthly price 
list we have a loose leaf price book 
service that we believe is the best 
price service that any jobber has to 
offer to the trade. Whenever we 
change a price or discount, we run 


off enough pages to supply our deal- 


ers who have the book. This price 
book has been in effect with our com- 
pany since February, 1917.” 


* * 


Klees Joins Erie Malleable 


P. S. Klees has joined the organiza- 


| tion of the Erie Malleable Iron Co., 


Kondu Division, as district manager 
for New York and Boston, with head- 
quarters at 50 Church St., New York, 
and 161 Devonshire St., Boston. His 
activities with the American Incandes- 
cent Lamp Co. and the Franklin Elec- 
tric Mfg. Co., until the latter was 
purchased by the Westinghouse com- 
pany are well known. 

For six years Mr. Klees was sales 
of the Tubular 


manager Woven 


Fabric Co. of Pawtucket, R. I., from 
which company he recently severed 
He brings to the Erie 
Malleable Iron Co., a wide range of 
experience in 
bing industry. 


his connection. 


the electrical and job- 




















V. R. Desparn, Vice-Pre H. W. Harroip, S 
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ESTABLISHED 1904 Pull Sockets 
Pi , . Conduit Box Switches 
pa Lame Guards Electrical Supplies of Quality sree Seles 
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Lamp Changers 
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Here Is Exactly What 
You Are Waiting Fore- 


--a small series multiple switch suitable for 
installing in shallow canopies, portable bases, chande- 
lier bodies and wherever space is limited--to control 
the lights and give users the benefit of a "turn-down” 
or dimming feature, and keep fixtures and lamps from 
looking ugly by having only half the lamps burning. 


Levolier Twi-Lite switches dim the lights and 
when dimmed only 1/3 the current is used and about 1/7 
the normal candle power is provided--yet, there is no 
resistance to become overheated and increase fire 
hazards. 


The first turn of the knob causes lamps tc 
burn with full vbrilliancy. The second turn dims lamps 
to a soft glow. The third turn cuts off all current. 


Levolier Twi-Lite switches are usable in all 
lighting fitments with two lamps or a multiple of two, 
(4, 6, or 8) but are not to be used on l-light units. 


They are sold at a low figure and can be in- 
stalled in combination with two keyless sockets at less 
cost than for two sockets individually controlled. Re- 
duction in current consumption is also a big factor. 





Levolier Twi-Lite Switches give a dual 
ntrol of lights,andlamps can be subdued 
: seh slo wed A lath all the lam Here is a new product that fills an existing 
ee ee ee need--a need that has not previously been successfully 
met, and one that has a great appeal for usefulness, 


convenience and economy. 


As a progressive user of electrical wiring 
devices, especially those designed for lighting control, 
we ask you to secure, install and demonstrate for your 
own and your customers! satisfaction the remarkable ad- 
vantages of Levolier Twi-Lite switches. By the time 





-x- 
Vé you receive this announcement your electrical jobber 
du will have arranged to serve your needs. 


Yours for Twi-Lite Switches, 


McGILL MANUFACTURING CO. 


es and nuts a tandard s12é 1p- 
are supp iin three lengths to fita 
easonable de nds. le rati Rnob 1 
purposely ma 1ali, so the nut slip 
erthe knot nobs need not be removed 
J 
ept for refinishing. ’ 
— 
LEVOLIER TWI-LITE . . ————ee 
SWITCHES eel 


Body 114 . ide. fi von - 
dy 1'4 in. long, 1 in. wide, 3 in. deep CG) 


Equipped with 6 in. wire leads. 











List Price, each $1.00. 
Packed 10 in carton, 100 in Standard 
Package 
DEALERS’ NET PRICES 
Cc Package Lots Carton Lots Less Than Carton P. S.— There 1S much more to Say 
at vength - 


No. | Nipple | 100.9 More | 10 to a9 109 about this remarkable switch. Turn 
Se | ain 50 60 70 to back page, you'll be interested. 
51 ig in. pis | .63 73 
U 53 63 wee 
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The Switch That Suits Your Every Whim, 
One Turn to Light and Two to Dim. 


Delights as It Lights, Whether 
Dim or Bright 


The most popular and the most pleasing ideas in 
home decoration call for beautiful lighting effects. 
When the family and callers are merely visiting or 
listening to the radio, greater lighting comfort is 
enjoyed and more attractive effects are produced 
with low, subdued lights. 

When wall brackets are equipped with Levolier 
Twi-Lite Switches, each fixture is under the indi- 
vidual control of the operator. The simple turning 
of the knob gives either a bright or a dim lighting 
effect as may be desired. 

The beautiful effect of subdued light is produced 
without resorting to the necessity of covering lamps 
with various devices to take away the glare. 
Levolier Twi-Lite Switches can be 
installed on most types of brackets, 


thinnest 
Series Mult 
offered fori 

of Lighti 








Turning the 


Does 


Levolier Twi-Lite Switches fill a lo 
method of dimming lamps while 
use In sleeping quarters and hal 
are unnecessary or annoying. \ 
to control all lights with the tur 
lent than to operate each light x 


Another convenience is that all | 
Levolier Twi-Lite Switches, whet! 
as at present, from the wall swit 
Home owners like things new and 
suggestions of dealers who sho\\ 
beautify their homes. They wil 
Lite Switches which make light 
less than when equipped the ust 


MS GILL MANUF 


chandeliers, and table lamps and can é prt pS) PP toe Spe 


be easily fitted to installations that 
are already placed. 


VALPARAISO 


ESTA H 


PRINT IN BIND 
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ingdual control 
htifitments 

















5 Buble Light Job 


| a loffMe need for a convenient and quick 
hile ##m home for the evening, for night 
hallff#d in all rooms when bright lights 
\BBlwi-Lite Switch makes it possible 
tun™™mnob which is much more conven- 
ht se 
all lig@ackets and fixtures equipped with 
vhetlie bright or dim, can be controlled 
SWI1tC 









, and and gratefully accept the friendly 
show venient and economical ways to 
will @e the advantages of Levolier Twi- 
ghtij™s and lamps worth more yet cost 
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Gives the Light an Even Glow 
When It’s Bright or When It’s Low. 


Saving is a Potent Word—When 
Dimmed It Burns But a Third 


The economical feature of Twi-Lite Switches will be 
instantly recognized by home owners everywhere. 
The saving in current consumption is important and 
the turn-down feature appeals to home lovers who 
enjoy the restful effects of subdued light. 

The mere fact that Levolier Twi-Lite Switches de- 
crease current consumption, when dimmed, to ap- 
proximately one-third the amount used when bright, 
means a considerable saving in current expense. 
The cost to install Levolier Twi-Lite Switches 1s 
less than the cost of two individually controlled 
sockets. Besides this, users enjoy the pleasures of 
subdued lighting effects without having to turn off 
the lights on brackets, table lamp, or chandeliers, 
thereby giving an unbalanced light- 
ing effect. 


Levolier [Twi-Lite Switches are built 
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(NY BINDING 






° J small and shallow and can be in- 
ties of Quality ity, % stalled with little trouble and 
IN DIANA 


expense. 

















{about Zevoller Twi-Lite Switches—Continued] 


Wherever lighting fixtures, side wall brackets, portable lamps and other il- 
luminating appliances are in use, home owners are wishing for some method of 
light control so that bright lights will be available 
when needed, and at other times, when soft, subdued lights 
are desired, it will be possible to change quickly from 
one to the other. 


Until now the only relief has been to turn out some of the 
lamps, which made fixtures look awkward, out of balance, 
and unevenly lighted. Even in two-light portables when one 
lamp is turned out the shade is lighted on but one side, 
which presents an unfavorable appearance. On brackets the 
effect was ugly, while on chandeliers it seemed to convey 
the impression that some of the lamps were broken or burned 
out. 


To avoid glaring lights, it has been 
the custom to use silk and parchment shades, which add 
to the investment and necessitate burning the full 
amount of current in order to have any light at all. 


With Levolier Twi-Lite switches all these difficulties 
are overcome. They are built small, compact, shallow, 
and the series multiple principle does away with all 
resistance coils. This avoids overheating the switch 
and removes danger of fire hazards. 


The first turn of the Levolier Twi- In to, four or six-light fxtures, Lecolier 

Lite switch knob turns all lights on Twi-Lite Switches light all bulbs to ful! 

to full brilliancy. The second turn ee eee eee eit 

throws pairs of lights into series, burn either way 

EPR ISOS diminishing the candle power to about one-seventh its normal 
volume and reduces the current used to approximately one- 


third the amount consumed when lights are burning bright. 





Levolier Twi-Lite switches can be installed in various kinds 
of lighting appliances but their greatest use will probably 
be for two-light wal] brackets and two-light table lamps. 
They are also practical for use in suspended chandeliers of 
two, four or six-light styles, and 

are adaptable to side table elec- 

troliers or candelabra and electro- 

lier standards. 


The installation of Twi-Lite switches is really very 
simple. With each switch are packed printed directions 
for wiring and connecting up. Each switch is equipped 
with 6 in. wire leads, so they need not be taken apart 
to make connections. 


Your electrical jobber is arranging to snup- 

P ply your needs for Levolier Twi-Lite 

e switches. But, as lighting fixture dealers oo i indelabra. 
and portable lamp manufacturers will demand large quan- decorative lighting fixtures, Leo 
tities of these remarkable switches elmost immediately, tir Seiko ie Het bil 
it wil] be better for you to send your order to your means of taking away the glare. 
jobber at once. Even though you decide to secure only ea 
unit package of ten Twi-Lite switches, or a single switch to install in a 
sample fixture, you should do this without delay to convince yourself and 
to familierize your customers with the unusual merits of this article. 


M* GILL MANUFACTURING COMPANY 


Electrical Specialties of Quality 


EStABLIsHEeED 1904 


WALPARAITSO IN DIANA 


“If a Thing is McGilled, It’s Quality Filled” 
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Advertising and the Sales- 


man 
(Continued from Page 10) 

the little drama. By the time 50 mer- 
chants tell a salesman to “influence 
his house to advertise and then they 
will give him an order,” the salesman 
begins to believe that advertising will 
solve his selling problems. The sales- 
man does not see that this is largely 
an excuse to pass him on. He realizes 
this, however, when, all ribbed up for 
an order, he returns with his adver- 
tising in portfolio form, explains the 
plan—and learns the merchant will 
buy when consumers begin to call for 
The merchant does not 
carry any manufacturer's 
voods. He carries a line because it is 
to his advantage. 

Remember this! If your goods can- 


the goods, 


have to 


not be sold without advertising, they 
cannot be sold with the aid of adver- 
tising. Every buyer has an excuse for 
not purchasing and will strike at what 
he considers your weakest point. <A 
correct understanding of your goods 
and good salesmanship will overcome 
all stock arguments. Advertising will 
not and should not be used in an at- 
tempt to do so. Advertising furnishes 
you an additional tool to work with 
and, if properly used, will be of great 
help. 

Advertising does not lessen your 
responsibilities; it increases them. It 
demands more intensive work on your 
part—harder work because it is your 
job to make the advertising pay by 
making it convenient for consumers 


to purchase your goods. The more 
convenience afforded the purchaser 


the better the advertising will pay. 

After you have done your job, you 
can rightfully expect advertising to 
annihilate time. Advertising will tell 
hundreds, thousands, millions of con- 
sumers about your goods in short or- 


der, thereby building in a few years, 


a business that would take a number 
of years, or a lifetime to build with- 
out advertising. 

Advertising will enable you to se- 
cure repeat business in larger quan- 
tities and shorter time than is possible 
without it. Advertising will enable 
you to do more work in a given pericd 
than would be possible without it. 

Advertising will reduce your selling 
cost. Advertising will reduce factory 
overhead by increasing production. 
Advertising will give the trade a 
wholesome respect for the policies of 
your house. Advertising will increase 
your respect for your line and your 
house. 

Advertising will do all of this and 
more, but to bring these conditions 
about, you must do your job first, last 
and all time. In selling your mer- 
chandise, sell it for what it is, then 
The of 


your line and the policies of your 


sell its advertising. feature 


house come first. The advertising can 

be made a wonderful help, but it can- 

not be separated from your goods by 

using it as a prime factor in selling. 
>= 2 


Kennedy-Webster Gives Party 

The Kennedy-Webster — Electric 
Co., Chicago, entertained 129 of its 
lamp agents and other guests on 
March 19, in the offices at 425 S. Wa- 
bash Ave. The purpose of the gath- 
ering was to present to the lamp 
agents the play “Stepping It Up,” 
and also to show them by means of 
“movies” Nela Park and the various 
processes involved in the manufac- 
ture of lamps. 

A dinner at the Moulin Rouge pre- 
Mr. 


Webster kept things moving in his 


ceded the evening’s business. 


usual fashion and was able assisted by 
Fred Williamson, Chicago district 
of the Continental Lamp 
Division of the General Electric Co. 


manager 










































The Kennedy-Webster Electric Co.’s Lamp Agents’ Conference 
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PROFITS 
EVERLASTING 
FOR JOBBERS 
WHO SELL 
EVERLASTING 
EFCOLITES 





QUICKEST SELLING 


UNITS ON THE 
MARKET TO-DAY 


What is as everlasting as kiln 
baked vitreous porcelain ware? 


Unblemished white glazed fin- 
ish—they cannot wear out. No de- 
preciation in value, always new. 
They may be re-hung any number 


of times. 


Wired complete, boxed (1) toa 


carton. Hung in (5) minutes. 


Investigate Our Jobber’s Proposi- 
tion. It is the best ever. ..... 


EFCOLITE CORPORATION 


Manufacturers and Designers’ of 
Lighting Equipments and Specialties 


264 CANAL ST. 
NEW YORK, N. Y. 
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REGISTERED 


Assembled 
SPLIT KNOBS 




















Longer Nails 


Bull Dog Split Knobs have the 
nails % inch longer. You can rely | 
on their HOLDING. Besides, the 
nail has a coat of rosin, which 
makes it hold. With a grip like its 
namesake. You get MORE for 
your money when you specify, 
BULL DOG Split Knobs. They’re 
packed, full count, in three size 
packages: barrels, of 2700; boxes 
or kegs of 1000 or 500; convenient 
cartons of 100. 


Seven Superior Features 


1.—Wire ways grip firmly but do not tear. 





2.—Uniform porcelain. 

3.—Cement-coated nail, 1/, inch longer than used 
on ordinary knobs. 

4.—Genuine leather washer—not fiber. 


5.—Metal washer on nail—does away with crimp- 
ing—which weakens nail. 


6.—Non-porous porcelain. 
7.—Stronger porcelain 


Send for catalog showing our complete line 
of standard porcelain. 











MACOMB | 
ILLINOIS 














Be Your Dealer’s Teacher 
(Continued from Page 1+) 


the storekeeper the best personal help, 
is the one who is going to get the most 
of his orders. 

“And where is the dealer going to 
learn, but from the salesman? 

“Not a book-worm, as a rule, he 
doesn’t browse through oceans of 
literature in order to get informed on 
his business. It is the salesman who 
must be able to include in his sales 
talks information around which the 
dealer can build up his sales talk for 


_ the consumer! Otherwise, he is only 


loading his client up with merchan- 
dise which the dealer is not qualified 
to handle. And the back-lash will 
come when the salesman makes his 
return calls, and finds his lines still 
on the dealer’s shelves, unsold. 

“Personal helps, of the kind indi- 
cated, and perhaps some others which 
may be added as common-sense dic- 
tates, represent a class of competition 
which is extremely difficult for rivals 
to meet. 

“And the salesman of electrical 
goods, with his lines constantly under- 
going change and improvement, can 
render more personal service in sell- 
ing his merchandise, I believe, than 
can the distributors of any other com- 
modities made.” 

Demonstration work is a big feature 
of the city salesrooms of Listenwalter 
& Gough. Suitable demonstrations 
have been devised for each of the 
lines carried, and the salesmen are 
thoroughly schooled in the valuable 
features of each appliance. or device, 
before being permitted to start a sell- 
ing campaign on it. 

There are demonstration rooms, not 
only for schooling the concern’s sales- 
men, but for showing before dealers 
as well. 

Many of the lines carried are de- 
vices for the home, such as vacuum 
cleaners, electrical washing machines, 
ranges, lighting devices, and home 
refrigeration apparatus. 

Handling a very efficient make of 
nationally advertised vacuum cleaner, 
sold to dealers in lots of 50 for the 
big department stores, and in lots, 
perhaps, of only half-a-dozen for the 
small, out of town dealers, several 
novel demonstrations are made of this 
model, which ought to be very con- 
vineing to the buyer. 

All sorts of materials are cleaned, 





before the dealer’s eyes, with one of 
the models, and such articles as 
threads, pins, needles and _ hairpins, 
are absorbed into the machine with- 
out injury to it. 

Ten silver dollars are placed 
across the vacuum orifice, and held in 
place by the action of the machine, 
demonstrating its “drawing power.” 
And perhaps the sight of the dollars 
also inspires in the inquirer’s mind 
thoughts of the profits to be made if 
he takes on this appliance for sale 
in his store. 

The company is handling a fine line 
of electric ranges, and the field for 
the sale on these is rapidly expand- 
ing, with so many people in the city 
taking to the apartment houses for 
dwelling purposes. 

The popularity of the hdhse-keep- 
ing apartment in San Francisco is 
great, especially those rented com- 
pletely furnished, including cooking 
facilities. 

A recent order for electric ranges, 
for one new apartment house, was 
for 52 of the large standard electric 
type sold by this concern. 

A novelty which has taken hold in 
San Francisco, is the electric match. 
sold at the very reasonable price of 
$2.50 by retailers. A local drug store 
bought 100 oi them, and kept them on 
display in one of its windows for 
two or three weeks. 

The new lighter is unique in model, 
resembling closely a telephone hand 
standard. And not only can cigars 
and cigarettes be lighted by its use, 
but on account of there being a small 
projecting stud to furnish the glow, 
pipes can be lighted as well; the stud 
fitting into the bowl of the pipe. 

Clubs and hotels are getting inter- 
ested in these, and a good sale is al- 
ready in progress on the part of this 
jobber. 

Progressive ideas in demonstration, 
and the carrying of lines which rep- 
resent the best quality of invention 
and production, assure to the sales- 
men of this company, after being 
schooled under William H. Kaemper. 
capacity to meet any likely competi- 
tion on the road. And the instruction 
given to dealers, on the new devices, 
which enable them to _ intelligently 
talk about them to the consumers. 
which is part of the day’s work of an 
L. & G. salesman, widens the knowl- 
edge of the general public on their 
merits in very short order. 
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All the Hubbell Devices shown 
below are regularly shipped in 
attractive, 3-color display con 
tainers similar to those illustrated 


Seven displays 
that bring in 
profitable business 





HUBBELL . . ? . 
TWIN TE-TAP On the counter and in the window Hubbell nem 


No. 7038 Display Containers catch the eye of cus- re No. 6290. 
tomer and passer-by. They bring in new 

customers—they sell something more to 

the customer who comes in to buy some- 

thing else. 


6 





All of the Hubbell Devices shown are now 
regularly shipped in them —all ready to 
display on the dealer’s counter or in his 





window. : 

Tell your dealer customers about this new § 

opportunity to increase their sales. Get avenent 
a a your full share of this profitable business. sg ad 


HARVEY HUBBELL 


ELECTRICAL SPECIALTIES 
BRIDGEPORT, CONNECTICUT. U.S.A 
NEW YORK. N.Y CHICAGO, ILL. 





HUBBELL TE-CAP 

a 6772 HUBBELL BAKEL 

HUBBELL TABLE-TAP ATTACHMENT PL 
No. 6900 No. 9000 


ELECTRICAL SPECIALIIES 


ITE 
UG 
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Radio Manufacturers’ Association Growing 


in Influence 


Executive Secretary Appointed and Big Atlantic City Convention to be held 
in May—From a Small Group of Pioneers Growth Has Been 
Rapid Until it is Now of National Scope. 


(THE RADIO Manufacturers’ Asso- 

ciation, organized less than two 
vears ago, has now become so large 
and so representative of the industry 
that it is necessary to greatly extend 
its activity and to set up machinery 
for more comprehensive work for the 
Announce- 


industry and the public. 
ment to this effect has just been made 
at the Chicago office of the organiza- 


tion. 

The board of directors of the asso- 
ciation recently approved a budget for 
1926, calling for an executive secre- 
tary, an assistant secretary, and a 
director of publicity, as well as the 
permanent — head- 


W. Ruark, 


assistant to the commissioner of the 


establishment of 
quarters in Chicago.  B. 
Automotive Equipment Association, 
was chosen as executive secretary, and 
Charles H. Porter, who has acted in 
the 


was organized, was selected as direc- 


that capacity since Association 
tor of publicity. 

This change marks an 
the 
the most uniquely organized trade as- 
sociation in the United States. A year 


important 


stage in advancement of one of 


ago last May, a small group of pion- 
eers, realizing the need of an asso 
ciation in the radio industry, gathered 


the Radio 


Manufacturers’ Association, the 


together and launched 
growth of which has been so rapid 
that today all sections of the United 
States are represented in its member- 
ship and the association is national 
in scope and influence. 

With an eve alert to the interests of 
the consuming public, the Association 
successfully opposed 


in its infancy 


the proposed federal tax of 10 per 


B. W. Ruark, Executive Secretary of 
the Radio Manufacturers’ Association. 
He Hails From North Carolina and is 
an Organizer of Broad Experience, Hav- 
ing Been Affiliated With the Automotive 
Equipment Association, One of the 
Strongest of Trade Associations. 


It later 


obtained a suspension of freight rate 


cent on all radio apparatus. 


increases for an extended period and 
the 
much 


a final decision from Interstate 


Commerce Commission, more 
considerate of the needs of the radio 
public than would have resulted with- 
out its efforts. In these accomplish- 
ments the association saved radio us- 
ers many thousands of dollars. 

By making it possible for American 
radio manufacturers to obtain licenses 
under the radio frequency and reflex 
circuits owned by the United States 
Navy, the 
greatly to the advancement of the in- 


association contributed 


dustry with consequent benefits to 


users everywhere. 
promoted in 1925, the second annual 
radio World’s Fair in New York and 
the fourth annual Radio Show in 
Chicago, the two most successful radio 
shows during the year. It has made 
progress toward stabilizing 
the industry through standardization 
and simplification—and in many other 


It sponsored and 


notable 


ways. 

In securing the services of Mr. 
Ruark, the association has been ex- 
tremely fortunate. The new executive 
is a native of North Carolina, was 
educated in the schools of that state, 
graduating from Trinity College, now 
Duke University, Durham, N. C., in 
1914, He was engaged in school work 
in North Carolina for a while, after 
moved to Detroit, Mich., 
continued 


which he 
where he in educational 
work and at the same time attended 
the Detroit College of Law. From 
the time he entered school work, Mr. 
Ruark was known as a public speaker 
of unusual ability. While head master 
of the Hudson School for boys, he en- 
larged his activities on the platform 
and spoke at many important gather- 
ings, among them the World’s Sales- 
manship Congress at Detroit in 1918. 

In 1918, Mr. Ruark became identi- 
fied with the automotive equipment 
industry, serving since then promi- 
nent manufacturers and wholesale in- 
stitutions in various sales and _ sales 
executive positions in which he gained 
a practical first-hand understanding 
of the merchandising problems of the 
retailer, wholesaler and producer, as 
well as a nation wide acquaintance 
with the men of the industry, many 

(Turn to Page 92) 
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Hilustrated: RCA Loudspeaker Model 104 with Radiola 28 


(Quality of tone— 
saab ih volume 
—the pemanent quality __, 
of the eight-tube 
; _Super-Heterodyne 
with single control 
and no batterres/ 


-Radiola | 


ADE-BY-THE~+ MAKERS -OF-RADIOTRONS @)\ 
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RADIO - CORPORATION <: OF - AMERICA * NEW YORK - CHICAGQs)+ SAN FRANCISCO 
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New Radio Products, Illustrated 











One of the recent develop- 
ments in the merchandising of 
radio kits is the use of a special 
cable or harness which provides 














connections for the various 
transformers, A and B-battery 


circuits, and eliminates solder- 
ing, binding posts, ete. A color 


code furnished with the kit en- 
ables the set builder to wire his 
set without danger of error and 
when the job is finished, the 
hook-up resembles a factory-built 
set in every way. There are no 
joints to solder, or circuits to 
trace. It is made by the Belden 
Mfg. Co., 2800 S. Western Ave., 
Chicago. 











| 


F. A. D. Andrea, Inc., 1581 Gerome 
Ave., New York, N. Y., is introducing 
its improved “Fada Radio Neutro- 
lette” with the new type high qual- 
ity audio frequency transformer and 
additional leads for use with power 
tubes. ‘The “Fada” radio group in- 
cludes the “Fada” Davenport table, 
the “Fada” Beethoven Grande, the 
“Fada” Queen Anne Desk, and the 
“Fada” console, as well as the “Neu- 
troceiver, Neutrola, and Neutrolette.” 








The Pacent “Superaudioformer” is 
a product of The Pacent Electric Co., 
91 Seventh Ave., New York, N. Y. 





It has a ratio of three to one for 
energy amplification and of 500 to 
one per audio stage when using a 
201-A tube or its equivalent. Because 
of its large size, generous proportions 
and sturdy construction the “Super- 
audioformer” may be employed for 





power amplification when desired. It 
is designed to withstand a_ potential 


of 500 volts. Dry or storage bat- 
teries may be used with it. 

Another product of the company 
is the Pacent bakelite rheostat. It is 
finished in silver or gold with indi- 
cating arrow and lettering in black. 











The Kurz-Kasch Co., Dayton, O., is 
marketing the group control unit 
illustrated above. It is furnished in 
kits containing all the necessary parts 
for changing over an ordinary three 


dial radio frequency set to a master 
control tuning type. Moving the mas- 
ter control slowly over the 180 de- 
grees ordinarily gives indication of 
any station within the set’s range. 








Federal Radio Corp., Buffalo, N. Y., 
recently announced the latest product 
of its laboratories, the “Salon” speaker. 
Months of experiment were needed to 
perfect the new reproducer. The result- 
ing instrument is said to be amazingly 
fine in tone and appearance. It is en- 
closed in a richly-finished cabinet of 
striped mahogany, fitted with doors as 
an additional means of regulating vol- 
ume. Across the opening is the charac- 
teristic Federal grill of burnished 
bronze, backed by fine gold cloth. 








The “Majestic Super-B” current 
supply is a product of the Grigsby- 
Grunow-Hinds Co., 4540 Armitage 
Ave., Chicago, Ill. It is complete 
with a “Raytheon” tube. Its features 
are: voltage can be positively regu- 
lated; constant and uniform power; 
lower operating cost, and improved 
tone quality and volume. ‘The cabi- 
net is finished in rich black crystal 


enamel. The dimensions are: 1014 in. 
deep; 5 in. wide; 9 in. high. It is 
furnished with bakelite panel and 


complete with cord and plug. 
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ook for 


the announcement of the new 
SAAL LINE 


Practically unknown a year ago, the Saal Soft Speaker is 











today a leader in the field. It enjoys country-wide distribu- 
tion. We today operate the largest plant in the country de- 
voted entirely to the complete manufacture of radio speakers. 
During the peak of the season last year we produced 2,000 
speakers daily. And what is more important, Saal Soft Speak- 
ers were sold at the established list price. Every Saal Dealer 
made a real profit. 

Last year we offered to the radio trade the Saal Soft Speaker 
in the horn type only. This year every popular type of radio 
reproducer will be manufactured by Saal. And in addition we 
will have a new type, unique, entirely different, and exclusive 
with us. In other words we will have one of the most complete 
lines of radio speakers on the market. Every price range will 
be covered. It will be possible for you to procure every type 
and price of speaker from one manufacturer. 

This new line will be in production in ample time for 
the coming season. A complete announcement will soon be 
ready. You cannot afford to commit yourself on your speaker 


lines for next fall until you have seen it. Wait for it. It will pay. 


SAAL Speaker 


VOLUME WITH TONE QUALITY 


Manufactured and guaranteed by H. G. SAAL COMPANY, 1800 Montrose Ave., Chicago, IIl 
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There is no 
Sales “Static” 
in these items! 


When warmer weather sets in radio 
fans still WANT to use their sets for 
porch dancing, evening concerts, 
baseball scores and such things. 
But they realize they have to be 
more particular about the care they 
give their tubes. That’s why Ster- 
ling ‘‘Home’’ Tube Servicing De- 
vices come in so handy—and keep 
on selling! 


STERLING 
TUBE 
REACTIVATOR 








This renewer of run-down tubes is 
equipped with a meter that eliminates 
all guess work. This is one of the 
features that has made the Sterling 
Tube Reactivator a decided success. 
It explains why dealers who want to 
sell ‘‘gatisfaction” with quality of goods, 
prefer the Sterling—the reactivator that 
shows tube condition before and. after 
treatment. 

List Price $12.50 (50-60 cycle) $14.00 


(25-40 cycle.) 








STERLING 
“HOME” 
TUBE TESTERS 





This little meter-equipped tester plugs 
into the tube sockets and_ indicates 
whether tubes are good, fair or poor 
amplifiers. This tester is also valuable 
for locating other set troubles. 

Sell this low priced, easily operated 
tester to your trade and they can for- 
get a lot of costly servicing. 


R-399 for small tubes................ $10.00 
Built in two styles. 
R-401 for large tubes...... 8.50 


Sell Sterling Radio Equipment and keep 
customers satisfied. 











THE STERLING MFG. CO. 
Cleveland, Ohio. 





EQUIPMEN 











' 
} 
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of whom are now large operators in 
the radio field. 

For the past three and one-half 
years he has been affiliated with the 
Automotive Equipment Association, 
one of the strongest trade associations 
in the United States, first as field 
secretary and later as assistant to the 
commissioner. In this work he has 
been in continual touch with the 
modern merchandising methods, has 
become acquainted with the princi- 
pals of successful trade association 
operation, which well qualifies him for 
the position of executive secretary of 
the Radio Manufacturers’ Association. 


Mr. Porter, the new director of 
publicity, is one of the best known 
newspaper men of the United States, 
having held important executive posi- 
tions with several leading newspapers. 
About four years ago he engaged in 
general publicity work and since that 
time has handled publicity for several 
leading manufacturers in radio and 
other fields. 

Chief interest in radio trade circles 
now centers on the coming convention 
of the Radio Manufacturers’ Associa- 
tion to be held at the Ambassador 
Hotel, Atlantic City, the week of May 
10 to 15 inclusive. It is planned to 


| make the occasion a general gather- 


ing of radio interests for the discus- 
sion and solution of those problems 
that can only be met by the collective 
intelligence of the men of the indus- 
try. 

Invitations have been issued by the 
executive offices of the Radio Manu- 
facturers’ Association to allied or- 
ganizations and many have signified 
their intention of being represented 
in numbers. Indications are that the 
convention will be the most largely 
attended conference of radio interests 
ever held. 

A program fully in keeping with 
the importance of the occasion has 
been arranged. A number of out- 
standing personages in radio, general 
industry, and governmental 
will speak. Jacob M. Arvey, chair- 
man of the mayor’s radio commission 
of Chicago will discuss ‘Activities of 
the Municipality in Radio’; W. H. 
Lynas, a member of the Grand Coun- 
cil of Radio Manufacturers and Mer- 
chandisers of Great Britain, who 
spoke before the convention of the 
association last year, will again ad- 
dress those in attendance on “Radio 


circles. 





Conditions in Foreign Fields”; Ma- 
jor-General C. M. Saltzman, chie 
signal officer of the United States 
Army, will relate the extensive use of 
radio in our national defence. 

Other speakers, each a commanding 
authority in his line, will make ad- 
dresses on such lively topics as: 
sound principles of selling radio at 
retail; the wholesalers viewpoint of 
merchandising radio apparatus; basic 
factors in determining production 
schedules for 1926-27; the deadline 
in installment selling; how the _ re- 
turned-goods evil eats into net prof 
its; and similar subjects, all being 
directed toward a sound view of trade 
conditions and practices. 

“Shall the radio industry write its 
code of fair trade practices and 
thereby control its affairs from with- 
in rather than have an undue measure 
superimposed from without?” “Shall 
it evolve a slogan that will voice the 
industry’s ideal of service and thus 
creator of an_ even 
These matters 


become the 
greater goodwill?”’ 
and others of like moment, will be 
fully considered. 

Something in the way of an “intra- 
industry market’ may be carried on 
during convention week. Many mem- 
bers sell to other members. The con- 
vention will afford a natural and logi- 


- cal opportunity for the demonstration 


of new wares at the time when plans 
for the coming season are in the mak- 
ing. 

State and local associations, the 
press, and all interested in bettering 
conditions in radio are invited to send 
representatives. Detailed information 
may be obtained from the executive 
offices of the association, 123 W. 
Madison St. 

Local meetings are a strong fea- 
ture of the Association’s work. A 
meeting of this sort is held every two 
weeks in Chicago, with a _ rapidly 
growing attendance. 

* * * 
Fans Pay Broadcasting Fee 

In Lima, as in other South Ameri- 
can territory, radio fans pay a nom- 
inal fee for operating their sets to 
the company that furnishes the broad- 
casting. Obviously, the bulk of the 
money for broadcasting is obtained 
from the profits on receiver sales. 

It is understood that the demand is 
increasing for radio apparatus of 
American manufacture. 
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have rallied to your assistance 


More than 250,000 watts have been added 
to broadcasting power throughout the coun- 
try since a year ago. 


The addition of this enormous amount of 
electrical energy means in effect that the 
majority of stations have been brought con- 
siderably closer to radio users in your district. 


Asa consequence, an ever increasing num- 
ber of stations have all the power necessary 
to maintain a signal noise ratio sufficient to 
be heard with entertainment value during 
the transmission conditions of the next few 
months. 


Conditions for radio reception were very 
poor during January and February of this 
year, and yet radio was sold in quantity. It 
is doubtful if average summer conditions 
during any month period will show more 
atmospheric interference than we have had 
this past winter. 


Moreover, the character of entertainment 
now being broadcast is far superior to that 
of previous years. This tends to satisfy the 


new purchaser of radio with stations readily 
available. 

There is no pleasure in touring on a cold, 
wet, stormy day, but this does not prevent 
people from buying motor cars for touring and 
recreation. Automobiles are sold as readily 
during the bad weather as in fine weather. 


Many thousands of homes appreciate the 
entertainment that radio can give during the 
summer months. Even when the desire for 
long distance reception cannot be satisfied 
because of insurmountable atmospheric 
conditions, you are not justified in failing to 
give these people an opportunity to hear and 
buy Ortho-sonic. 

Federal Ortho-sonic Radio Receivers are 
daily giving thousands of users the utmost 
in receptive qualities. 

Join the Federal Retailer Organization. If 
you do not know the Federal Wholesaler for 
your territory, write and ask us to tell you 
how you may join us and receive the adver- 
tising and sales helps given preferred retailers 
on our S & S list. ; 


FEDERAL RADIO CORPORATION, Buffalo, N. Y. 


(Division of Federal Telephone and Telegraph Company) 
Oberating Broadcast Station WGR at Buffalc 
Cable Address “Fedtel’ Buffalo 


ORTHO-SONIC — 


(Reg. U. S. Pat. Off.) 


Federal Radio 


“Rivaled Only by Reality” 
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More than a quarter of a million watts 





































































94 THE JOBBER’SfR]SALESMAN 








“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Rosin Core 


RadioSOLDER 


Sure § is Safe and Simple | 


Easy to Sell 


USE IT’S 


BE 
Easy toUse 


THAT'S the beauty about Kester 
Radio Solder—it’s easy to sell 
because it is ready for use. It 
*‘Reauires Only Heat.’’ 
Another thing about Kester Solder 
is that the small packages are gen- 
erally the start of a dealer’s order 
on your books. And for the dealer, 
they are the start of a neat little 
business that rapidly grows into 
sales on the larger packages. 
No long missionary work in selling 
Kester Solder. An extensive ad- 
vertising campaign reaching all of 
the dealers is constantly breaking 
down sales resistance for you. 
For the dealer, we are conducting 
a national consumer campaign 
which keeps moving his stock and 
automatically creates repeat busi- 
ness for you. 
Start now at this active time and 
enjoy the repeat business which 
will come to you all year round. 























APPROVED BY 
) ENGINEERS 


CHICAGO SOLDER COMPANY 
425! Wrightwood Ave., Chicage j 





Originaters and World's Largest Manu 
facturers of Self Fluxing Solder 


Federated Radio Trade 
Associations 

An organization of radio associa- 
tions was formed in Minneapolis dur- 
ing a two day conference on Feb. 15 
and 16 by the officers of the Radio 
Trade Associations of Michigan, Wis- 
consin, St. Louis and the Northwest. 

For some months past, a great deal 
of correspondence has been going on 
between these associations toward 
federating themselves, for the purpose 
of co-ordinating their efforts. At the 
first meeting an acting board of direc- 
tors and a set of officers were elected 
and a name chosen. The name selected 
was “Federated Radio Trade Associa- 
tions.” The next meeting of the group 
will be held in Chicago April 15 to 
17, at which time about 20 state and 
territorial radio trade associations 
throughout the entire country will be 
invited to send delegates to form a 
permanent organization. 

The pioneer work of the first meet- 
ing was undertaken by the four asso- 
ciations named above for the reason 
that they were organized on about the 
same basis of membership, consisting 
of dealers, jobbers, manufacturers and 
manufacturers’ agents and the fact 
that they were situated rather closely 
together. The greatest spirit of good 
will and co-operation toward this 
highly necessary move was evinced at 
the first meeting at Minneapolis. The 
financial stability of the associations 
represented, the honest intent of the 
officers of the four associations to form 
a federation worthy of the name and 
sincere in its purpose and the enthusi- 
asm of all present, augurs well for 
the future success of the new federa- 
tion. Each association will function 
as usual, but all will be affiliated with 
the federation. 

The principal function of the new 
association at the start will be for the 
exchanging of ideas and beliefs be- 
tween the participating associations. 
Many very important problems are 
confronting the radio industry at the 
present time and it is thought that 
the influence of many combined asso- 
ciations in meeting these problems, 
will have the most beneficial effect. 

The following officers were elected 
at the Minneapolis meeting: 

Harold J. Wrape of St. Louis, 
treasurer of the St. Louis Radio 
Trade Association and president and 
owner of the Benwood Linze Co., 
large exclusive radio jobbers, was 
elected president of the new federa- 








tion. Mr. Wrape has been a prom- 
inent St. Louis business man for many 
years, being formerly the general 
manager of the American Carbon and 
Battery Works of St. Louis and later 
assistant general sales manager of the 
National Carbon Co. 


H. H. Cory, executive secretary and 
treasurer of the Northwest Radio 
Trade Association, was elected secre- 
tary and treasurer of the new federa- 
tion. For the last year or so Mr. 
Cory has devoted his entire time to 
the Northwest Radio Trade Associa- 
tion. His offices at Minneapolis, 
Minnesota, will be used for the tempo- 
rary headquarters of the new federa- 
tion. 

A. M. Edwards of the Wolverine 
Radio Co., radio dealers of Detroit, 
Mich., who is secretary of the Michi- 
gan Radio Trade Association, was 
elected first vice-president. 

N. C. Beerend of Milwaukee, Wis., 
manager of the Wisconsin Radio 
Trade Association, was elected second 
vice-president. 

George H. Reibeth, northwestern 
manager of the French Battery Co. 
at Minneapolis and president of the 
Northwest Radio Trade Association, 
was elected third vice-president. 

Robert W. Bennett, manufacturers’ 
agent of St. Louis and vice-president 
of the St. Louis Radio Trade Associa- 
tion, was elected fourth vice-president. 
Mr. Bennett represents in the South- 
west the Burgess Battery Co., the A. 
C. Dayton Co., Formica Insulation 
Co., Carter Radio Co. and others. 

In _ the officers elected by the new 
federation, all branches of the indus- 
try are represented, so that it is felt 
that the proper viewpoint toward 
problems confronting this new  busi- 
ness, will be obtained. 

The associations represented at the 
conference stated unanimously that 
there were not enough radio men 
either dealers, jobbers, manufacturers 
or manufacturers’ agents in their re- 
spective states to form separate organ- 
izations under those headings and that 
the success of the combined group in 
their territories had been due to the 
fact that all branches of the industry 
had co-operated. When it is re- 
membered that to organize any city, 
state or territory, this same grouping 
of business houses must always take 
place, it is only natural that the most 
logical form of co-operation would be 
that between all branches of the in- 
dustry in one territory. 
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FEBRUARY 


a 


showed an increase over 


JANUARY 


for Balkite, and practically equalled 


any other month of the season 


During the summer months 
concentrate on Balkite— 


the line that pays 


February, the last month on which a complete report is available, 
showed an increase over January in the volume of business done 
by Balkite. March has started out practically the equal of February. 
Balkite business is still in its heaviest selling season. 


The Balkite season is one of the longest in radio. It has still sev- 
eral months to run. And the downward fluctuation during the 
summer is never as marked as it is in most lines. 

During the summer, concentrate on a line that pays. Last sum- 
mer jobbers and dealers who concentrated their efforts on live lines 
like Balkite found that it paid not only in laying the ground work 
for the fall, but in actual volume of immediate sales. By concentrat- 
ing on Balkite this summer you will be putting your efforts where 
they will pay the maximum return. A radio set owner is always a 
Balkite prospect, regardless of season. 

Balkite Radio Power Units are being backed by one of the heav- 
iest advertising campaigns in radio. A full-page Balkite advertise- 
ment is appearing each week in one of the four most influential of 
all national magazines —The Saturday Evening Post, Collier’s, The 
Literary Digest, and Liberty. This advertising — selling Balkite 
Radio Power Units and Balkite light socket operation—is produc- 
ing business. Sustained effort will secure it for you. 


Balkite 


Radio Power Units 


MANUFACTURED BY FANSTEEL PRODUCTS COMPANY, INC., NORTH CHICAGO, ILLINOIS 


SOLE LICENSEES IN THE UNITED KINGDOM: MESSRS. RADIO er: ACCESSORIES LTD., 9-13 HYTHE RD., WILLESDEN, LONDON, N. W. 10 = 
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Balkite 

Trickle Charger 


Converts any 6-volt ““A”’ bat- 
tery of 30 ampere hours capac- 
ity ormore into an automatic 
“A” power unit that fur- 
nishes “‘A”’ current from the 
light socket. With 4-volt and 
smaller 6-volt batteries may 
be used either as an inter- 
mittent or trickle charger. 
$10. West of Rockies, $10.50. 
In Canada, $15. 








Balkite 
Battery Charger 


The popular rapid charger for 
6-volt “‘A’”’ batteries. Noise- 
less. Can be used w hile the 
set is in operation. Special 
model for 25-40 cycles. $19.50. 
West of Rockies, $20. In 
Canada, $27.50. 





Balkite “B” 


Eliminates ‘‘B’’ batteries and 
supplies plate currence from 
the light socket. For sets of 
6 tubes and less, $35. In Can- 
ada, $49.50. 





Balkite “B”’ II 
Supplies plate current from 
the light socket. Will serve 
any standard set. Especially 
adapted to sets of 6 tubes or 
more. $55. In Canada, $75. 
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EAGLE RADIO CO. 


16 Boyden Place 
NEWARK, N. J. 














St. Louis Radio Trades 
Association 

Although not yet a year old, the 
St. Radio Trades Association 
has made unusual progress in stimu- 
lating sales and interest in its ter- 
ritory. It demonstrated 
conclusively that no city or locality 
can do a really big job on radio 
without such an organization. 

It is a well known fact today that 
a trade association of any kind can- 
not increase business in its locality 
by means of meetings and discus- 
sions alone. It must embark on some 
definite campaign or project that 
will crystallize the public interest 
and focus attention on the sale and 
use of the material or specialties in- 


Louis 


has also 


volved. 

In the case of the electrical leagues 
and clubs that are being formed al- 
most daily, the best method of get- 
ting a flying start is to promote an 
electrical home and advertise the Red 
Seal plan for better wiring. It fol- 
lows that the greatest boost any radio 
association can give itself is to hold 
a radio show. 

The St. Louis Radio Trades Asso- 
ciation, in the fall of 1925, held one 
of the best and largest radio exposi- 
tions in the entire country, making a 
handsome profit and putting radio 
solidly on its feet in the Mississippi 
Valley. This show was ably man- 
aged by Thomas P. Convey for the 
and better 
show is promised for 1926. The ten- 
tative date is the week of October 
18 and the place of exhibit will be 
the St. Louis Coliseum. Robert W. 
Bennett has been elected chairman of 
the show committee and is making ex- 
tensive plans for maximum efficiency, 


association. <A_ larger 


comfort and attractiveness. 

The officers of the St. Louis Radio 
Association for 1926 are: 
President, Harold J. Wrape, presi- 
dent of the Benwood-Linze Co.; vice- 
presidents, Melville B. Hall, presi- 


Trades 


dent of the Brown & Hall Supply. 


Co., Loren M. Wood, of the Wood & 
Lane Co., and G. H. Niekamp, of 
Beck & Corbitt; 
Reutner, of the Commercial Electrical 
Supply Co., and Wm. Borghoff, of 
Geller, Ward & Hasner, treasurer. 
Not with the last 
fall, the association plunged in again 


secretary, E. A. 


content show 
and won signal honors with another 
On Christmas Eve, 
broadcasting station, 


great project. 
1925, a fine 


KMOX, “The Voice of St. Louis,” 
was formally presented and dedi- 
cated as the Christmas gift of St. 
Louis to the nation. Thomas P. Con- 
vey was made manager of this sta- 
tion. In spite of many obstacles and 
difficulties, the arduous task of pro- 
viding talent to please the great army 
of listeners was successfully accom- 
plished, showing continued improve- 
ment all the way through. 

The unit holders in “The Voice of 
St. Louis” are: C. F. Blanke Tea & 
Coffee Co., C. F. Blanke Candy Co.. 
Brown Shoe Co., Curlee Clothing Co., 
Davis Realty & Mortgage Co., Colin 
B. Kennedy Corp., Geo. Kilgen & 
Sons, Inc., Merchants Exchange of 
St. Louis, Stark Bros. Nurseries and 
Orchard Co., of Louisiana, Mo., Mis- 
sissippi Valley Trust Co., Skouras 
Bros. Enterprises. St. Louis Globe- 
Democrat, St. Louis & Southwestern 
R. R. Co., F. C. Taylor Fur Co., and 
the Wagner Electric Corp. The stu- 
dios and offices of KMOX are lo- 
cated on the second floor of the May- 
fair Hotel, St. Louis. The engineer- 
ing department, under Chief Engi- 
neer Thomas R. McLean, formerly 
of WCAE, Pittsburgh, is located at 
Kirkwood, 14 miles away, in St. 
Louis County. 

Another movement involving the St. 
Louis Radio Trades _ Association. 
which will enhance the power and 
value of the work from Canada to 
the Gulf, was started on February 15, 
1926, at Minneapolis. Meeting in 
joint session there, the Northwest 
Radio Trades Association, the Wis- 
consin and Michigan and the St. 
Louis organizations founded and 
formed the Federated Radio Trade 
Associations, for the advancement and 
betterment of the industry in general. 
Harold J. Wrape and Robert W. 
Bennett represented the St. Louis or- 
ganization and were honored by being 
elected president and vice-president, 
respectively, of the new organization. 


—Corir A. SMITH. 
* * * 


If 1 Were a Sales Manager 

I’d be up, and around, and have a 
personal contact with the customers 
on our books. A periodical territor- 
ial tour of inspection with my men 
would give me the desired touch, and, 
enhance the entree for the salesmen. 
Too, my hob-nobbing with our cus- 
any “high 


tomers would eliminate 


hat” ideas existing, and, the coming 
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A Triumph | 
in Better 
Radio Reception 


As the Prima-Donna is to the opera—so compares YOUR 


receiver to ordinary radio when equipped with a MAJESTIC 
SUPER B. 


Tonal quality and volume alone are not only improved, but 
the annoyance of constantly depreciating B batteries is 
permanently eliminated. Also, the cost of operation of 
your set is further reduced to an infinitesimal tenth of a cent 
per hour. 


Engineers and technical experts will appreciate the efficiency 
of the MAJESTIC SUPER B to know that two chokes of 
41 Henrys each and 20 micro-farads of capacity are used 
in our filter circuit. The chokes and transformer are wound 
with number 30 Gauge wire of low resistance which results 
in voltage regulation of better control. The exceptionally 
large condenser bank smooths out every trace of ripple 
with a wide safety factor to spare. 


Majestic Super-B Current Supply Com- 
plete with Raytheon Tube Capacity | to 
12 tubes including the use of new 135- 
150 volt power tubes. 


110 volts, 60 cycle. Price $39.50 


The MAJESTIC STANDARDS is a 
smaller B current supply unit, designed 
for sets having not more than 6-201 A 
type of tubes or 5-201 A, plus one 112 
type of 135 volts power tube. 


Majestic Standard-B current supply com- 
plete with Raytheon Tube. 


110 volt, 60 cycle. Price $32.50 


GRIGSBY ~ GRUNOW ~ HINDS ~ CO 


4546 Armitage Avenue , CHICAGO 
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Radio Devices | 


























Resistance-Coupled 
PERFECT AUDIO AMPLIFIER 














Seles Offices 
Balomore Onc ago 
Birmingham Cncineso 
Noe Orveaod 
—/ 





492 Clinton Street 





Allen-Bradley 


ELECTRIC CONTROLLING APPARATUS 


Co. 


Seles Offices: 
Rromile Prreburgh 
Les Angeles Saint Louis 
New York Saint Poul 
Phuilsdeiphss San Freacieep 

‘Seerde 


General Office and Factory: 


Milwaukee, Wis. 

















| 
| 





| radio industry. 


| tremendous decline in sales. It is. 
| necessary to keep the trained organi- 


| handled. 


| down to 


a “common ground basis” 
would add to the prestige of my com- 
pany. My inside routine in its en- 
tirety would be handled by my as- 
sistant. 

Humanism is the only “ism” that 
sticks through the Ages. 

I’d know our customers—by their 


|| Christian names—just as my men do! 
|| —Observer 


* * * 


|| Eliminating the Seasonal Fluc- 


tuation in Radio 
By LUDWIG HOMMEL 


Address Delivered Before Credo-Round 
Table of Pittsburgh Association of 
Credit Men on February 28, 1926. 

There are fluctuations and fluctua- 
tions. The word does not sound 
formidable. However, the fluctuation 
in the radio industry is a very violent 
slump and constitutes a serious con- 
dition. During about five hectic 
months in the year, say from October 
to February, inclusive, every person 
in the radio business is near collapse 
from overwork trying to take care of 
the rush of business. During about 
five months in the spring and summer, 
radio people are equally sick, but not 


from overwork. Far from it. They 
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are worried sick about their golf score. 


Playing golf is about the only way 
people in the radio business can keep 
themselves employed in the spring and 
summer. 

The effect of this severe fluctuation 
It reminds me of the 
Pharaoh’s dreams, 


is serious. 
biblical story of 


| You will remember that Joseph in- 


terpreted the dreams to mean that 
there would be seven years of plenty 
in Egypt and seven years of famine, 
and that the seven years of famine 
would eat up the surplus of the seven 
That applies to the 
It affects alike the 
manufacturer, distributor and 
dealer. At the of the season 
it is not feasible for them to reduce 
their expenses in proportion to the 


years of plenty. 


radio 
close 


zations together, else the business rush 
when it returns cannot be properly 
Some expenses, such as rent, 


| continue at an even figure, regardless 


of sales volume. The result is that 





a considerable amount of money is lost ' 


in the radio industry every year dur- 
ing the slow months. 

What the remedies? It is 
astonishing what a small amount of 


are 











The Multi Power “B” Unit is 
SOLD THRU JOBBERS with 
exclusive territory rights, and 
since it is gaining such wide 
favor, it means money to those 
of you who handle it. 

Multi Power “B’” Units attach 
to the lighting line supplying 
sets of any size with permanent 
Economical Power, with very 
little attention required. Line 
hums are impossible. No costly 
bulbs or transformers are con- 
tained to burn out or give trou- 
ble—No acid. e 

Write for our proposition and 
full selling information. 






















DIATRON 
Radio Tubes 








are good because 






















Walter Armstrong 


made them good. 
Ever dependable. 


The result of 38 
years unparalleled 


experience. 


DIAMOND VACUUM 
PRODUCTS COMPANY 


4055 DIVERSEY AVENUE 
CHICAGO, ILLINOIS: 
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Reload now with Eveready senailict 


—they are made better! 
—they last longer! 


PEP up your flashlight now with new, 
strong Eveready Batteries. Give it a 
new lease on light for the summer 
months ahead. “A Thousand Things 
May Happen in the Dark,” so be 


ready—be Eveready! 


Eveready Batteries fit—and im- 
prove—all makes of flashlights. 
They insure brighter light and 
longer battery life. Keep an extra 
set on hand. Eveready-Mazda 
Lamps, the bright eyes of the 
flashlights, likewise last longer. 
There’s an Eveready dealer 
nearby. 
Manufactured and guaranteed by 

NaTionat Carson Company, Inc. 


New York San Francisco 


Canadian National Carbon Co., Limited 
Toronto, Ontario 


FLASHLIGHTS 
& BATTERIES 


-they last longer 




















Now—Let’s sell cells! 


Tuis is the season to sell flashlight 
reloads. Summer is just ahead with 
its vacation season, nights in the open 
—time when flashlights will be used 
frequently and long. 

Reproduced herewith is an adver- 
tisement that will appear, in much 
larger size, in a big list of newspapers 
all over the country. It will remind 
people that reload time is here. 

Tell your dealers to tie in with this 
advertising by displaying Eveready 
Flashlights, Unit Cells and Flash- 
light Lamps prominently. Expe- 


rience proves Eveready is the fastest 


turning line a dealer can stock. 
Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, Inc. 
New York San Francisco 


Atlanta Chicago Dallas Kansas City Pittsburgh 
Canadian National Carbon Co., Limited, Toronto, Ontario 


EVEREADY 


FLASHLIGHTS 


& BATTERIES 


-they last longer 
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thought seems to have been given this 
vital subject. I consider it the most 
important and difficult problem facing 
the industry. 

Two classes of remedies can be 
appli¢d. One consists in providing 
profitable employment for the idle or 
semi-idle expensive organization by 
taking on the manufacture or sale of 
other lines of merchandise for which 
there is a considerable demand during 
the spring and This is 
rather a heroic measure, because it in- 
volves going into another and different 
line of business. Yet it is being done. 
Some radio dealers are taking on the 
sale of electric appliances, large and 
small, Mazda lamps, sporting goods 
cameras and photographic equipment 
and supplies, automobile accessories, 
Some radio manufacturers, dis- 


summer. 


ete. 
tributors and dealers are going into 
the electric refrigerator business. No 
doubt there are other summer lines of 


merchandise. Possibly you gentlemen 


can suggest some additional ones. I 
should like very much to have your 
suggestions. 

The second class of remedies con- 
sists of those which could and should 
be applied to stimulate the demand for 


radio apparatus during the spring and 
summer. It is almost certain the 
summer demand for radio will always 
be less than the winter demand, be- 
cause people lead more of an outdoor 
life. They remain outdoors during 
the long summer evenings instead of 
listening to radio reception indoors. 
The summer sales to farmers, too, are 
smaller, because summer is the farm- 
er’s busy season and he does not take 
time to listen to radio. However, the 
variation between summer and winter 
is entirely too wide and can be greatly 
reduced. 

Here are a few suggestions of 
means by which the summer radio de- 
mand might be increased: 

1. Bring out a cheap and good port- 
able receiving set. It should be dry- 
cell and loop operated, with self- 
contained batteries, loud speaker, loop, 
etc. Many people would take such a 
set with them on picnics, excursions, 
camping trips, ete. It would sell not 
only the set, but accessories, too. 
good daytime 
would induce 


2 Provide more 
broadcasting. This 
people to carry portable sets on pic- 
nics and excursions. It also would be 
a sales help to the dealer in demon- 
strating radio sets in his store. 

3. Make the 


summer programs 


lighter. Provide dance music, jazz 
and light opera, together with a 
smaller amount of classical music. A 
dance program from about 8:30 to 
9:30 P. M. would probably be desir- 
able. 

4. Eliminate models of 
radio sets as much as possible. In 
the past, most of the radio sets have 
been considered obsolete at the end of 
the winter nearly 
every manufacturer brought out a 


seasonal 


season, because 


complete new line in the fall. As a 
consequence, the general public held 
back from buying toward the close of 
the season, not wishing to buy what 
was soon to be an obsolete set. 

5. Bring out new sets, if any, in the 
spring or early summer. This stimu- 
lates interest and promotes buying at 
a time when business now falls quite 
flat. 


some of the radio manufacturers are 


I believe that along this line 


planning to have the first showing of 
their new models about May. 

6. Avoid liquidation sales. As the 
industry is becoming more stabilized, 
there will be fewer manufacturers, and 
these will be able to gauge 
accurately the probable demand for 
their products. This will eliminate 
the enormous amount of over-produc- 
tion so common during the last two or 
three years, with consequent sacrifice 
liquidation sales toward the close of 
the These liquidation sales 
have greatly injured the radio indus- 
try, especially the regular distribution 
channels, because the sales usually 
have taken place through other than 
the regular trade channels. Frequent- 
ly the sets thus thrown on the market 
were not of a high quality, but, never- 
theless, they supplied the demand that 
should have been supplied by better 
sets through the regular channels of 
distribution and at a legitimate profit 
to the dealer. 


more 


season. 


7. The dealers should arrange for 
servicing the sets they sell and other 
sets, preferably by contracting for 
service calls at regular periods. This 
will result in many sets being con- 
tinued in use during the summer, 
which means sales of batteries and 
possibly battery chargers, 
eliminators, meters, etc. As it is now, 
when the batteries or radiotrons go 
down toward spring, the user frequent- 
ly does not replace them, but discon- 
tinues the use of the set until fall. 
Incidentally, these servicing calls 
would lead to sales of other articles, 


tubes, 


such as lamps, plugs, fuses, heating 
appliances, etc. 

8. Sell battery eliminators during 
the spring and summer. This means 
the sale of eliminators and also keeps 
the sets in operation during the’ sum- 
mer. - 

9. Make more time payment sales 
of radio sets. Many dealers still have 
not commenced to realize the impor- 
tance of the time payment plan as a 
means of increasing their sales. This, 
of course, applies both to summer and 
winter sales. 

10. The dealer should handle very 
few lines, possibly only one. They 
should be nationally advertised lines, 
so that the merchandise will readily 
sell. Those dealers who have their 
money tied up in “Cats and Dogs” 
suffer most from the summer slump 
because they cannot sell the merchan- 
dise and do not have the use of the 
money for their business. 


11. Advertise the use of 
radio in every possible way. The 
manufacturers should nationally ad 
vertise. The dealers should post their 
radio broadcasting programs in their 
show windows. The dealers should 
advertise in various ways, calling the 
public’s attention to the convenience 
of receiving baseball scores, etc., over 
the radio in their homes. 


12. Discourage the talk about 
“static” in the summer. This is very 
much of a’ bugaboo and very greatly 
exaggerated. Radio reception during 
last summer was excellent most of the 
time. Furthermore, with the wonder- 
ful programs broadcasted nowadays 
through chain stations, and, therefore. 
locally received in the large cities, re- 
ception is quite independent of the 
weather conditions. 


summer 


13. Keep talking and selling radio. 
A goodly portion of the summer slump 
is due to the dealer’s frame of mind. 
He thinks he cannot sell radio and, 
therefore, does not try. As far as the 
organization with which I am con- 
nected is concerned, we intend to con- 
tinue our usual sales policy just as 
aggressively as though fall instead of 
spring were just ahead. 

14. Give this subject some real 
thought—follow the suggestions offer- 
ed. I feel certain if those vitally in- 
terested in the radio industry will give 
this subject serious consideration and 
exchange their ideas, a satisfactory 
solution to the problem will be worked 
out. 
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Type “LL” 
Rectangular Unilet with 
Blank Metal Cover 





Type “T” 
Rectangular Unilet with 
Plug Receptacle 





Straight Box Connector 
with BX Cable 





Type “LAY” Entrance Fitting 
furnishing for 14 or 144-inch 
Conduit, Inciusive 





Appleton Sectional 
Laundry Fitting —Gangable 


Two No. 33 Single-Gang Sectional 
Boxes with Sides Removed 
to make a Two-Gang Box 
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Here are the worth-while selling 
features of the Appleton Line. 
It nill pay you to know them. 





A quick fit, and 
a perfect one, no matter 


what the job 


With smooth, accurate, flat to cut fingers, fray insula- 


bottoms—cold-drawn from __ tion, cause “shorts.” 

steel—Unilets are by far the Whatever you need in or- 
easiest fittings to install for der to make difficult connec- 
every job known to the elec- tions in awkward corners, 
trical man. you'll find in the Appleton 


There’s fifty per cent more _ line of Unilets and Conduit 
working space inside them. _ Fittings. 
Connections are accurately Our catalog, No. 9c—will 
and quickly made. Conduit be sent at once when your 
is attached without a mo- __ post-card or letter reaches us. 
ment’s delay. No jagged edges _—_ Let us hear from you today. 


APPLETON ELECTRIC COMPANY 
1705 Wellington Avenue + Chicago, U.S. A. 
New York— 265 Canal Street Los Angeles— 340 Azusa Street 


PLETOSUNILETS 


a CONDUIT FITTINGS 


STANDARD FOR BETTER WIRING 
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Jobbers and 


Jobbers Salesmen 


Remember These Points When 
You’re Calling on Your Trade 


for Insulator Sales. 


Sell Them 
Hemingray 


Their efficiency has been estab- 
lished over many years of long 
and satisfactory service. 


They combine the qualities of 
durability, uniformity and low 


cost. 


They are known universally to 
the trade. 


They are immediately available 
for prompt shipment. 

They are particularly suitable 
for all low and medium volt- 


age lines ranging from 2300 
to 15000 volts. 


These Points Will Make Hem- 
ingray Glass Insulator Sales 
for You. 


HEM INGRAY 
GLASS COMPANY 
MUNCIE, INDIANA 





entertainment from 








Jobber Has Summer Radio 
; Plans 
E. T. Jones, manager of the radio 
department of the Electrical Supply 
Co., 
views on steps to take to 
His letter is quoted 


has sent us_ his 


“Piece out 


New Orleans, 


the radio season.” 
below: 

“We have some very definite plans 
ahead for the spring and summer 
months, and are going to do every- 
thing possible to make the dealers 
realize that they are responsible to a 
great extent for sales during these 
months. 

“The demand has been so great 
during the autumn and winter months 
in the past four years that a great 
many dealers have been satisfied to 
sit back and wait until that particular 
time of the year to put their efforts 
behind radio. They are beginning to 
realize that their greatest sales efforts 
must be made in the spring and 
summer months and the jobbers as 
well as the manufacturers can aid 
very much in this kind of educational 
work. We have been doing our share 
of this work and intend going at it 
on a more intensive scale this year. 
‘he dealer can even up his yearly 
sales by using all his sales force dur- 
ing the “supposed” slump months and 
his books at the end of the vear will 
look healthier—and his banker will 
have a smile all the year round. 


oor 


“Manufacturers could help (espe- 
cially this late in the business) by 
carrying on educational advertising 
and agreeing to discontinue the “‘dis- 
tance stories” (coast to coast) and 
permit the dealers to sell more intel- 
ligently and with less sales resist- 
The fact is that better concerts 
obtained 


ance. 
and more amusement are 
from a given radio set (investment ) 
when the owner is not sold on the 
idea of extreme distance and called 
upon to prove what might be called 
fraudulent manufacturer's claims. 

“Sell the consumer on the idea that 
nearby reception is always the best 
and that he can surely pick out good 
entertainment from one or more of 
the many nearby stations—sell enter- 
tainment, not “freak reception 
stunts.” 

“Contrary to the beliefs of numer- 
ous others, no man is satisfied with 
until he obtains real 
it—and that is 
the quality of reception, 
extrane- 


his radio set 


rated by 


free from and 


distortion 


ous noises. When advertisements and 
dealers’ talks to consumers sell radio 
on this basis only, year round sales 
will be much easier. 

“Tnternational 
prove a stimulant to radio sales in 
one way, but it is indeed very detri- 
mental in another way. It would be a 
much better program for the amateur 
to increase interest in radio. It not 
only makes liars out of some well 
meaning set owners, but furthers the 
exceptional distance 
possible, no 


radio week may 


demand for 
which is not always 
matter what type of set is used. No 
radio manufacturer, jobber, or dealer 
has control over the weather—and 
weather conditions control radio re- 
ception. 

“In other 
terested in the future of radio must 
begin right now selling radio on a 
more constructive basis. Surely, radio 
in the home during the summer 
months furnished by perhaps only 
station is well 
worth the investment. If the right 
kind of story is used and the pros- 
pect is made to understand that he 
can get real good reception from 
nearby stations during the summer 
months, there is no good reason for 
the prospect waiting until the autumn 
or winter to purchase a radio set. If 
he balks at that, ask him this ques- 
tion: ‘What are you going to do with 
the set you purchase this winter?’ 


words, everyone’ in 


a local or nearby 


“Of course, he isn’t going to donate 
He is going to con- 
tinue getting reception and 
entertainment from the less distant 
Why not this spring and 
summer? There is no reason in the 
world why he should not invest now. 

“Of course, if the dealer is willing 
to let him remain sold on the idea 
that radio will not be of any good to 
him and his family until the winter 
time—then we shall continue’ ex- 
periencing a slump during the summer 


it to some one. 
good 


stations. 


months. 

“Let the motto of the manufactur- 
ers and jobbers be—similar to Mar- 
shal Foch’s declaration—‘“They Shall 
Not Pass!—They Shall Not Stop!” 


* * * 


Speicher Goes to Erie 
R. L. Speicher, formerly with the 
Circle F Mfg. Co., of Trenton, N. J., 
has taken the position of advertising 
manager for the Erie Malleable Iron 
Co., Erie, Pa., starting April 1. 





April, 1926 





THE JOBBER’Sff|SALESMAN 103 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








The Dealer 
Prefers this Cord Set 
Because It’s Better 


Dealers prefer Hemco Cord Sets be- 
cause they embody features that once 
explained to the prospective customer 
make a ready sale. 


The customer quickly appreciates the 
self-locating slots on the attachment 
plug and the easy way the heater plug 
goes on and off the appliance without 
strain or jerk. The non-slip grips on 
each side of the plug appeal especially 
to those who have contended with the 
balky action of the ordinary types. 


The cord is the most flexible obtain- 
able and is snubbed to a special bridge 
in the cap to prevent strain on the ter- 
minals even when the cap is jerked from 
the terminal by means of the cord. 


The heater plug is made of a special 


heat-resisting material of great strength. 


The salesman that recommends Hemco 
Cord Sets is offering his tradea sure seller. 














LIEMCO P 


GeorGeE RIcHARDS & COMPANY wc. 
557-Wes7r Monroe STREET- CHicaco,/LLINOIS. 









“Place Your Bets 
on the Leader” 


The salesman’s profits are largely deter- 
mined by the lines he pushes. By recom- 
mending to his trade only the fastest moving 
goods of a known high quality he establishes 
dealer confidence and increases sales volume. 
Thesalesman’s “best bet” isin pushing leaders. 


Hemco Plural Plugs have steadily led all 
others in sales. Unequalled quality, called 
to public attention by national advertising, 
has created a consumer demand resulting 
in rapid turnover for the dealer. Because of 
the consequent reduced sales resistance the 
electrical salesman can sell more Hemco 
products with less time and effort. 


It’s easier to make your quota if you make 
““Hemco” your best bet. 
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Boost Your Sales with ABolites 


(Porcelain-Enameled Steel Reflectors) 


ABOLITES 
FILL EVERY 
LIGHTING 
REQUIREMENT 


5+12=53 


UST FIVE ABolite Reflector Types, 

plus TWELVE Interchangeable Hold- 
ers and One-Piece Units enable you to 
cover promptly EVERY CUSTOMER’S 
LIGHTING NEEDS for Industrial and 
Commercial Installations — 53 separate 
ABolite Types. Quick turnover and min- 
imum stock investment, too. 


Let Catalog No. 178-A 
Tell You More 
AB PRODUCTS DIVN. 
THE NATIONAL SCREW 
and MFG. COMPANY 


2440 East 75th Street 
CLEVELAND, OHIO 


-m 
wf Goo : Laan 
1d it at 
US [Cc 


7 
Aone nt Meaney itt eit pocpns ens rnanerny 
ent D evi Mi TT 
| 
= —_ 
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Electrical Refrigeration 
(Continued from Page 6) 


since the fall of ’21 when radio broke. 

Of 
installation and service problems, just 
as radio did and still does. That is 
not anything the jobber has to fight 
It is something for him to 


a certainty, refrigeration has 


shy of. 
capitalize on. The jobber today is 
as capable, along with his contractors 
and dealers, of setting up the neces- 
and service ma- 
chinery as any other agency. In fact, 
he has the advantage. Leaving out 
of consideration the largest cities, no 


sary installation 


factor today is so strong in the 
smaller cities and communities as the 
jobber and his coterie of dealers. 


Can they not install and service re- 
frigerators as well as any specialized 
class of dealers—better by far than 
the department store? 

Some are of the opinion that in the 
case of those types of refrigerators 
requiring the 
plumber is the logical one to handle 
both sale and installation—that the 
electrical dealer or contractor would 
need to call in a plumber anyway to 
make the plumbing connections, so 
why not have the latter handle the 
whole job? By the same argument, 
however, the plumber would be obliged 
to call in the electrical man to make 
the necessary service connections, so 
in that respect it is 50-50. After the 
actual installation, however, the 
plumber is through. As far as serv- 
icing goes, the owner looks upon it as 
an electrical appliance, and thinks of 
the electrician in time of need, whether 
in connection with the motor or the 
internal mechanism. When it comes 
to the latter, the electrical contractor 
or dealer can be as well equipped to 
meet the situation, either personally or 
by experts that he may employ or that 
the jobber may send to him, as any 
other branch of trade. 

Remember, this refrigerator is an 
electrical machine. 

There are now certain jobbers in 
this industry who are looking -ahead 
started after the refrig- 
Likewise, among the 


plumbing connections 


and have 
erator business. 
manufacturers there are some who are 
preparing to develop their business 
through jobber-dealer channels. An 
example of such a jobber is E. B. 
Latham & Co. of New York. 
nection with this article is a_state- 
ment by Leslie E. Latham, sales man- 


of this fully 


In con- 


which 


ager 


company 





outlines their policy in regard to re 
frigeration, and how they are organ- 
izing to develop business in this field. 
They are developing a dealer fran- 
plan, in conjunction with a 
manufacturer, that ap- 
parently is going to result in sales 
not only of volume but profit as well. 
This plan is worthy of the most care- 
ful study on the part of every elec 


chise 
well-known 


trical jobber. 

Recently, H. G. Scott spoke on the 
“Present and Future of Domestic 
Electric Refrigeration” at a meeting 
of the New York Section of the Amer- 
ican Society of Refrigerating Engi- 
neers. He was talking to engineers, 
but if he had been talking to a group 
of electrical jobbers, and had substi- 
tuted the word “merchandising” 
the word “design” in one place his 
remarks would have fitted the 
exactly as well. He said: 

“Perhaps of greater importance is 
the fact that this industry in which 
millions upon millions of capital have 
been invested in the past two years— 
I believe the largest and healthiest 
infant the industrial world has ever 
known for its age—is eager and hun- 
gry for improvements in design and 
for every new idea and advance which 
your profession will be able to give it. 
I want to say right here that I can 
assure all of you that your efforts and 
developments will not in the future 
have to seek expression, but you will 
be welcomed in every quarter, and 
your counsel will be sought and will 
be appreciatively and _ substantially 
rewarded because every manufacturer 
in this field, and the public at large 
has a real need—and a crying need— 
for the specialized service which you 
have been trained to render.” 


for 


case 


* * * 


Canfield—“Quick Shippers” 
The Canfield Supply Co., Kingston. 


N. Y., reports very active business. In 
fact, it has recently found it necessary 
to enlarge and remodel its display 
room and has taken on several new 
lines. 

This company takes pride in being 
known as prompt shippers and carries 
a large stock and assortment in its 
show room at 16 Strand St., as well 
as in a four story warehouse at 32 
Ferry St., and two large warehouses 
located at Spring & 


which are 


Pierpont Sts. 
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Hubbard (uy Wire 


PROTECTORS 


prevent damage to the 
guy wire and give 
protection to the public 


































HERE guying is done along 


if city streets or highways, HUB 
'— BARD GUY WIRE PROTECTORS 
= should be used. They act as a shield, 


preventing damage to the guy wire 
and give protection to the public. 
HUBBARD GUY WIRE _ PRO- 
TECTORS are made rugged 
throughout, the edges are bent down 
on each side to provide a reinforce- 
ment rib which carries the strength 
the entire length of the Protector, 
thereby making it less liable to kink 
ing, rupture or distortion. 
Furthermore, each Protector is provided 
with a simple yet very efficient clamping 
arrangement by which it is fastened se 
curely to the guy. 

HUBBARD GUY WIRE PROTECTORS 








are made of 14 gauge steel in 7 and 8 
\ foot lengths and are galvanized T | . 
fabrication. 
: 
v 
a) 
NO. 7558 
PROTECTOR HUBBARD 


This pole is equipped 
throughout with Hub- 
bard Hardware and 
Peirce Specialties. 


Write for your copy 
of the HUBBARD 
CATALOG NO. 24 for 
a complete listing of 
this material. 


(Huda acompany 


PITTSBURGH * OAKLAND, CAL. CHICAGO. 
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| 
‘‘Use Taplets For Easy Wiring’’ 


TAPLETS 








investment. 





save you money in your Switch Plate | 
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These ‘‘FS’’ Types, for use with Tog- 
gle or Push Switches or Plug Recepta- 
cles, take the standard in-stock Plates 
of every description, whether struck-up or solid. 







This makes a very definite saving in stock invest- 
ment besides the uniformly high grade construction 
and wiring convenience that is part of this 


TYPE FS 


CONDUIT |TABLE | FITTING 


TAPLET MANUFACTURING CO. 


3911 Powelton Avenue 
PHILADELPHIA, PA. 

















































A New Way To 
Sell Conduit — 


OU can now offer your customers and prospects 
| something they have never had but always 
| wanted—conduit with threads that need no chasing. 
| Wedge Thread Protectors make this possible. 





| 
Manufacturers are putting Wedge Protectors on conduit to 
| protect the threads against damage and from becoming enamel 


choked. Conduit so protected costs the same as any not pro- 
tected, so why not have it? 


Your manufacturer can put them on all the conduit you | 
order—but he will only do it if you specify ““Wedge Pro- | 
tected.” 


Put a reminder on your order book now to specify ‘‘Wedge 
Protected’”’ conduit on your next order. 


THE WEDGE THREAD PROTECTOR CO. 
1965 E. 65th St. CLEVELAND, 0. 






































Light of the Law 
(Continued from Page 12) 
ored for insufficient funds. 
In a case like this, can the Electric 


| Company collect the check from the 


bank, on the strength of the bank’s 
agreement with the dealer? 

In a recent case involving these 
facts and reported in 189 North- 
western Reporter, 232, the Supreme 
Court of North Dakota decided in 
favor of the holder of the check. 

“Where money is deposited for a 
special purpose, as for instance in 
this case where it was deposited for 
the stated purpose of meeting certain 


| checks to be thereafter drawn against 


such deposit, the deposit does not 
become a general one, but the bank, 
upon accepting such deposit, becomes 
bound by the conditions imposed, 
and, if it fails to apply the money 
at all, or misapplies it, it can be 
recovered as a trust deposit,” said 
the Court, and there are California 
and Iowa decisions to the same effect. 





66 ROWN and I have dissolved 
B partnership in the retail 
electric business,’ White 
suggested, “and I’m carrying on the 


| business in my own name at the old 


stand.” 


“So I’ve understood,” the president 


of the Sand Bank agreed. 





“or 


‘here’s disputed accounts be- 
tween Brown and me, he contends 
that I owe him about $4,000, and I 
say the boot’s on the other foot,’ 
White explained. 

“Well, you'll have to fight it out 
between you.” 

“That part’s all right, but Brown's 
your cashier, I’ve got $3,000 here 
that I'd like to deposit in your bank 
and check out for new supplies to 
stock up the store, but I’m afraid 
that Brown’ll grab the money as 
soon as it goes to my credit,’ White 
demurred. 

“You needn’t worry on that score 
—IlI’ll guarantee that your money’ll 
be protected,” the president agreed, 
White deposited the money, ordered 
#3,000 worth of supplies from the 
Inland Electric Company, gave a 
check on the Sand Bank, and when 
the check came in it was dishonored 
—on account of Brown. the cashier, 
having appropriated White’s deposit 
to pay the debt which the cashier 
alleged that White owed him. 
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“FOR 
Pela 
SAKE! 


AND I’VE BEEN 
PASSING THIS UP.” 


Security 





Sampler 
\ standard ¢ 
I iron heavy 
ily nickel-plated 
ind = carrying 
most liberal 
vyuarantee ever 
put on an elec 
ic iron Sold 
the lowest 
ist price of any 
high grade iror 
You jobber’s salesmen who aren't 


selling the Security line will say some- 
thing like that when you “get wise’ to 
it. The Security Line of Heating Ap- 
pliances is the one you should sell if 
you want to boost your sales records. 
It's a complete line of toasters, curling 
irons, heating pads, irons, stoves, etc. 


But the best part of it is this:—It’s a | 


moderate priced line that does not con- 
flict with the higher priced appliances 
which but few people can afford. 


From the standpoint of beauty, at- 


tractiveness, and serviceability, the Se- 
curity Line is unsurpassed. Quick 
Turnover, Full Profits and Satisfied Cus- 


tomers are assured. 


You won't have to make long ex- 
planations telling the buyer about our 
products because they are already 
widely known as a result of national 


advertising in all the leading national | 


publications such as Saturday Evening 
Post, Ladies’ Home Journal, Good 
Housekeeping, etc. 


If you aren't stocking the Security 
Line, “For Pete's Sake’ send a trial 
order today and get started on the road 
to real profits. 


ind 
price 
all Security 
chandise, 
$5.00 list. 


tho operation. 

as usual with 
mer- 
low 


S The only combined straight 

7 J and reversible electric 
bended: toaster and the last word | 

aT in toaster design, construc 
The 


1S 





Security Electric Mfg. Co. 
2635 Canton Street,Chicago, III. 


Security = 





HEATING APPLIANCES 











When White learned these facts, 
he promptly borrowed the money, 
paid the electric company, and sued 
the bank for the amount of his de- 
posit, and the Texas Court of Civil 
Appeals in a recent case decided in 
his favor. 

“The bank is in good conscience 
and on its express agreement liable 
for the money. Persuasion was used 
to obtain the deposit, as White felt 
reluctant to place it in the bank and 
did so only on the express agreement 
of the bank not to permit Brown to 
appropriate it. The cashier at that 
time was not a partner and had no 
right to an interest in the deposit, 
and the bank was fully informed of 
that fact,” said the Texas Court. 


Progress of the Red Seal Plan 
The Society for Electrical Develop- 
that the Electrical 


Leagues in Peoria, Ill., and La Crosse, 





nent reports 
Wis., have been granted licenses to 
operate the Red Seal Plan. 
to the number of 24 have been granted 


Licenses 


to district leagues in California by the 
Society through its agent, the Cali- 
fornia Electrical Bureau, which oper- 
ates the Red Seal 

The Electrical Leagues in Toledo, 
O., Amsterdam, 
N. Y., Tri-Cities (Davenport, Iowa, 
Rock Island and Moline, Ill.) have 
In addition 
to the above there are some 33 cities 


Plan in that state. 


and Schenectady, 


also applied for licenses. 


which are making preliminary ar- 


rangements with a view to applying 


for licenses. 








Quite a number of the leagues hav- 
ing licenses under the Red Seal Plan 
have produced some special advertis- 
ing to be used in newspapers and 
other media to further popularize the 
idea the public. Conspicuous 
among this number are the Hudson 
Valley Electrical League and _ the 
Electric League of Pittsburgh. 


to 


As an indication of the interest be 
ing shown by realtors, builders, and 
others, information comes from the 
Electric League of Pittsburgh that the 
Keystone Lumber Co. of that city in- 
cludes in its newspaper advertising 
a statement to the effect that in all of 
the homes built by that organization, 
Red Seal wiring specifications are fol- 
lowed. In the same city, there has 
appeared in the classified real estate 
columns of the newspapers an adver- 





tisement which reads “‘For Sale—A 
Red Seal Electric Home’’. These two 
instances are indexes of what will 


later be quite common practice, and 
show very definitely the trend of 
thinking of builders and 
others, who fully appreciate the value 
of the Red Seal Plan to them as added 
in the of 


realtors, 


arguments sale modern 
homes. 

The Electrical League of Rochester 
reports that an analysis of 69 Red 
Seal homes shows that the number of 
light outlets has increased 32 per cent: 
switches, 14 per cent, and conveni- 
ence outlets, 10 per cent, above the 
number actually required under the 


Red Seal specifications. This is irre- 








Se 


Blne 


Claimant for the honor of being the largest electrical jobbing house on the Jersey 


coast—The Asbury Park Electric Sup. Co., Asbury, Park, N. J. 


a ‘Tiger for “Jo” Jones and his brother “J 


four years, built this healthy and rapidly growing business. They're put—electrically. 


Three cheers and 
immie,” the boys whe in the short space of 
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WRITE TODAY 
For Price List No. 76 
showing all Reynolite 





TRADE MARK REG. U.S. PAT. OFF Masterpiece Devices 


“TRI-O-LET” 
, a 


REYNO|ITE 











CAT. NO. 380 



















Plural plugs are all con- 
vertible to pin type by 


removing screw 
(PATENTED 




















TRI-O-LET IS THE SMALL- 
EST HIGH QUALITY 3- 
WAY TAP MADE. NOT 
“just as good as’*°—BETTER ! 





Use either as 
Screw Plug or Pin Type 
Double Use 
Triple Outlets 
Multiple Sales 


eee Te Ves) Wl 
im 
a ¥ eed ‘ 
| 
Rich, brown mahogany polished finish | Peres 
—very small in size — three outlets. List Price 60c ! f \s ie 
Takes any standard parallel blade attach- Packing | ¥ | = 
ment plug cap—high capacity, durable Individual Sales } Ye ico” L3,| 
construction—will not discolor, chip or 10-Display Carton L Ato \— 
crumble. 100-Standard Pkg. 1 . Oa q 
ya 
<a } 








Just show Reynolite Devices for quick sales 


The Most Popular Convenience Tap 
? 0 4 Rbmd ea eo é 


REYNOLDS SPRING COMPANY 
REYNO|ITE DIVISION 


JACKSON, MICHIGAN 
NEW YORK - PHILADELPHIA - PITTSBURGH - CHICAGO - DALLAS - DETROIT - KANSAS CITY 


Largest Commercial Molders of Bakelite and Durez 
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S futable evidence that if the public is 
properly sold on adequate wiring it 


is ever ready to pay the slight addi- 
tional cost. 


SSHZZZCE ee 
_ Winter Sales of Ventilating 

| Fans 
| This chart shows how one com- 
| pany’s winter sales of ventilating fans 
have grown during five years. This 
| equipment is rapidly getting to be a 


| 








i 3 r 
CHIP 


| 925 1922 1923 1924 1925 


, 


year around sales proposition as peo- 


Mathias KLEIN Sons ple become educated to the numberless 
Established 1857 Chicage IN USA uses for such fans. 








In all your sales talks line up your 


. | arguments on correct ventilation in 
| winter and summer, and don’t forget 


to emphasize how health authorities 

over the country are urging people to 

FANS guard against improper ventilation 
wherever they live, work, shop, play 


There is a Diehl fan to meet 

every requirement of every 

purchaser. From the 9 inch 

fan through the entire line to 

the new Diehl 16 inch size 

every fan need can be met. 

Particular attention is called 

to the new Diehl 16 inch 

model—truly the most won- 

derful fan ever produced. 

Don't fail to get one of these 

DIEHL FANS fans and compare it for air 

For all commercial circuits, oscillat- circulation and noiseless op- 
ing and _non-oscillating, Nine-Ten- eration. Send for your copy 
See ane of our 1926 Fan Catalog— 


also nied 
Ceiling Fans—Exhaust Fans : 











Practically everybody who has_ ever 
DIEHL MANUFACTURING COMPANY called on the Robertson-Cataract Electric 
Co., Buffalo, will recognize this sunny 

semeesatiendiatin countenance to be that of Jimmy Sidway 

ATLANTA BOSTON CHICAGO DETROIT NEW YORK PHILADELPHIA and the man who bats for general sales 
manager Frank Morris when he goes out. 


Jimmy knows the price of everything in 
the place and a lot of things that aren't. 
Ask him if it’s in stock and he can tell 
you. This picture shows Jimmy on the 


job at his desk. He was too busy to 
BUILDERS OF MOTORS AND FANS FOR MORE THAN THIRTY-SEVEN YEARS leave it (answering two telephones at a 


time) so we “shot him where he sat.” 
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another (Cord-Grip Fitting 
added to the Arrow Line 





— 


No. 112 Arro-Grip attachment Arro-Grip devices now 
fits any outlet box cover with furnish protection § at 
half-inch hole or knock-out. both ends of the cord. 



































Aluminum 
Weather- 
Proof 
Socket 


Porcelain 
Socket 


Cord-Grip Caps are available for Porcelain Sockets, Brass Shell 
Sockets, Aluminum Sockets, Cord Connectors 
and Attachment Plugs. 





RH RH-8224 
Armoured Cap Armoured Brass Shell Socket 
Cord Connector Cord-Grip Cap 


No. 8272 Send for Catalog No. 21 
Receptacle Listing the Arrow complete line of wiring devices. 


ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 


PCT RIC 
‘ener 
= orvity 
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IN THE SPRINGTIME A JOBBER’S 
SALESMAN’S FANCY TURNS TO— 


In the springtime the ordinary jobber’s salesman’s fancy may turn 
to many things, depending on the time and the occasion, but six days 
in the week the live jobber’s salesman’s fancy will turn to Heinemann 
cutouts. Every springtime since 1888 electrical contractors’ fancy has 
turned to Heinemann cutouts and that’s why they sell. Synchronize 
your fancy with your contractor customer's on cutouts and you'll find 
that it is easy to book Heinemann cutout orders. 


ESCO. 
No. 3115 


A FEW OF THE NEW HEINEMANN 
UNFUSED NEUTRAL CUTOUTS 


To meet important changes in the National Electric Code we have 
designed a new line of Unfused Neutral Cutouts. You can always de- 
pend on Heinemann cutouts being up to the latest standards and 
ahead of the average on efficiency and performance. Any line of cut- 
outs which have been on the market as long as Heinemann’s is bound 
to be right and easy to sell. It pays to stock Heinemann cutouts because 
they do sell in large quantities with a minimum of effort. 


There’s a Heinemann rep- 
resentative near you. 


— 
HEINEMANN <i> ELECTRIC CO. 


1734 NORTH 5TH ST. PHILADELPHIA, PA. 

















“CIRCLE T’-TRUMBULL @ 


15 BOXES TAKE 
1000 Different Types 


of @® Unit Panels 


That is standardization 


To ‘stock these 15 box sizes 
is the same as stocking the 
1000 or more _ complete 
panels. Ship the boxes from 
your stock and the panels 
will be on the job before the 
contractor is ready for them. 
Every panelboard is packed 
in individual cartons, and 
shipped in three sections. 


1, The BOX—first required for 
roughing in wires (not packed). 
2. The PANEL—next required for 

wiring. ; 
3. The FRONT —last required for 

finishing. 
Each carton is 
# labelled. 

Cat. No. TP 306 KSFD Our catalogue and panelboard bulletin have 
6 Circuits been simplified and single fusing panels 
have been added. Send today for Bulletin 

“B” describing the complete line. 


THE TRUMBULL ELECTRIC MFG. CO. 


PLAINVILLE, CONN. 
New York Chicago 
114 Liberty Street 2001 W. Pershing Road 
Boston Philadelphia 


clearly 


San Francisco 
595 Mission Street 
Jacksonville, Fla. 




















George Buecheler, store manager for L. 
A. Wooley, Inc., Buffalo, N. Y., is the 
proud father. We forgot to ask the sex 
but from the lap full of marbles it must 
be a boy. Are we right, George? 


Better English 

Favor — Wrongly used to mean 
“letter.” 
dered; a letter may do an act of kind- 
ness, but it is not itself a kindness. 
‘I shall thank you for any favors you 
can show me,” and “It will be a great 
favor if you can let me know at once,” 
are correct uses of the word. 

Herewith—In the phrase “I enclose 
herewith.”” This word, when used in 
reference to letters, means “‘in this en- 
velope,” an idea already contained in 
the word “enclose.” 





A favor is a kindness ren- 


Our Mr. Jones—An inelegant ex- 
pression in referring to a salesman, 
which is gradually giving place to 
“Mr. Jones, our representative,” or 
merely the man’s name, his capacity 
being understood. 


Same——Wrong when used as a pro- 
noun, as, “We will give your account 
credit for same,” “We regret the de- 
lay, and hope same has not caused you 
inconvenience,’ instead of “We will 
give your account credit for it,’ “We 
hope it has not caused you inconve- 
nience.”’ “Same” is used as a pronoun 
in legal documents to give precise 
reference, but it is antiquated. In 
business letters it is the most persist- 
ent among the condemned _ stock 
phrases. It is always easy to avoid by 
the substitution of “it,” “they,” or 
“them.” 

Writer—Wrong when used in the 
mistaken belief that it is improper to 
use the first person, as in the sentence 
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To MEG 
Ml 7 
~~ SA 


‘Zeome Wasnt Built ina Day” 


ea 












































OR was the Paulding organization. Many years 
of hard and faithful labors have been devoted 
to the development of quality products, superior 
service and maximum cooperation before the 








pene LOM ones Name “‘Paulding’”’ was recognized as paramount 
; manufacturers of wiring devices. _No—not 

Paulding Devices are made built in a day, but upon years of experience. 

accurately. Each unit is 

tested and approved before Just as water wears solid rock, so has our 


shipment, eliminating the pos- ; ; ; : é ; 
ar of ible ax Ulla quality, service and satisfaction left its impres- 


parts. Every Paulding De- sion in the mind of those who put their faith in 
vice that is shipped from our : - 

plant will perform adequately an organization. 
and consistently the service 


for which it is designed. Paulding Devices have always give the utmost 

. in satisfaction. Hence they offer less sales re- 

John I. Paulding, Ine. sistance and greater profits for alert Jobbers 
New Bedford, Mass. . Salesmen. 
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Nowhen 


ELECTRIC 
HEATING 
APPLIANCES 


ARE YOU SELLING THE 
““NORTHERN” LINE? 


That the ‘‘Northern”’ line has 
one of the foremost places in 
the Heating Appliances Indus- 
try is fully proven by its nation- 
wide use and unfailing service. 


Jobbers are handling this line 


because they realize its value| 


to them as a sales builder and 
profit maker. 


Every ‘‘Northern’’ product 
has strong selling points, as job- 
bers’ salesmen who are selling 
them can well testify. 


“Satisfied customers who 
come back for more”’ is the re- 
sult for dealers selling “‘North- 
ern’ Appliances. 


It’s up to the jobber and his 
salesmen to see that all their 
dealers are stocking this line be- 
cause it means future orders. 


The “Northern” 


curling 


irons, heating pads, soldering | 
irons, heaters and radiator ele-| 


ment are well known to all deal- 
ers and you jobbers’ salesmen 


will have no trouble booking | 


orders now. 


If you are not now 
‘“Northern’”’ jobber, let us tell 
you why you should be. 


Nowhen LEledric Co. 


2837 N. WESTERN AVENUE 
CHICAGO, ILL. 





al 


| 


| 


“Your letter has been referred to the 
writer,” instead of “‘to me.” Where 
there is cause for telling your share 
in an action, the first person is correct 
and graceful. 

As per—Of legal origin. Say “ac- 
cording to.” 

Would say, or wish to say—As in 
the sentence “Replying to your letter, 
would say An antiquated and 


wordy construction. Give your an- 
swer directly. 
As in the phrases “beg to 


Relic of 


early formal courtesy, sounding un- 


Beg 
state” or “beg to remain.” 


unpleasantly servile today. 

Enclosed please find—Do not say in 
referring to an enclosure, “Enclosed 
Say “Enclosed 


you rwill find,” or better, “I enclose.” 


please find 


The reader needs no “please” to help 
him find money. But say “for which 
please send me,” because the sending 
is a service to you.—Effective Business 
Letters. 
* * 
Northland Believes in Concen- 
tration 
D. E. Ford, vice-president and gen- 
eral manager of the Northland Elec- 
tric Supply Co., Minneapolis, is a firm 
believer in cutting down on territorial 
boundaries and greater concentration 
of effort. This company started about 
six years ago with six employees, 
working in the Twin Cities, all of 
of 


parts of the Dakotas and Iowa. 


and 
Now 


the company has grown until it em- 


Minnesota, part Wisconsin, 


ploys 40 people—eight of them sales- 


Rk. M. Dobbs (left) and H. H. Hunter 
are rond salesmen for the Gilham-Schoen 
Elec. Co, Atlanta, Ga. Both knocking ’em 
dead and making no fuss about it. 





men, and more to be added—vyet in 
spite of the greater number of men 
the territory will be cut down and 
greater effort put upon a_ profitable 
volume. Volume alone does not  in- 
terest them. 

Fixtures are becoming a very satis- 
factory line with this house. They 


have been handled for about three 
years, increasing at least 50 per cent 
At first it was 


hard to get the boys interested in 


a year right along. 

carrying samples of fixtures. Once 

started, however, they soon began to 

like the line and the long profit. 
* * 


Brower Back With Tubular 

Fred W. Brower, who was formerly 
New York district manager of the 
Tubular Woven Co., Paw- 
tucket, R. I., is back with the company 
in the same capacity. His headquart- 
ers, as before, will be at 50 Church 
St., New York. 


Fabric 





You'd never dream from this picture that Bucky Harris has just lost a World’s 


Series. 
to right: 


Taken at the H. C. Robert Electrical Supply Co., Washington, D. C. 
G. S. Marshall, Westinghouse; A. S. (Jack) Burns; E. W. Gill; F. L. 


Left 


Sheckel, Westinghouse, and H. C. Lease, sales manager for Roberts. 
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BRASS PrATes that give finish to fine interiors. 
Plates that set solidly and true against. the wall. 
Plates that match the sturdy quality of your HaH 
Switches and Receptacles. 


‘ek with clean, flat edges with reinforced bevel. 
ctually thicker at the bevel than elsewhere; 
at more rigid fdr that reason. 


deeply countersunk, so the plate rests 
in the base plate of switch or receptacle. 
ial to draw or buckle when you tighten 





F Brush Brass finish, with extra smooth 
And the less expensive “Duro” finish, 
won’t dull or tarnish. 





Struck-Up, .040 or .060 Brass, and 
Solid. Special Finishes to match 
No. 8841 woodwork or any decorative effect. No. 4077 


Square Push- 
Handle Button 
Tumbler Switch 


























No. 1485 
Duplex 
Conven. 


Outlet 











No. 3000 No. 8631 
Bulls-eye Single 
Warning y 


Conven. 
Light Outlet 














No. 1709 
Lid Plate 
* \ —Single 
logue for its complete data on all ae Recep- 


of Plates. Just request it. ‘. tacle 
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Producing Fan Sales--- 


Emerson Juniors 


These two low-priced 9-inch, 4 blade single-speed 
induction fans of Emerson quality are producing new 
fan accounts from coast to coast. 


Emerson Junior 


9-inch Oscillator Many dealers are waiting for your proposition on 


Emerson Junior Oscillator and Emerson Junior Non- 

Oscillator—the leader fans of the complete Emer- ts 
son line of 9, 12 and 16-inch portable fans, and 32, (oe 
—— : \ 

\ 


48 and 56-inch ceiling fans. 


Plenty of unusual sales features are shown in book- 


let “What a Salesman Should Know About Emerson 


se 


Emerson Junior 


the 5-Year Guarantee and other makes. 9-inch 
Non-Oscillator 


The Emerson Electric Mfg. Co. 


2018 Washington Ave., St. Louis, Mo. 


50 Church St., New York, N. Y. 608 S. Dearborn St., Chicago, IIl. 


Fans.’ Let us send you this booklet to show your 


dealers the difference between Emerson Fans with 





























The Jobber’s Salesman is the only newspaper 
of the jobbing branch of the industry. 


It is the only clearing house for ideas and sales 
suggestions of those engaged in the jobbing 
branch of the industry. 


It is the only publication that is devoted exclu- 
sively to the business in which vou are en- 
gaged. 


Why not take advantage of this helpful, interest- 
ing service? A dollar a year brings it. Subscribe 
now. 
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Presenting L. L. Hirsch, president of 
the Electrical Supply Co., New Orleans, 
Ia. (on the left) and two of his city 
salesmen, James Mulla (center) and B. 
Katz. It must be tough to be mistaken 
for Ricardo Cortez. 





Syracuse Supply Adds New 
Lines 
The Syracuse Supply Co., Syra- 
cuse, N. Y., has recently changed its 
lamp line from Bryan-Marsh to Edi- 
son. Also, it is about to become a 
“Hotpoint” distributor. Last Octo- 
ber this company became a G, E. dis- 
tributor. , 
* * * 


Bosch Makes Branch Changes 


In the development of its intensive 
merchandising plans, the American 
Bosch Magneto Corp., has effected 
changes in its Detroit and Chicago 
branches. 

Charles L. Shedd, has been made 
branch manager at Chicago, where he 
will have a wider application of the 
methods he so successfully applied in 
the Detroit territory. He will be 
assisted in the operation of the Chi- 
cago branch territory by E. H. 
Thresh as assistant branch manager. 

Elliott S. Hanson, former assistant 
branch manager in Chicago, has been 
made branch manager at Detroit. W. 
R. Cogger is now assistant branch 
manager at Detroit. 


* * * 


Manufacturer’s Representative 
Goes With E. S. & E. Co. 
Harry V. Barrow, called “Wheel” 

by his friends, has joined the sales 

force of the Electric Supply and 

Equipment Co., Buffalo branch. 

Mr. Barrow had been with the Sim- 
plex Electric Heating Co. since the 
expiration of the World War. Upon 
his discharge as a commissioned officer 
in the U. S. N. he entered the employ 
of Simplex in its inside sales force 
and served in this capacity for two 
vears, then being put “on the road” in 
charge of New York state and Ohio 
territory, where he remained until 
March 1, when he resigned to accept 
his new connection with this well 
known electrical supply jobber. 
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“RACO” Bar Hangers are covered by United States 
Patent No. 1056498, dated March 18, 1913, owned by g 
the Roach-Appleton Manufacturing Company. All in- * 
fringements will be vigorously prosecuted. 

Look for this Patent number or date, which appears 
on the product of licensed manufacturers. 
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Mr. Jobber’s Salesman: 


When your customers are “roughing-in” a job they want boxes and 


supports which will work right. 


That is one of the outstanding qualities of Raco Boxes and Hang- 
ers—working right. 


Raco Bar Hangers and Raco New Work Switch Boxes are so 


simple and convenient your customers are sure to like them. 


Most Jobbers stock “Raco” products because they mean satisfied 


customers and easier sales. 


If your house is not lined up with “‘Raco’’, 
talk to your Sales Manager about it. 


Roach-Appleton Mfg. Co. 


3440 North Kimball Avenue, Chicago, III. 


Branches: Boston, Detroit, Los’ Angeles, Minneapolis, Philadelphia, 
Portland, Cleveland, Indianapolis, St. Louis, Pittsburgh, Seattle, Vicksburg, 
New York, Denver, Miami. 









We manufacture a full line of Switch Boxes, Outlet Boxes 
and Covers, Ceiling Boxes and Plates, Bar Hangers, Set-Up 
Boxes, Ground Clamps. 
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The Kiefers of Peoria 

One of the houses that is doing a 
constructive job in a territory suffi- 
ciently limited to permit of concentra- 
tion of effort is the Kiefer Electrical 
Supply Co., of Peoria, Ill. The com- 
pany was organized in 1922 and is 
more or less of a family affair. 

Anthony Kiefer is the treasurer and 
he has two sons in the business with 
him —W. R. Kiefer, who is president 
and general manager and A. D. Kiefer 
who acts as head of the radio depart- 
ment. A brother, Albert Kiefer is 
secretary. Aside from the members of 
the Kiefer family, there are two other 
principals in the organization—TF’. L. 
Newton, and D. E. 
Kazar, sales manager. All these men, 
with the exception of Anthony Kiefer, 


vice-president 


are actively engaged in the sales end 
of the business. W. R. A.D, 
were formerly contractors — while 
Albert is a licensed architect. 

The company operates in a territory 


and 


with a radius not over 100 miles from 
Peoria, which does not carry it into 
the limits of the large cities of Chi- 
cago and St. Trade in the 
average sized middle west town and 
city is sought and cultivated carefully. 
The company takes pride to a man in 
the work that it is doing and particu- 
larly in the quality of the lines which 
it handles, such as Benjamin, Garland, 
M. B. Austin, Westinghouse Lamp, 
Frank Adam, Hubbell, Trumbull Elec- 
tric and U. S. Rubber. 

Its 1925 
per cent over that of the previous year. 

* * 


Louis. 


business in increased 27 


Middle States Holds Unique 
Conference 
with a_ tendency 
shown by some jobbers to let the 
jobber’s salesmen do all the talking 
at sales the Middle 
States Electric Co., Chicago, holds a 
conference each month at which time 
the officers and salesmen of the com- 
pany give a talk on subjects previ- 
ously assigned to them. 

To give those interested an idea of 
the topics discussed the program of 
the last meeting is given heré: Mr. 
Holland, Westinghouse lamps; Mr. 
Cox, “Bryant wiring devices;’ Mr 
Heinze, “Manning Bowman heating 
Mr. Jennings, Simplex 
heating devices; Mr. Mehan, pole 
line hardware, and Mr. Potts, light- 
ing fixtures. 

The meetings proving ex- 
tremely interesting and instructive. 


In line being 


conferences, 


devices;”’ 


are 


Erner Electric Makes Some 
Changes 


James M. Bateman, vice-president 
and general manager of the Erner 
Electric Co., Cleveland, has an- 
nounced some changes in his organiza- 
passed on to THE JossBeEr’s 
through the courtesy of 
Richards, Bussman representa- 


tion, 
SALESMAN 
H. J. 
tive in Cleveland. 

Earl Brunswick, salesman with the 
company for the past seven years has 
just been 
charge of all supply sales. Earl previ- 


made sales manager in 


ous to his Erner Electric connection 
was with the Graybar Electric Co.. 
Cleveland, as a salesman. 

W. Scanlon, for a number of years 
salesman with the Graybar Electric 
Co., St. Louis, is a new salesman for 
Erner in Cleveland, calling on the in- 
dustrial trade. He is a live wire. 

Art. Milner has just been placed at 
the head of the service department. 
Customers can now expect some real 
service as he is one of those “inde- 
fatigable’’ workers and the job re- 
quires just that type of a man. 








A few more pictures taken at the Pacific Division, E. S. J. A., meeting at 


Del Monte, Calif. 


Top: If Ray Murphy swats the golf club on which Charley 


Hillis of the Electric Appliance €o., San Francisco is leaning we are afraid 


Charley will lose his gosh darn poise. 


his back to the camera until he turns around. 


We can’t tell you who the chap is that has 


Over on the right, behind the pipe, 


is Jim Lavenson of Alexander & Lavenson Elec’l Supply Co., of San Francisco. 


Center left: January in California! 


And a great day for a game of golf. 


Wonder 


if Karle Alexander, on the left, is trying to coax the two civilians into golf togs. 


In the center is George Gray, manufacturers’ agent of San Francisco. 
is L.. E. Newell, of Dunham, Carrigan & Hayden of San Francisco. 


On the right 
Earle Alexander 


is president of Alexander & Lavenson Elec’! Supply Co., San Francisco, newly 


appointed G. E. distributors. 


Center, right: 


A hole in one? Maybe. But we 


cannot tell from the contrasting expressions on the faces of Clarence Thompson 
(left) of the Westinghouse Elec. & Mfg. Co. and Jim Lavenson (right) of Alexander 


& Lavenson Elec’l Supply Co., both of San Francisco. 
of the Graybar Electric Co. of San Francisco, 
Bottom, right: 


is divided in the “Calcutta Pool.” 


Bottom, left: Bill Berry 
trying to explain how the money 
Looks like Harry Boardman 


is giving Phil Gough of Listenwalter & Gough, of Los Angeles the once over. 
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Properly Frictioned to 
Prevent Current Leakage 


Firestone Friction Tape surpasses Government 
specifications as to adhesion, tensile strength and 
durability —assuring easier application and service 
at lowest cost per year. Dealers find the many ad- 
vantages of Firestone Friction Tape genuinely appre- 
ciated by tape users everywhere. Your customers 
want these advantages too. Write or wire the nearest 
Firestone Branch or the Factory at Akron, Ohio, for 
prices and specifications. 


Fireston 


FRICTION TAPE 





MAN IN THE INDUSTRY.” 





High voltage current 
cannot break through 
Firestone Friction 
Tape. The rubber with 
which it is frictioned is 
specially compounded 
to eliminate all con- 
ductive elements. Lab- 
oratory tests more ex- 
acting than those of the 
American Society for 
Testing Materias or 
large equipment man- 
ufacturers, prove the 
dielectric strength of 
this tape before it 
leaves the factory. 





























AMERICANS SHOULD PRODUCE THEIR OWN RUBBER ... ASSinnlawL 
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Three 
Day-Fan 
Products 

Your 'Trade 
Knows Well 


a 


THE 


Day-Fan Fans 
(Formerly Dayton Fans) 


They know this fan because it gives | 
their customers “extra air delivery’ — 
made possible because the blades are 
big and the motor powerful. 

| 


| facilities. 


SALESMAN OF THE 
Wirt Direct Factory Repre- 
sentatives 

The New York and New England 
territory of the Wirt Co., formerly 
handled by Geo. C. Knott of New 
York, is now being traveled by direct 
B. White, 
with headquarters in New York. The 
Chicago and middle west territory, 
handled by the Doherty- 
Hafner Co., Chicago, is now being 


factory representative, J. 


formerly 


traveled by direct factory representa- 
tive, Henry W. Punke, with 
quarters in Chicago at 738 W. Monroe 
The Philadelphia south 
Atlantic being 
covered by R. L. Gilmour, with head- 
quarters in Philadelphia. The Pitts- 
burgh and central southern territory 
is being handled by L. F. MacGronan, 


head- 
St. and 


coast territory is 


“he adquarters in Philadelphia. 
ee 


Emerson Acquires Additional 
Factory Space 
Arrangements have been completed 
by the Emerson Electric Mfg. Co., 
St. Louis, for increasing its factory 
A lease has been secured 


_on a building located on the’ north- 


east corner of 2Ist and Olive Sts., 
St. Louis. 
The plant newly added is a modern 


| well-equipped brick building of seven 


Day-Fan Motors 
(Formerly Dayton Motors) 


Used as standard equipment by some of 
the best known makers of electrical re- 
frigeration and other household appli- 
ances because they are built especially 
for the work. 





Day-Fan Radios 


Your customer knows this radio set. 
He saw the name “Day-Fan”’ in radio 
spread from coast to coast. 


Be prepared when they ask you about 
Day-Fan Products. Write-us for in- 
formation. 


THE DAYTON FAN AND 
MOTOR COMPANY 


DAYTON 


RADIO + MOTORS +: FANS 
Tg ww 





For more than 37 years manufacturers 
of high grade electrical apparatus 


It of the 
slow combustion type, fully equipped 


stories and basement. is 


JUBLERK ts THE MOST IMPORTANT MAN 


IN THE INDUSTRY 


with automatic sprinklers and is bein; 
remodeled to suit the particular need 
of the 
the building would be occupied befor 
April 1. 

The addition of this building t 
the plant: 
brings the floor space occupied by th: 
company up to 330,000 sq. ft. 

3 * 


Kk * 


_A. M. Little Adds New Lines 


Several substantial lines to be han 


company. It was expecte: 


Emerson manufacturing 


dled on an exclusive basis have re 
cently been taken on by the A. M 
Little Co., of Syracuse, N. Y. Among 
the All 


Corp., Chicago, General Radio Co.. 


them are American Radio 
Cambridge, Mass., and the Reynolds 


Spring Co., Jackson, Mich. 
ee ot 


C. M. Kelly Advanced by 
Graybar 
Announcement is made by th 
Graybar Electric Co., of the appoint 
ment of Charles M. Kelly of White 
Plains, N. Y., as district sales de 
velopment specialist for New England 
territory, with headquarters at Boston. 
Mass. Mr. Kelly will be in charge of 
all engineering work in connection 
with the sale and installation of public 
address equipment and other applica- 
tions of electrical amplification ap 

paratus. 





Here is where we double-cross some of the boys of the Graybar Electric Co.’s Balti- 


more house. 


It’s the only picture of its kind in existence. They are so busy jumping 


around to keep up with their new name that only the camera is rapid enough to catch 


them. 


If you can make them out, from left to right, they are: A. G. Jones, H. S. 


Willett, M. J. (Mike) Meskill and W. C. Comegys. 
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Hamilton Beach 


IS A YEAR ROUND LINE 
and it’s Nationally Advertised the Year Around 


AMILTON BEACH Advertising reaches regularly 43 out of Every 100 WIRED Homes. In 
every city in your territory nearly every other family—and more than half of the homes with 
buying power, are reading regularly about the superiority of the fast selling Hamilton Beach 
Line. 
For every member of the family there is a Hamilton Beach Product—Mother and Daughter 
want the Vacuum Sweeper, the Home Motor, the Vibrator and the Hair Dryer. Dad and the boys 
want a Workshop Motor. In addition, think of the tremendous commercial market for the Ham- 


ilton Beach Small Motors. 
Hamilton Beach is a Year "Round Line—producing Year ’Round Profits. 











| 6,146,833 Families EVERY PRACTICAL 
regularly read the Hamilton Beach advertise- DEALER SALES HELP 


ments month after month in 


The Saturday Evening Post Hamilton Beach mene ene the dealer to go 
it alone. Instead, in addition to a strong na- 
- The Ladies’ Home Journal tional advertising campaign we furnish Free 


every practical, tested Sales Promotion Help— 


Good Housekeeping snappy, colorful, business getting folders for 


counter or mail use; forceful window displays; 


Reaching 43 out of every 100 Wired homes, as 5 ; 
a direct mail letter campaign; complete cuts and 


these three Dominating Magazines tell of Ham- a : 
copy for your local newspaper advertising; pic- 


ilton Beach Superiority Regularly. Nothing : 

ture slides, etc. 
spasmodic—nothing sensational but steady— 
persistent advertising of a Time Proven Line of See that your dealers have a supply of Ham- 


Quality Products. ilton Beach Free Sales Helps. 























SALESMEN “etal Qed 


The Hamilton Beach Line will be a money maker for dealers who stock it and 
cash in on Hamilton Beach Popularity—Advertising and Demand. It will be a 
tough line to compete against—so see that your dealers are not only well 
stocked but take full advantage of the 1926 Hamilton Beach Merchandising Plan. 











Hamilton Beach Manufacturing Company Racine, Wisconsin 
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| Empire Electric Secures Larg< 


Kr = - - \ LJ 
| E STANDARD MICA INSULATION ‘ Fan Orders 
= \ The Empire Electric Supply Co 


Houston, Tex., has started its fa 
season by selling 1,700 ceiling fan, 





























MICABOND TAPE—the 
tdeal tnsulation for small 
diameters and emergency 
repairs. 


The Better the Insulation 
the Greater the Sales 


Dependable service is the MICABON D—the stand- 
object of every manufac- ard mica insulation has 
served the electrical in- 
dustry with unfailing de- 
pendability and absolute 

uniformity for 27 years. - eon 
jobber and dealer. De- For manufacturer and Mrchno Na er NG 
pendable service is 1m- jobber alike it assures | Nousfon, fe rex 
possible without good better service, greater 
insulation. sales and increased profits, 


“MICABOND—\th ica”’ 
Send fora copy of e Modern Mica | Its first order called for over 700 
_f CHICAGO Mica Co.7 | ceiling fans for installation in the 


can GAINES GueEe | mae mses raed ee ” 

V A L P A R A I Ss Oo, I N D. ous om. 1€ second order comprises 
1,000 ceiling fans for the new Medical 
MTT Arts building in the same city. The 
company is a distributor of Emerson 


turer of an-_ electrical 
product and the basis of 
profit for manufacturer, 








Over 700 Ceiling Fans in This Building 























fans. 
Changes at Trico 
The Trico Fuse Mfg. Co., Mil 
waukee, has made many changes in 
its plant. The electrical testing lab 
| ) | Ki oratory has been. enlarged and re- 
built with the latest and best equip 
































“> * h,” ment installed. The offices have also 


| ) C 
| been enlarged and in the factory new 
ivan PAE ||] sve cause has ben Insta 


and production facilities considerably 





FLEXCO-LOK, key locking and FLEXCO, sncreased 
non-locking lamp guards fit all lamps and increased, 
sockets in general use. This is the most com- H ee ee : v 
pact line there is and we believe that the rapid \) WA | lhe sales organization has been 
strides made in sales indicate it is the finest. 

















increased by the appointment of Her 
Our eleven salesmen in their regularly as- mit bert E. Hartstein, eastern sales man 
signed territories call on guard users and place 


orders through jobbers carrying stocks. Data 1 ager, Philip Rypinski, central sales 
and small sample on request. sclulie: 


Flexible Steel Lacing Co. sales manager. 


4698 Lexington St., Chicago, Ill. pt } < oe oe 





manager, and Fred C. Geiler, western 












































AYAVAOVUADAVNEQUANATUANEAUUAUOMTULGIANANATOERAACRIDIDATIRNT : Craig Loses Secretary 


| The sad look that R. B. Craig, sales 
7 N manager of Capitol Electric Supply 


MN) Co., Lansing, Mich., is wearing thes« 
NZ days has nothing to do with selling. 
‘ Miss Ethel Wilson, his pretty and 
) efficient secretary. is going to take 
~ 












































Stanley Bullen for better or for 


|} worse, 
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Lath fits snugly into 
supports on either 
side of box affording 
asolid plasterjob. No 
more cracking. No 
more patching 
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ee _ py cn ee 


ott te 


Less time on the job 
means greater profits 
for the contractor 


Nail the top bar'to 
the studding 


Suspend the 
em “‘Lock- 
tite’ from 
the groove 
in the top 
mounting 
bar 





Hook the bottom bar 

to the bottom of the 

box. Adjust exactlyto 
position desired 











Nail bottom 
bar to the 
studding. 
Box lock: 
rigidlytn 
place 


The box is then 
ready for lathing 


Box and bars provide rigid 
lath support. No fastening 
for lath required. 


Labor costs high— competition forcing extremely 
close figuring—one method of increasing the profits 
is byinstalling Gem Locktite Sectional Switchboxes. 

Only three pieces, top and bottom support and 
box, none of that fussing with wooden supports and 
blocks that consumes valuable time. The Gem goes 
up in jiffy. Box can be placed exactly where you 
want it regardless of spacing between studs. A 
Gem installation is not only fast—it presents a neat 
and workmanlike job. 

Gem Locktites are made for loom, flexible con- 
duit and rigid conduit. 


CHICAGO FUSE MFG. Co. 


INCORPORATED 1889 
Manufacturers of “> 
Electrical Protecting 
Materials and Conduit 

Fittings 
1519 W.15TH STREET 


CHICACO 


8 Ma 








(Patent applied for) 
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—A material that brings 
added profits to jobbers, 
dealers and manufacturers 







Whether you realize it or uct in which it is used. 
not, you are interested in 


FIBROC-Bakelite. Consequently it builds 


sales and profits — and 
In Levolier Condurt_ that’s where you come in. 
Switches, for instance, Why not learn more 
FIBROC playsa mostim- about this remarkable 
portant part. It greatly material? Your request 
increases the life, quality will bring a copy of 


and service of every prod- “FIBROC FACTS.” 












Fibroc Insulation Co. 


1021 Lincoln Avenue, 


VALPARAISO, IND. 














| 




































DON’T PASS 
THIS UP 


The Round Outlet Series is made in seven different types for 1%” 
and 3%,” conduit and has a wide range of attachment covers for 
mounting of standard round switches and _ receptacles. 






























One of the features is the swivel cover with adjustable spread of 
mounting screws. It can be set in any position and the nuts will 
hold firmly while the receptacle is being attached. 


Our little pocket size booklet on Powerlet Fittings is just what you 
need for full selling information. Send for it today. 


eis MULTI ELECTRICAL 
. Sa : Manufacturing Co. 


1848 W. 14th St. 
CHICAGO, ILL. 








ras eas AB AS 
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Bagnall with Standard 


Fred W. Bagnall, formerly appli- 
ance sales manager of A. T. Knowl- 
son Co., Detroit, 
Mich., is now rep- 
esenting the 
Standard Electric 
Stove Co., Toledo, 
Ohio, in eastern 
Michigan. His 
headquarters will 
be in Detroit. 
While with Com- 
mercial, Fred sold 
Standard ranges in considerable quan- 
tities to such apartment buildings as 
the Detroit, the Whittier No. 2, the 
Cranbook and the Parkstone. 

* * * 





Sas 











Curtis Transfers Simmer to 
Texas 


Curtis Lighting, Inc., of Chicago, 
has announced a change in the south- 
western territory. F. H. Simmer, 
formerly resident engineer in the In- 
diana territory, has been transferred to 
the southwestern, and now represents 
Curtis Lighting, Inc., in the states of 
Texas and Oklahoma, with headquar- 
ters in the Republic Bank Bldg., 
Dallas, Tex. He succeeds G. K. 
Clement in that territory. 


* 


I. A. Bennett & Co. in Their 
New Home 
An entire building of three stories 
and basement is now occupied by 
I. A. Bennett & Co., Chicago, at 753 
W. Jackson Blvd. The building runs 
clear through from Jackson Blvd. to 
Boston Ave. On Boston Ave. there 
is a warehouse entrance with a loading 
platform capable of handling four 


trucks at once. 





* 





* 


The office is on the main: floor, 
much larger than in the old quarters. 
Also, the warehouse space is increased 
by about 10,000 sq. ft. This will 
enable them to carry a larger and 
more comprehensive stock and take 
care of the new lines manufactured by 
the National Metal Molding Co., such 
as flexible cords, extra flexible cords, 
lead cable and weatherproof wire. 

H. J. Newton, who has been with 
the company 14 years, has been ap- 
pointed assistant manager, R. C. 
Bennett being manager, as reported 
recently. J. M. Moore has moved 
to St. Louis to handle the business 
there. 
























April, 1926 THE JOBBER’SfAJSALESMAN 125 
fr 











“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 








What interests you more— 


PRICE or PROFIT? 
If it’s Profit, then the 


JEWEL, 


ELECTRIC VACUUM CLEANER 
will be your choice. 








Your dealers are not in business for their health, therefore 
a cleaner with unusually attractive selling features, priced far 
below machines of its class, allowing them greater profit 
than any other, has the strongest appeal. 


FREE ATTACHMENTS 


featured in the dealer's local advertising will bring buyers 
into his store as nothing else will. 


“ 










The JEWEL is a Quality 
Machine throughout as 
the specifications show 
and as proven by the two 
year guarantee bond 
which we give with ev- 
ery machine. Write or 
wire for sample JEWEL 
for your inspection and 
approval. 


The JEWEL is strict- 
ly a jobber’s ma- 
chine. It is not sold 
‘by any other name 
through mail order 
houses. 





CLEMENTS MFG. CO. °3.20n* 
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“FOUNDED ON THE BELIEF 








THAT THE SALESMAN OF THE 


MANUFACTURERS 
NEWS 


JOBBER IS THE MOST IMPORTANT MAN 


IN THE INDUSTRY.” 




















Hotpoint, Three-Point Jobbers 
Meet 

A sales conference of Hotpoint job- 
bers and jobbers’ salesmen from the 
Chicago and Cleveland districts was 
held at the plant of the Edison Elec- 
tric Appliance Co., Chicago, on Feb- 
1926. 


advertising plans for 1926 were dis- 


ruary 10 and 20, Sales and 


cussed and much enthusiasm shown 
over the prospects for increased sales 
this vear. Among the jobbers repre- 
sented were: 

William Hall Electric Co., Dayton, 
©.: F. D. Lawrence Electric Co., Cin- 
cinnati, O.; Frank C. Teal Co., De- 
troit,. Mich.. James Clark, Jr., Co., 
Ky.; Erner & Hopkins 
Division, Lake States General Elec- 
tric Supply Co., Columbus, O.; Cres- 
cent Electric Supply Co., Madison, 
Wis.; Protective Electrical Supply 
Co., Fort Wayne, Ind.; Victor Elec- 
tric Supply Co., Detroit, Mich.; 
Capitol Electric Supply Co., Lansing, 
Mich.; C. J. Litscher Electric Co., 
Rapids, Mich.; Knowlson 
Lake States General Elec- 
Co., Detroit, Mich.; 
Co. Division, Lake 


Louisville. 


Grand 
Division, 
tric 

Nagel 


Supply 
Electric 


States General Electric Supply Co., 
Toledo, O.; George D. Worthington 
Co., Cleveland, O.; Indianapolis Elec- 
Division, Lake States 
General Electric Supply Co., Indi- 
anapolis, Ind.; Swords Electric Co., 
Rockford, IIl.; Electric Co., 
Pittsburgh, Pa.; Post-Glover Division, 
Lake States General Electric Supply 
Co., Cincinnati, O. 


A banquet was held on the eve- 


tric Supply 


Union 


ning of February 19 at which several 


An 


interesting feature was the arrange- 


prominent speakers were heard. 


ment of the table in the form of a 
triangle to illustrate the three-point 
jobber policy of the Hotpoint line, 
the three points being, ‘‘Protection,”’ 
“Popularity” and “Profit.” 


* * 


Brazeau Represents Jefferson 
Electric 


E. F. Brazeau has been appointed 
direct factory representative by the 
Jefferson Electric Mfg. Co. of Chi- 
cago, to cover eastern United States 
territory, with headquarters at 32 W. 
75th St., New York. 





New Sales Offices for Autovent 
Several new sales offices have been 
created recently by the Autovent Fan 
& Blower Co., Chicago, to give addi- 
tional service to jobbers and contrac- 
tor-dealers on ventilating fans. 

At Indianapolis, the Scott-Jaqua 
Co., 230 S. Pennsylvania St., cover- 
ing 
Indiana territory. 

At Buffalo, N. Y., 
has appointed J. 
502 Trust 


Burroughs, who _ is 


Indianapolis and _ surrounding 
the 
Harry Burroughs. 

Bldg. Mr. 
an experienced 


ventilating engineer, will also spend 


company 


Marine 


a large part of his time with the 


jobbers and electrical trade. 


At Syracuse, N. Y., Sanderson & 
Lix, 415 Seitz Bldg., Syracuse, will 
be the in the 
Syracuse territory. 

At Des Moines, Ia., the business 
will in the future be handled by J. 
K. Alline, 1354 W. 8th St. He will 
devote a large portion of his time to 
the and their 

The above appointments have been 
made necessary by the increased in- 
terest everywhere shown in ventila- 
tion. 


new representatives 


jobbers salesmen. 








Hotpoint, Three-Point Jobbers and Jobbers’ Salesmen Meet in Company Plant at Chicago 
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Chicago Fuse Company Ap- officers chosen were: President and | 


points Philadelphia District 
Sales Manager 
The Chicago Fuse Mfg. Co., man- 
ufacturer of electrical protecting ma- 
terials and conduit fittings marketed 





L. F. Blendermann 


under the trade names “Union” and 
“Gem”, announces the appointment of 
L.. F, Blendermann as district sales 
manager at Philadelphia. 

Mr. Blendermann of 
friends in the trade and this, coupled 
with the good will the Chicago Fuse 


has a_ host 


Mtg. Co. already enjoys due to the 
strong jobber policy which it has 
maintained consistently during the en- 
tire 36 years of its existence, makes 
this look like a happy development for 
every one concerned. 
* * * 
American Wiremold Co. 
Increases Capital 

The American ,Wiremold Co. of 
Hartford, Conn., is increasing its capi- 
tal from $200,000 to $600,000. At its 
annual meeting steps were taken for 
this and of the earned surplus $200,- 
000 was placed into common stock, 
making the total common $400,000, 
and being a stock dividend of 100 per 
cent. A new issue of $200,000 in the 
shape of six per cent cumulative par- 
ticipating preferred was voted and a 
portion is being placed with execu- 
Its par 
is $10 that its diffusion may be more 
easily accomplished. 

The directors chosen were W. K. 
Murphy of Los Angeles, H. B. Kirk- 
land of New York city and D. Hayes 
The Jatter came here from 


The 


tives, salesmen and employes. 


Murphy. 
Pittsburgh about six vears ago. 


treasurer D: Hayes Murphy;- vice- 
president, H. B. Kirkland; secretary, 


W. D. Ball. 
The company has 150 employes and | 
with its predecessor, the American | 


Conduit Manufacturing Co., has been | 
a dividend payer for over 20 vears. | 


* * * 


Beekman Heads Hotpoint 


Appliance Department | 
M. H. Beekman has been appointed | 
manager of the appliance division of | 
the Edison Electric Appliance Co., | 
Chicago, to succeed A. H. Jaeger, re- | 
signed. Mr. Beekman has been man- | 
ager of the service department where 
he built up a large amount of good 
will for the Hotpoint company. Pre- 
ceding this he was assistant sales | 
manager of the Chicago district. 
After his graduation from Rutgers | 
College as an electrical engineer, he | 
went with the Crocker-Wheeler Co., | 
and worked from the 
the 
Later he was division head for T. F. 
president of Mont- 


Ampere, N. J., 


testing department into sales. 


Merseles, 


now 








M. H. Beekman 


gomery Ward in the business of man- 
ufacturing and distributing dish wash- 
ing machines. he 
cided to cast his lot with the electrical 


It was here de- 
devices for the home. 

D. C. Marble has been appointed as 
manager of the service department to 


Mr. Beekman. Mr. Marble 


has been transferred from the range 


succeed 


division where he was assistant to the 


sales manager, P. L. Miles. 
















(AYA AY A) 














“American Brann” 


WEATHERPROOF Wire Ano CABLES 
HAS NO EQUAL 











SUPERIORITY 


When the ordinary weatherproof 
wire is giving way the “Ameri- 
can Brand” is still “going 
strong.” This is a direct result 
of over 26 years of honesty in 
the manufacture of American 
Brand Weatherproof and Bare 
Copper Wire and Cables. 

SEND FOR SAMPLES, they 
will prove to you the ‘Amer- 
ican Brand’s’’ superiority. 








ff 


American insulated 
Wire & (able Co. 


_ SHICAGO 
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H. D. Puckett is the popular southwest 
district sales manager of the Edison Lamp 
Works. 





Three New Men for George 
Richards 

George Richards & Co., Chicago 
have recently added three men to the 
sales organization. They are: J. A. 
Conroy, J. P. Randall and E. J. Hans- 
man. 

Hansman and Mr. Conroy will be 
sent to the eastern territory, while 
Mr. Randall will have his headquar- 
ters at Dallas, Tex. 

Mr. Randall comes direct from the 
Southwestern Light & Power Co., of 
Oklahoma City, and is entirely famil- 
iar with the territory which he is to 
He is the 
merchandising end of the electrical in- 


cover. well versed in 
dustry as this has been his chief occu 
pation. Mr. Conroy comes from the 
had _ considerable 
perience in the electrical industry. 
Mr. covered the 
territory prior to his joining the 


east and has ex- 


Hansman eastern 
organization and is thoroughly famil- 
iar with the wholesale trade. 
* * * 
Sage & Hearl Represent Steel 
City 
Steel City Electric Co. announces 
that it has made arrangements with 
Sage & Hearl, Inc., to represent it in 
the Chicago territory, effective at once. 
They are now located at 715 West 
Lake St., Chicago, and will carry a 
large and complete stock of Steel City 
It will be 
their policy to co-operate with the 


products at that address. 


jobber to the fullest extent. 


Boyd Gets Larger Curtis 
Territory 
The Curtis Lighting, Inc., of Chi- 
addition of the 
Alberta, Van- 
Columbia to the 
territory covered by its resident engi- 
neer, Charles T. Boyd. His territory 
consisted of Washington, 
Idaho Mr. 
Boyd has recently moved his office 
from the Terminal Sales Bldg., to the 
Douglas Bldg. at Fourth Ave. and 
Union St., Seattle, Wash. 


* * * 


cago announces the 


Canadian provinces, 


couver and .British 


formerly 


Oregon, and Montana. 


Ott Represents Jefferson 

C. A. Ott has been appointed North- 
western representative for the Jeffer- 
son Electric Mfg. Co., Chicago, with 
headquarters at Minneapolis. 

Mr. Ott has long been associated 
with the automotive equipment and 
electrical industries in that territory 
and his many friends in the trade will 
be glad to hear of his new connection. 


* * * 


McElroy Moves 
The William R. McElroy Co., Pitts- 
burgh, of Fansteel 
Products, Radio, Andrews 
Radio and L. S. Brach, has moved to 
104 Werner Bldg., 631 Penn. Ave. 


* * * 


Federal Appoints Borland 

The Federal Electric Co., Chicago, 
announces the appointment of Charles 
Borland to the position of general 
sales manager as of February 1. 


representatives 
ry: 
Timm 


IMPORTANT MAN IN THE INDUSTRY.” 


When any of the employees of James H. 
Betts, Inc, New York, get lonesome for 
their roof garden, Mr. Betts gives them a 
copy of the above picture. A. C. Judd, 
secretary of the company is already dig- 
ging into flower and shrub catalogs. 
This garden, located on the roof, is the 
hobby of the Betts organization. 





Killark Building Nears 
Completion 
The new factory building of the 
Killark Electric Mfg. Co., St. Louis, 
It is of rein- 
forced concrete construction and occu- 


is nearing completion. 


pies the site of the former factory at 
2940 Easton Ave. 
possession February 15. 

* * *” 
Cutler-Hammer New Atlanta 
Office 

The Cutler-Hammer Mfg. Co., of 
Milwaukee, Wis. has opened a new 
sales office in the Healey Bldg., Atlan- 
ta, Ga. This office will take care of 
the trade in the states of North Caro- 
lina, South Carolina, the eastern sec- 
tion of Tennessee, Georgia, Florida, 
southern Alabama and Mississippi. A. 
C. Gibson, formerly of the Philadel- 
phia Office, is in charge. 


The company took 





This is one-half of the display floor of the West Texas Utilities Co., with Hurley 


washing machines very much in evidence. 
courtesy of the Southwest General Electric Co. 


The picture was obtained through the 
The utility people in the picture are 


Mr. Cox at the desk and Mr. Kirkendall at the right. 
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That question will be asked hundreds of times a month in 


dealers’ stores where this counter card is displayed. 


Bryant No. 65024 plug-in pull socket screws into a key- 
less, key or push-button socket or receptacle and makes a pull 
device of it. The pull socket is the most convenient of all 
sockets. No. 65024 makes every socket equally convenient. 


In every carton of ten 65024’'s this 
snappy, three-color display is packed. It 
draws attention to the goods and is bound 
to sell them if given a little airing on the 


counter. 


No. 65024, List $0.70, Schedule B, 
Standard Package 10, Carton 10, with dis- 
play card. 


* OR ORY 


“perp * 


THE BRYANT ELECTRIC COMPANY 
BRIDGEPORT, CONN. 


NEW YORK CHICAGO 


342 Madison Ave. 844 West Adams St. 
SAN FRANCISCO, 149 New Montgomery St. 
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New Electrical Products, Illustrated 





The malted milk mixer shown on the left 


is the latest product of the Hamilton Beach 


Mfg. 


Co., Racine, Wis. 


It is designed to 


meet the requirement for a mixer to readily 


handle hard ice cream. 


It is easily cleaned 


and tremendously fast in operation. The 
No. 104 motor shown above is also a new 


product. 


It is 1% H. P., and operates on 


DD. C., or A. Cy = 105 to 120: volts. It has 
a speed of 6,000 R P. M., and is equipped 
with a three-speed rheostat. 











The General Electric Co., Schenec- 
tady, N. Y., is now marketing a new 
soldering iron of light construction, 
designed to heat up quickly. This 
iron is made in standard sizes ranging 
from 4 in. to 1% in. tip. 





2. Hi fa Gis * 


vm “1 Fit 


The Square D, ‘40,000 — series” 
switch is a low priced type being 
made by the Square D Co., Detroit, 
Mich. It is designed for infre- 
quent installations, such as discon- 
nects, entrance switches, ete. 


The Reynolds Spring Co., Jackson, 
Mich., manufacturers of the “Rey- 
nolite Masterpiece” line of hot molded 
electrical convenience fittings are 
showing a new appliance cord set de 
luxe, designated as No. 610. This 
consists of ‘“Reynolite” connector 
plug No. 510, fitted with new positive 
lever action switch and universal con- 
nectors, and “Reynolite” separable 
plug No. 420, connected with full six 
feet of blue and gold, silk covered, 
extra flexible, approved heater cord. 


Twenty pieces comprise the new 
line of residential fixtures that the 
“Ivanhoe” division of The Miller Co., 
Cleveland, O., is announcing. The 
name Espantine which suggests Span- 
ish-Italian will be used to designate 
this new merchandise. The two-light 
wall bracket is illustrated here. 








The No. 3608 wall box ilustrated 
above is manufactured by the Trum- 
bull Electric Mfg. Co., Plainville, 
Conn. It is planned to add a con- 
centric 1 in. by 114 in. knockout on 
all four sides of the box. 














The Beaver Machine 
& Tool Co, Inc., of New- 
ark, N. J., have just 
placed on the market a 
keyless extension candle 
socket. ‘The manufactur- 
er directs attention to 
the sturdy construction 
of the steel supports 
which are so formed as 
to be strong both against 
rotation and also against 
bending at the point 
where they are attached 
to the bushing. 








The “Corto” electric steam radiator 
illustrated on the left is a portable 
radiator of attractive design manu- 
factured by the American Radiator 
Co., Chicago. It is said to be an ideal 
solution of the heating needs of sum- 
mer homes, and homes in the south 
and west coast where intermittent 
heating methods are desirable. It has 
a small water content in proportion to 
its surface, a cup of water being suf- 
ficient for one year of service. This 
also gives the advantage of rapid 
heating. A three-heat switch “high,” 
“low” and “medium” is the only con- 
trol. Equipment consists of filler and 
cap, safety valve, air vent, heating ele- 
ment, three-heat electric switch, and 
six feet of cord. The switch is regu- 
larly clamped to the radiator, but it 
may be fastened to a wall if desired. 
The radiator may be painted or en- 
ameled any color and may also be 
secured in white porcelain enamel for 
bathrooms. 
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Clearsite Fuses 


The greatest development in design and 
erformance in plug fuses since the screw 
g 


shell type has been in use. 


Made only by the pioneer manufacturer who 
blazed the trail of adoption and use of 
Renewable Fuses to the end of securing 
“approval” by the Underwriters’ Labora- 
tories, Inc., and the great American public. 


Economy Fuse & Mfg. Company 


CHICAGO, U.S. A. 
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New Electrical Products, Illustrated 
























The Victory lanterns are manufac- 
tured by the Victory Lamp Co., 1938 
Germantewn Ave., Philadelphia, Pa. 
Victory copper outdoor lanterns in 
clude some with brackets, others pen- 
dants with rigid stem or chain com- 
prising the unusual in bent glass in- 
novation, with the geometric forma- 
tion of various periods in Old En- 
glish, Dutch, Danish, Oriental and 
Colonial with hybrids of different 
periods assembled, fantastic, original, 
and depicting the vogue of the day. 
















The Beaver Machine & Tool Co., 
Inc., Newark, N. J., have just intro- 
duced a new plural outlet or tap as 
illustrated. This new plural outlet 
permits the light to hang down 
straight as is most desirable, also 
permits the use of standard shade 
holders and furthermore the special 
outlets for attachment plug caps are 
above where the shade holder is. 









Mathias Klein & Sons, Chicago, has 
brought out a new type of oblique 
cutting pliers. It is similar to the 
present No. 202 series but is heavier 
and sturdier. The knives, which are 
perfectly fitted, cut clearly the full 
length of the blade. 


































A restaurant type electric waffle 
iron which features an automatic 
control of the heating elements is 
that now being manufactured by the 
Westinghouse Electric and Manufac- 
turing Co., East Pittsburgh, Pa. A 
new disk type thermostat in the up- 
per and lower plates constantly 
maintains the proper baking temper- 
ature. 















The McGill Mfg. Co., Valparaiso, 
Ind., has just placed on the market a 
unique switch—a small series multiple 
switch suitable for installing in shal- 
low canopies, portable bases, chande- 
lier bodies and wherever space is lim- 
ited—to control the lights and give 
users the benefit of a “turn-down” or 
dimming feature, and keep fixtures and 





lamps from looking ugly by having 
only half the lamps burning. “Levo- 
lier Twi-Lite” switches dim the lights 
and when dimmed only two-thirds the 
current is used and about one-seventh 
the normal candle power is provided— 
yet, there is no resistance to become 
overheated and increase fire hazards. 





The “Se-To-So” lamp is a product 
of the Rockford Metal Specialty Co., 
Rockford, Ill. It is easily attached 
to any machine and is not in the way 
cither in sewing or closing the ma- 
chine. It has an adjustable feature, 
can be attached to any light socket 
and consumes very little current. It 
is finished in nickel and black. 





“Rhode Island Red” ar- 
mored cable is manufac- 
ured by the Providence In- 
sulated Wire Co., Provi- 
dence, R. I. It is strong, 
extra flexible and easily 
stripped. The cable _ is 
made in all sizes,—N. E. 
C. S. 600 volts and is ap 
proved by the Underwrit- 
ers’ Laboratories. The 
“Rhode Island Red” rub- 
ber covered wire is clean 
and smooth, easy to pull 
into conduits and will not 
soil hands, walls or ceilings. 
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Drawing and Welding Skelp into ‘‘Central’’ Pipe 


%pe 4 Operation in the Making of Central’ Pipe 
from which is Made 


Central Black 24 Central White Conduit 


(Approved by the Board of Underwriters) 
AETER skelp has been heated to the fus- 
ing point the formed end of the skelp is 
gripped with tongs, over which is passed a 
bell shaped die. The tongs are then secured 
to a continuous traveling chain, the die is 
caught in a holder, and the tongs and skelp 
are successively drawn through the die, 
which forms the skelp into a cylinder, and 
the heated edges, being pressed together, are 
welded. The insert illustrates the transition 

from strip to welded pipe. 

The Draw-Bench, here illustrated, travels 
transversely of the furnace, so as to draw 
the heated strips successively from the fur- 
Cece Pay xg nace as they reach the required temperature. 
ing the transition from Particular care in heating the skelp to the 
skelp to welded pipe. exact temperature required, and the subse- 
quent slow cooling, are responsible for the 
easy working qualities of “Central” Pipe and 
“Central Black” and “Central White” Con- 

duit. 


seaagg nnn 
RON a 





WAG 
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The second of a series 
illustrating the careand 
precision that charac- 
terize every operation 
in the making of ‘‘Cen- 
tral Black’’ and ‘‘Cen- 
tral White’’ Conduit. 
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| Fleming Heads New Fixture 
Sales Department for Crown 


‘ Wallace L. Fleming, who has un- 

P H if L A D E L Pp H if A til recently been district manager of 

the Albert Wahle Co., of New York, 

CHESTNUT and : 3 th STREET ~ has been appointed sales manager of 
° 


Hotel Les 


Fireproof - Unrestricted Parking 


600 Rooms 
500 Baths 


Half minute from center 
of activities in very good 
residential Iocation 


Rooms with running water 
from $2.50 per day 


Rooms with private 
bath and shower - 
from $3.50 per day 





Food and Service the best | <_< —— 


the Cemco Lighting Division of the 
| Crown Electrical Mfg. Co., of St. 
| Charles, Ill. He is developing a line 
| of residence lighting fixtures to be 
| distributed exclusively through the 
_ electrical jobber. 


Near West Philadelphia Station Pennsylvania Railroad 











“Wally” Fleming is probably as 

| well known to the jobbing fraternity 
as any lighting fixture man in the 
country. To use a hackneyed phrase, 
he has been raised in the job- 


New York’s Newest Hotel 


Jaa bing business, having been con- 

‘ “ ia a2 | nected in times past with such con- 
99949 W192 a l cerns as the Stuart-Howland Co., of 
33922] il Boston and the Western Electric Co. 
” 192 92) i at Philadelphia. He says that he 
be dead dd dd gail 
4d dd a3 doda ad | 
dd dd dd bd ld is going to do his best to provide it. 


e 
ga sd dd dd dd add od Fs : Knickerbocker eee: * * * 
Bie id Ba dd a | : McGill Has Unique Product 
120-128 West 45th Street The McGill Mfg. Co., Valparaiso, 
Ind., is manufacturing what is said 
to be the only series-multiple switch 
ever offered for individual control of 


thinks he knows what the jobber 
wants in the lighting fixture line and 














ee unsurpassed. A 

few een to all leading hiahhting Gtanciabe. 

shops and theatres. Away A four-page letter is being mailed 
from the noise and bustle, and still to dealers describing in detail this 
convenient to everything. Between cette. 
$3 to $5 per Day Grand Central and Pennsylvania . * * 
Terminal. Eagle Moves 

The Eagle Electric Mfg. Co., an- 


JUST EAST OF BROADWAY AND TIMES SQUARE nounces the removal of its offices and 
factory to 59 Hall St., Brooklyn, 


u. E 


400 Rooms—400 Baths 


Rates 
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We Consider the 


American Blower Line 


one of the most 
vexy _Valuahle connections 
w= \ Wehave made 


K. p.Le ayle and ww ofp ban hy ‘ne 

1ORS a - oe i 
“Bi Cll nen in recent 
years” 
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Py —- This letter from E. B. Latham & Co. is an elo- 

. - ea quent tribute not only tothe large and swiftly 
<a growing market for electric ventilation and to the 
es high standing of the American Blower Company 

— and its products, but to the extremely practical 
and effective wayin which the factory co-operates 

in building business in every sales territory. 


AMERICAN BLOWER COMPANY, DETROIT 
BRANCH OFFICES IN ALL PRINCIPAL CITIES 
CANADIAN SIROCCOCO., LIMITED, WINDSOR, ONT. 


Ameri can Rlower 


VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 


eS (MY Manufacturers c of all Types of Air- r-Handling dg Equipment — —__—— Since 1881 
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A “TIMELY” 


Andrews Elected Dictograph 
President 


On Friday, March 5, the employees 


«HE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY." 


A. E. Legge Becomes Manu- 
facturers’ Representative 
A. E. Legge, purchasing agent of 


| 
SUG GES TION of the Dictograph Products Corp. of the Public Service Company of North- 





“RELIANCE” 


AUTOMATIC TIME SWITCH 
Offer the “RELIANCE” Time Switch to 


your trade. They will be interested be- | 
cause for more than sixteen years the | 
“RELIANCE” Time Switch has proven | 
itself to be absolutely reliable and de- | 
pendable. 


Its simple construction, high quality 
materials and accuracy of manufacture 
place this time switch on a par with 
any other on the market for perform- 
ance and service. 


Every switch is guaranteed for one year. | 
It is made in 12 different sizes for 10, 20, | 
30 and 50 amperes and priced from 
$28.00 to $36.00 list. This switch is! 
approved by the National Board of Fire 
Underwriters. 


Racy , 
psec 





“RACINE” 


AUTOMATIC TIME SWITCH 


A lower priced Bick Dev’ View Seth | 
for ON and OFF window lights, signs, | 
bill boards, apartment house hall lights, 
etc. 


Made in two sizes, 10 and 20 amperes, 
selling for $19.50 and $23.00 list. It 
is made largely of “RELIANCE” parts |! 


and bears the same guarantee. 


RELIANCE AUTOMATIC 
LIGHTING CO. 
1907 MEAD STREET 
WISC. | 


RACINE, 





prise to Mr. Andrews. 


| congratulation 


New York, gave a dinner to P. W. 
Andrews in honor of his election to 





P. W. Andrews 


the presidency of the company on 
March 1. 

The dinner came as a complete sur- 
Telegrams of 
poured in from all 
parts of the country during the dinner 
at which he was presented with a 
liquid container of hammered silver 


as a token of esteem from his asso- 


| clates. 


Previous to coming with the com- 
pany Mr. Andrews had spent 25 years 
in the investment business refinancing 
corporations. He came with the com- 
pany in the early part of 1923 to 
study particularly the radio division 


| since he felt sure of its great promise 


for the future. 
manager of the radio department he 
was the father of the idea of the ap- 
plause card 5,000,000 of which were 


In his capacity as 


| printed and distributed all over the 


United States. 
- ae Se 


J. J. Kuscher Joins Eagle 


John J. Kuscher, who is well known 


| among the radio dealers and jobbers 


in the south recently joined the Eagle 
Radio Co., Newark, N. J. 


ern Illinois, resigned from the com- 
pany on April 1, to go into business 
for himself as manufacturers’ repre- 
sentative. 

Mr. Legge is well qualified for his 
new venture. He was with the Com- 
monwealth Edison Co., Chicago, for 
nearly 20 years, after which time he 
was transferred to the Public Service 
Co., where he has been in charge of 
the purchasing department for six 
years. He has a thorough knowledge 
of the merchandising of gas and elec- 
tric products. He will consider lines 
available in the electrical field. His 
present address is 2207 E. 70th 
Place, Chicago. 

Mr. Legge is well known by job- 
bers, as in his former capacity he was 
the company member of the Elec- 
trical Supply Jobbers Association. 

* * * 
Rohne Electric Changes Name 

At a recent meeting of the board of 
directors, the Rohne Electric Co. of 
Minneapolis was reorganized and will 
in the future be known as the Sta- 
Warm Electric Heater Corp. Ed. F. 
Sparks, well known in the electrical 
and technical industries, joined the 
Rohne Electric Co. as general man- 
ager in April, 1925. 

In the special 
will be placed upon “Sta-Warm”’ elec- 
tric pots and heaters for glue, wax, 
rubber plastic, and chemicals of many 
kinds. ‘“Sta-Warm’’ pots and heaters 
in stock models or built to order af- 
ford evenly distributed, automatically 
fixed heat for almost every type of 
fluid used in industry. 

* * # 


Hill Heads “Reynolite” Pacific 
Coast Division 

J. T. Hill has been appointed man- 
ager of the Pacific Coast Division of 
the Reynolds Spring Co., with offices 
in Los Angeles. Mr. Hill comes to 
the organization with long experience 
in sales and merchandising and is en- 
tering the territory after thorough ac- 


future, emphasis 


quaintance with the manufacturing 
and merchandising program of the 
company, gained in his thorough 


schooling at the plants in Jackson. 
He was formerly connected with 
the Westinghouse Lamp Co., Chicago 
district, and the Terry-Durin Co. of 
Cedar Rapids, Ia. 
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Let your dealers’ eyes rest on the pleasing pro- 
portions of this, the new Dim-A-Lite Porcelain 
Bathroom Bracket, and they will want to stock 
it! Let them turn the knob at the bottom of 
the bracket so they can see how easily the 
volume of light may be controlled. Show 
them the convenience outlet for other elec- 
trical appliances and they will see many sales 
for themselves. Show them how any volume 
of light can be had in the bathroom—a 
dim light for night—a bright 
light for clearest vision—a 




















won't be able to prevent their stocking it. 
The oval silhouette, the white porcelain finish, 
and its harmonious lines make it distinctive. 
Fine enough, beautiful enough, for the most 
elaborate home, yet it is within the reach of 
the average pocketbook. 

Brackets completely wired ready for installa- 
tion. Designed for standard outlet boxes. 
Listed under the Re-examination Service of 
Underwriters’ Laboratories. 

This will be the fastest moving 
fixture you ever sold. Demon- 





medium light for general use 
—write down the order, you 


Wi mwVom PANY 


PHILADELPHIA, PENNSYLVANIA 


strate it to your dealers—and 
it will sell itself. 


MAKERS OF DIM-A-LITE 


DIM-A-L 





Porcelain 


BATHROOM | 
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Show This New Fixture—Write Down The Order 
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“ Frisbee Joins Wakefield 

| Carl J. Frisbee, head of the lamp 
' and lighting department of The 
Erner Electric Co., Cleveland, O., re- 





WAY 


TO SALES SUCCESS BY SELLING 


AISLELITES 


Aislelite sales are on the increase. And 
do you know why? It’s because their fine 
merits are being recognized by contractors 
who immediately specify them in their 
plans. 

Aislelites light the aisles of motion picture 
theatres and playhouses with a diffused 
light, insuring quick and safe seating of 
patrons. 








Carl J. Frisbee 


signs on April 1, to join the sales 
organization of The F. W. Wakefield 
Brass Co., of Vermilion, O., manu- 
facturers of “Red Spot” lighting spe- 
cialties. 

Mr. Frisbee has had a varied and 





EXHIBITORS SUPPLY CO., 


4 








825 S. Wabash Ave., 
Chicago, Il. 


N 


successful experience in the industry, 





his activities including a year with 





the Hoover cleaner, two years in the | 


contracting business, 12 in 
telephony wherein he rose to be super- 


intendent of maintenance for the Ohio 


vears 


State Telephone Co., Cleveland, two 
vears overseas in the Signal Corps of 


the regular army, and almost six years | 


with The Erner Electric Co. 

In his new connection, Mr. Frisbee 
will have charge of the sales of “Red 
Spot” lighting specialties in the states 
of Ohic, Michigan, Indiana and IIli- 


nois. 


Sell— 


HARTFORD 


TIME SWITCH 


Dependable, Economical, 
Guaranteed. For controlling 
window lighting, electric 
signs, burglar alarms, charg- 
ing batteries, etc. Big profit 
percentage for you. Write: 


A. HALL BERRY 


General Sales Agent 
71-73 Murray St., 


* * 


New Philadelphia Agency 


Form 
Carroll Electric Co. the 
of the manufacturers’ 


* 


is 


The 
name new 
Pa., with F. J. Carroll and R. J. 
Lyons, formerly of the Crouse-Hinds 
Co., as partners. The new company 
will operate in the usual Philadelphia 
territory consisting of eastern Penn- 
sylvania, Delaware, southern 
Jersey and the vicinity of Baltimore 
They will special- 
sold 


and Washington. 
| ize on electrical 


| equipment 
New York | through jobbers. 
| 


is located at 1811 





The company 


ee ee 





agency just formed in Philadelphia, | 


New | 





(Electro-Galvanized) 


CONDUIT 


“Time has proved their 
worth.” 





They have been installed 
in many Prominent Struc- 
tures in every American 
City. 


Manufactured solely by 


GARLAND 
MANUFACTURING 
COMPANY 
Pittsburgh, Penn. 











BlueBell 


Bell Ringing 
Transformer 


FIVE SELLING POINTS 
Which help you sell the 


transformer: 
a. 


BlueBell 


It is small enough to fit in a 
shallow 

There is a wiring diagram with 
every transformer. 

It is guaranteed by the manufac- 
turer. 

It may be returned to the factory 
for free repair or replacement if 
not satisfactory. 

. It is fully approved by the Under- 
writers. 


KILLARK ELECTRIC MFG. CO. 


3940 Easton Avenue, ST. LOUIS, MO. 


2. 


3. 


4. 
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Section showing the triple re- 
sistance coil imbedded in a 
refractory material. This con- 
struction gives uniform dis- 


tribution of heat, Are Repeat 
CipomalOX | Orders Possible? 


The trade mark that stands 
for supreme. quality and 
value. Look for it on your 


new space heater. Yes = = 


When the original 
order gives satisfaction. 








Chromalox Heating Units are be- 
ing specified throughout the Industry 
because they have stood the test of 
time. Quality has been recognized. 


Jobbers stocking the Chromalox 
line are reporting larger sales. You 


can do likewise. Write today for 








The Railway Utility 
Company of Chi- 
cago is the sole dis- 
tributor of Chroma- 
lax Strip Heaters 
for use in heating 
of railroad and 
street cars in United 
States and Canada. 






complete information. 





SPACE HEATERS 


H—2150, 2 ft. 500 watts, 110 volts 1 “—_ 5 . 
{ gi 2250, 2 ft. 500 watts, 220 volts e List 
_ SH—2255, 2 ft. 500 watts, 250 volts 


The new Chromalox Space Heater has increased the possibilities. 


Never before has such a quality product been offered at such an 
attractive price. 


The protection for you is worthy of investigation. 





Service—We ship from stock within 24 hours 


Edwin L. Wiegand Co. 


422 First Avenue, Pittsburgh, Pa. 
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THE SALES POINT 
IS THERE! 


When you sell--- 


REG U S PAT OFF 


RENEWABLE 


FUSES 


It’s the 


POWDER-PACKED RENEWAL 
ELEMENT 


with the 
TIME-LIMIT FEATURE! 
they are 
“Famous For Performance” 


Do You Sell Them? 


Write us about Jobbers’ proposition and 
further information on Trico Renewable 
Fuses and Powder-Packed Renewal Ele- 
ments. — 


“TRICOFUSE MFG. CO. 


1603 Cold Spring Ave. 
Milwaukee, Wisconsin, U. S. A. 
Complete Line cf Renewable Fuses, Special Re- 
newable Fuses, ‘‘Kantark’’ Non-Renewable Fuses, 
Non - Renewable Fuses, ‘‘Cleartop’’ Plug Fuses, 
Plug Fuses, 25-Volt Fuses and Fuse Pullers. 

Prices and information on request. 

















TWO-TIME 
SAVERS 


FItz-M-ALL 


—__ =«s-« OUTLET BOX HANGER 








FITZ-M-ALL 
Trade Mark 193347 


The  Fitz-M-All Outlet Box 
Hanger and the Kruse Switch 
Box Supporting Strips are good 
sellers. 


They save installation time and 
money. Remember these points 
when you go to your trade for 
orders. 


The Fitz-M-All and Kruse are 
stocked by over 400 jobbers 
whose sales on them are stead- 
ily increasing. Samples sent on 
request-—address Desk A. 


MID-WEST METAL 
PRODUCTS CO. 


MUNCIE, INDIANA 








tg a Mo 

‘ 2 ang ae 

a SLIPKNOT] 

FRICTION \ 
TAPE 
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The Plymouth Rubber Co., Canton, 
Mass., has put out a very attractive dis- 
play carton containing five-cent rolls of 
friction tape which enables the dealer to 
increase his sales on this item. ‘The many 
uses which can be found for tape in the 
home have brought about this step and if 
properly displayed the contractor and 
dealer should be able to move a consider- 
able quantity of an article that has always 
been looked upon as only a wireman’s 
necessity. 





Scofield Takes Connecticut for 
Metropolitan 

I’. D. Bedell, sales manager of the 
Metropolitan Device Corp., Brooklyn, 
N. Y., announces that George Scofield 
has been appointed Connecticut repre- 
sentative for his company with head- 
quarters in Hartford. 


Merchandising Idea for “‘Buss”’ 


Fuses 


A special combination offer on 
“Buss” clear window fuses has gone 
into effect, good until April 30. The 
Bussmann Manufacturing Co. of St. 
Louis offers its new merchandising 
stand—strong and well made, suitable 
for the highest class stores—in com- 
bination with 200 fuses at a price 
which makes it an attractive proposi- 
tion to put before the dealer. The one 
dollar price that is put on the stand 
is said to be below actual cost. 

The fuses are put up in packages 
of five. People coming into the store 
are not only reminded by the display 
to buy plug fuses but can be sold on 
the idea of taking home a box of five. 
information on the box tells the lay 
man what to do when fuses blow, and 
it is said that he frequently buys a 
box of five largely to get this informa- 
tion. 


* * * 


Hubbard Electrical Output Not 
Halted by Fire 


A fire of considerable proportions 
destroyed the shovel department of 
Hubbard & Co., Pittsburgh, March 2. 
But it did not in any way affect the 
electrical materials department. There- 
fore, production and shipment of 
Hubbard pole line hardware and 
Peirce construction specialties will go 
on as regularly as before. 





about May 1. 





nie 7 


The Holyoke Co., Inc. of Holyoke, Mass., manufacturers of annunciator 
office and magnet wires, will move into its new plant in the same city on 
The new building as shown above will just double the floor 
space and afford greater facilities for the manufacture of other types of 
wire to be announced at a later date. The executive and sale offices of the 
company are located at 621 Broadway, New York, and are in charge of 
H. 'T. Smethurst, president of the company. Mr. Smethurst announces that 
Strimple & Gillette, Inc., will represent the company in the cities of Seattle, 
Portland and Spokane in which cities this agency has offices. He also makes 
the announcement that their representative in Chicago, the James E. Glea- 
son Co., is now carrying a complete stock of Holyoke wires. 


eer 
Tih [ 
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They All Call It--- 
“The Fan With The Big Blow” / 


You can work up a sell- 
ing slogan describing a 
product—but the public 
first uses it, compares it, 
and describes what they 
think of it in a sentence 
of their own that usually 
grows out of perform- 
ance. 
























People have attached to 
the Day-Fan name ‘The 
Fan With The Big Blow.” 





Jobbers use it to sell 
retailers—retailers use it 
to sell customers—and fan 
users have good reason to 
remember it every hot 
hour of hot spells. 


It is no slogan of ours. 
Some one noticed that 
Day-Fans* blew harder— 
some one noticed it kept 
them cooler—and so the 
expression spread through 
the trade. 





That is one of the big 
/ features of Day-Fan Fans. 
We make them give large 
air delivery by first giving 
them big blades—and 
driving them up to con- 
sistent high speed with a 
powerful, durable, mois- 
ture-proof motor. 


People want the fan 
“with the big blow’’ in hot 
weather. Write us for in- 






f / 
/ he | J / Fan User 


formation. 
: 4 ; J = *Formerly Dayton Fans. 
/ iz 
The Dayton Fan and Motor Co. 
Dayton, - - Ohio 





Day-Fan Radios 
Day-Fan Motors 
(Formerly Dayton 
Motors) 
Day-Fan Motors are well 
uilt, reliable and power- 
i. Many well known 
manufacturers trust their 
reputations to Day-Fan 
Motors by using them on 
their washing machines, 
pumping systems, elec- 
ric refrigerators and 
ther appliances. 


For More than 37 Years Manufacturers of High Grade Electrical Apparatus 


Our 37 years’ experience 
manufacturing 1igh- 
grade electrical appara- 
tus served us s well 
that the Day-Fan Radio 
RADIO - MOTORS = FANS saps eae 


sical instrument.” 
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A SURE 
SELLER! 


SS 












































Here's that “‘sure seller’’ you've been | 


looking for, J. S., and we'll tell you why 


“Slipknot” Friction Tape is so popular— | 


First—Because it cannot dry out. 
Second—Because it meets the highest | 
| 


electrical specifications. 


And_ third—Because it is 
through jobbers only. 


Plymouth Rubber 


Company, Inc. 
CANTON MASS. 


marketed | 












Can You Always Accept 
Wire Orders for Im- 


mediate Delivery? 


When your stock of wire has run 
low and you can’t fill a rush order, 
why not let us help you out? 


In all industrial centers are located 
“U. S.” Sales Branches which carry 
complete stocks of wires and cables, 
ready for immediate delivery at 
prices that assure you a generous 
margin of profit. 


“U. S.” Paracore Wires and Cables 
and “U. §.” Royal Portable Cord 
have gained a reputation for su- 
perior quality and assurance of 
satisfaction. 


United States Rubber Company 
1790 Broadway, New York City 


Complete Stock Carried in the Following Cities: 


Atlanta Los Angeles Spokane 
Baltimore Minneapolis St. Louis 
Birmingham New Orleans Syracuse 
Boston New York Toledo 
Buffalo Omaha 
Chicago Philadelphia 
Cincinnati Pittsburgh 
Cleveland Portland, Ore. 
ee Rochester 

a Sacramento 
> Salt Lake City 
Indianapolis San Francisco 
Kansas City Seattle Trade Mark 














| mer and F. B. Stubinger, advertising man- 


| the 






























On the left is the man responsible for 


the sale of “Breezo” ventilating fans and 
on the right the man responsible for all 
the advertising that the company does; to 
be specific, Harry Hebard, sales manager 
of the small fan department is the for- 


ager, is the latter, and the company is 
Buffalo Forge Company of Buffalo, | 
N. Y. Before another year is out Harry | 
hopes to meet a lot of the readers of 

Tue Jopser’s SALESMAN in person. | 





| cago, 


| Edison Electric Appliance Co., Chi- 
| cago, has been moved from 554 Leader 
| News Bldg., to 1139 Union Trust, 


Continental Lamp Division 
Moves 

The Continental Lamp Division of 
the General Electric Co., formerly 
the Peerless Lamp Division, has 
moved its entire offices to Philadel- 
phia, Pa. The thirteenth floor of the | 
Liberty Trust Bldg. has been taken 
over for offices and demonstration 


rooms. 
* * * 


A. A. Guardia Dies 
A. A. Guardia, traveling sales man- 
ager for the Pelouze Mfg. Co., Chi- 
died on Monday, March 15. 
While Mr. Guardia had not been feel- 
ing well for some time, his death came 
as a shock to all. He was widely 


"known in the electrical field and was a 


trustee oi the Electric Club of Chi- 
cago. The board of directors of the 


club were honorary pallbearers. 
* * # 


Edison Moves Cleveland Office | 


The Cleveland district office of the 


Cleveland, Ohio. 
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SELL 
HOLYOKE WIRES! 


Jobbers’ 
salesmen, 
better your 
sales rec- 
ords! Hol- 
yoke wires 
are of 
higher qual- 
ity and 
greater 
durability. 





BOXES 


Holyoke Products are: 
Regular single strand annunciator wire 
Regular twisted annunciator wire 
Multiple conductor annunciator 
braided cover 
Weatherproof single strand annunciator 


wire 


wire 
Weatherproof twisted annunciator wire 
Damp proof office wire. 

K K wire 


Magnet wires 


We want jobbers who 
are not acquainted with 






our policy and our 

products to get in 

touch with us. Stock Elomers win | 
Holyoke wires and de- es) 
termine why other job- = 
bers handling Holyoke S= => 
products have increased 

their wire sales. 

You've tried the rest 

- now try the best! SPOOLS 


The Holyoke Co., Inc. 


621 BROADWAY 
New York, N. Y. 











A GOOD 
BUY 


A majority of the job- 
bers’ salesmen of this 


country consider THE 
JOBBER’Ss SALESMAN the 
best buy they ever made 
for $1.00. Think of 12 
issues full of live, interest- 
ing sales helps for one 
little ironman! Subscribe 
today and _ recommend 
THE JOBBER’S SALESMAN 


to your friends. 
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How To Sell The Dealer 
Robbins & Myers Fans 








Questions Dealers Ask 


DEALERS 





[ 


| 








WILL IT 
ey 





DOES IT FIT 
MY PRICE RANGE! 











VALUE} | PROFIT 

















It is not enough that you should convince 
yourself that R & M Fans are the BEST— 
even though that is verily true. No Job- 
ber’s Salesman should be content to be- 
lieve that knowledge of the product he is 
selling, their quality and process of manu- 
facture is not needed in order to sell 
them. Such salesmanship is held as little 
value today. 


We will assist you with any information 


about R & M Fans that you desire. 


“With all thy getting—get UNDER- 
STANDING’’—B. C. Forbes 

















I | I 
TURNOVER] [HIGH] FreDiungfiow 





And 


Will it Sell? 
Does it Fit My 
Price Range? 


Value. 


Profit. 


it I 
WORK- om RETAIL] {COST 
AWORKC| MATERIAL | RETAIL! [COST] 




















Here Are Your Answers— 


—National Advertising has created a demand assuring 


quick TURNOVER. 


—Robbins & Myers Fans are so priced as to meet any 
price requirement. High—medium or low. 


—Robbins & Myers Fans are without question the big- 
gest value in Fans today. The workmanship is of 
the very finest and the material used is positively of 
the highest grade. 


—> per cent. The Retail price is moderate. The cost 
is exceptionally low in consideration to the quality. 


BRANCHES: 


Boston, 243 South St. 

New York, 30 Church St. 
Philadelphia, 1418 Walnut St. 
Buffalo, 831 Ellicott Sq. Bldg. 
St. Louis, 1922-26 Chestnut St. 


Cincinnati, 9 E. Third St. 
Chicago, 1825-29 Transportation 
Bldg. 

Cleveland, 1239 W. Third St. 
San Francisco, 317 Rialto Bldg. 


The Robbins & Myers Co. 


SPRINGFIELD. OHIO 
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Matthews Handy 
HOLDFAST PORTABLE | 


Stands the gaff of use, and is handy for the man 


who uses it. 


and the home. Mention them to your trade. 


EWS) 


W. N. Matthews Corporation 
3724 St. Louis, U.S. A. 


ASK ABOUT THESE 


Matthews Scrulix Anchors 
Matthews Fuswitches 

Matthews Disconnecting Switches 
Matthews Cable Clamps 

Matthews Guy Clamps 

Matthews Lamp Guards 

Matthews Holdfast Lamp Changers 
Matthews Teleheights 

Matthews Telefaults 

Matthews Adjustable Reels 
Matthews Slack Pullers 

Matthews Mechanical Painting Equipment 





March 1. 


Note the rugged construction, the 
convenient hook, ample hand-grip and compact 
guard. They are needed in every shop, garage 








GENERAL 
PORCELAIN CO. 





Manufacturers of 
Standard Knobs, Tubes and 
Cleats, High Tension Pin 
Type Insulators, Strain Insu- 
lators, Bushings, Electrical 
Fittings, Fuse Blocks, Switches, 
V.T. Sockets, Radio Specialties. 





| to be 


| duit benders. 





TECCO 


Brass Key 
and 
Keyless 
Sockets 





Ask for free 
sample. 








TRENTON ELECTRIC & 
CONDUIT CoO., Inc. 





TRENTON, N. J. 





New 








T. C. Whaling Dies Suddenly 


Thomas G. Whaling, who was vice- 


| president of the Westinghouse Lamp 
| Co., 


died suddenly at the Fifth 
Hospital, New York, 

Mr. Whaling joined the 
Westinghouse Lamp Co. in 1906 as as- 


Avenue on 


sistant to the manager, and held the , 


successive positions of sales manager, 
manager, general 
| manager and vice-president. He was 
electrical indus- 


| assistant general 
widely known in the 
try as one of the pioneers and early 
leaders in the lamp industry. Prior 
to his connection with the Westing- 
Lamp Co. Mr. Whaling was 
and treasurer of the Mil- 
Co., of Milwaukee, 


house 
secretary 
waukee Electric 
Wis. 

* * 

Latest Trade Literature 
The Electric Controller & Mfg. 
o., Cleveland, O.—A four-page sheet 

made up in newspaper style and issued 
monthly, giving news of the various 
applications of electricity. It also 
contains advertising of the company’s 
products. 


Hart & Hegeman Mfg. Co., Hart- 
ford, Conn.—A mailing card on the 
“Golden Tassel,” which identifies the 
H. & H. pull socket line. 
of the tassel is attached to the card 
in the form of a small charm or fob 
attached to a watch—a neat 
symbol and clever advertising. 


The Rattan Mfg. Co., New Haven, | 


Conn.,—Catalog No. 3, containing de- 


scriptive matter, list prices, and illus-— 


trations of its line of conduit fittings, 


boxes, connectors, fish wire, and con- | 
The catalog comprises | 


32 pages. 


General Electric Co., Schenectady, 


| N. Y.—A 32 page catalog on portable 
| instruments of all kinds. 


is well illustrated. 


Engineering & Mfg. Co., 
York.—A 20-page catalog de- 
the Call” paging 


Signal 


scribing “Signal 


system. 





Arrow Electric Co., Hartford, 
No. 21, containing 
120 pages of descriptive matter and 


The 


Conn.—Catalog 


illustrations on the products of the | 
The catalog is of the loose- | 
leaf type so that additional pages may | 
be inserted as new products or changes | 


company. 


necessitate. 





PUYUYUTUYUTUTUYUYUYMYEYEYEY Yaa i i 


Pick Your Nearest Man 
for 





uperior Quality 
upplied With 
uperior 


ervice 


F. A. LaChance, New York City. 

A. J. Johnson Co., Chicago, Ill. 

Chas. D. White Co., Boston, Mass. 

J. H. Menge Sales Co., New Orleans, La. 
Martin Woodard Co., Seattle and Portland. 
Jas. 2. Noble Co., Frisco and Los Angeles. 


SUPERIOR INSULATING TAPE CO. 
ST. LOUIS, MO. 


IPILPLPUL PUPP PUA PEA PEP PEPE PEEP 


MMYUYUYUTUYUYEYUYUY Yau ue 
Vette le 








COUPLE 











JAPIDPULPIAPUATUAPUATA PAPEETE PAPA PAA PEPE PEEP 


Blandin 


Badio Cabinets 
JOBBERS! 


Before you put in your orders for 
next season’s RADIO CABINETS 
don’t fail to look over the BLAN- 
DIN LINE. We’ve got something 


new for you. 








BLANDIN PHONOGRAPH CO. Inc. 
1000 16th St. RACINE, WIS. 








A sample | 


ASK 
JIM BETTS 


Every kind of motor and motor- 
less flasher for every kind of 
electrical sign 


1390 SEDGWICK AVE., N.Y.C 














This catalog | 


Every Business 


of consequence ought to have proper card 
REPRESENTATION, 


WIGGINS 


Peerless Patent Book FormCards 


are used by many of America’s 
largest card userse—superiority 
of engraving and the 
convenience of the book 
form style ex- 
plains why. 
Send for 
tab of speci- 
mens, detach 
them one by 
one and ob- 
serve their 
sharp edges 
and general 
excellence, 


The John B.. ee ae Company 
vers Laren 










Engra 
1157 Fullerton Ave. 
Peoples Gas Bldg 


= CHICAGO 
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Automatically cutting off the current 
when anything jams in the machine, 








this convenient switch is easily closed 
again by simoly pressing the button. It 
eliminates the delay of a blown out 

use. For use on all small motored de- 
vices such as washing machines, refrig- 
erators, oil burners, mangles, etc. 

















Solve the fuse problem « 
and make two profits! 


HE dealer finds the C-H Thermostatic 
Overload Switch profitable two ways. 
He makes money on the sale and installa- 
tion, and he eliminates many a time-con- 








. “Hello — Hello —Is this 
suming, unprofitable call to replace blown- the Jones Electrical Sup- 
f ply?— Mr. Jones ?— Oh, 
out ruses. Mr. Jones, something has 
mt ° ° gone wrong with my wash- 
] he overload protection incorporated ing machine. There was a 
: : ° } “click” somewhere and 
in the design releases the motor switch on ec nisi 
overload if the machine is jammed as when “That's too bad, Mrs. Prescett—Fl dvep 
e ° ~ ° hi d . ”? 
clothes curl up in a wringer. The switch ea ae 
h d f os “Oh, you can’t!—I mean I have to have it 
helps to protect the motor an no Tuses fixed right away—we’re right in the middle 
of the washing, you see, and we’d never get 
are blown. through...... = 
Then too, the convenience of the switch “Oh, very well, Mrs. Prescott.” 
and the, ease with which the motor may ny ee oe ee ey eee 
° f h : i 1] : ing on and spend valuable time to hold Mrs. 
again be started a ter aving automatica \ Prescott’s good will. Of course he could make 


a small nominal charge—he lost time and 
money. 


shut down, makes it unusually appealing 
to the consumer. Nom, by selling the C-H 

Ask your jobber today about the C-H Mela soish he nce ony bales 
7270 Thermostatic Overload Switch. ee eee 


nating the fuse nuisance for 

his customer — but he saves 

The CUTLER- HAMMER Mfg. Co. himself time and money — 
1213 St. Paul Avenue 

Milwaukee : Wisconsin 


CUTLER @ HAMMER 


Thermostatic Overload Switch 
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Your Exhibit At The 
Jobbers’ Convention 


The June Number of THE JOBBER’S SALESMAN will carry the 
annual “Convention Exhibit”’ insert that has come to be looked upon 
as the semi-official exhibit of manufacturer’s products at the Jobbers’ 
Convention. 


During the week of May 31, several hundred prominent jobber 
officials will gather at Hot Springs, Va., for the annual convention of 
the Electrical Supply Jobbers Association. 


The June number will be in the hands of every man present. 


Representation in this ‘“Convention Exhibit”’ insert gives you every 
advantage that an actual exhibit of your products at the Homestead 
Hotel would, if such exhibits were permitted, at only a fraction of 
the expense and with the added assurance that every jobber at the 
Convention will view your display. 


If you have attended Jobbers’ Conventions in the past you will 
appreciate the importance of representation in the June Number. 


Reservations should be made at once. 


THE JOBBER’S SALESMAN 


The magazine of the wholesale electrical distributor and his salesmen 
53 W. Jackson Boulevard 
Chicago Illinois 


New York Cleveland Los Angeles 
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“The House of a Thousand Lanterns” 


Weatherproof 


Copper Lanterns 
Never Rust 





Help Make More 
Sales With Less 
Effort 





Sold Thru 
Distributors 





Write for Booklet +15 





No. 243 


Gruber Brothers 


392 Broadway New York, N. Y. 











YAGER’S 


Soldering 





Salts Paste 


They will stand all the pushing 
you can do. They sell because 
they do good work and are 
priced reasonably. 


ALEX. R. BENSON CO., Inc 
Hudson, N. Y. 


For list of distributors see McRae’s 
1924 Blue Book. 











NORTHERN WHITE 
WESTERN RED | 
GUARANTEED GRADES | 
24Hour Service. | 


BUTT TREATING | 
ANY SPECIFICATION | 
Let Us Show YouHow & | 
To CashInOn BELL Poles | 


SEND FOR CONTAINING 




















Chicago Fuse Mfg. Co., Chicago.— 
A beautiful circular illustrating and 
describing a attractive three- 
color counter display carton, which is 


new, 


designed to help dealers sell more 
plug fuses. 

James H. Betts, New York.—Bul 
letin No. 101, the first of a series of 
monthly bulletins containing 12 pages 
of interesting news combined with de- 
matter and prices on the 
The 


type flasher is described in detail. 


scriptive 


Betts line of products. mercury 


Crouse-Hinds Co., Syracuse, N. Y. 
No. 35. illustrating and 
line of flexible fixture 
the 


Folder 
describing the 
by com- 


hangers manufactured 


pany. 


Detroit. 
well illus- 


Ce:, 
catalog, 
the ‘‘Venturifin” 
The company has 
5518 on the 


American Blower 
Mich.—A very fine 
trated 
method of heating. 


describing 


also issued bulletin No. 


subject. 


National Lamp Works of the Gener- 
al Electric Co., Nela Park, Cleveland. 

-The ‘Blue Carton Junior’’, a vest- 
ssid manual which fills a long felt 
want on the part of the jobber sales- 
man who either wants guidance as 
Mazda lamp representative or needs 
to have handy an encyclopedia on lamp 
information. Approximately five thou- 
sand salesmen will be equipped with 


this booklet before the year is very 
far advanced. 

Gruber Bros., 392 Broadway, New 
York.—An attractive booklet = on 


copper lanterns, prepared for dealer 


distribution, imprinted. Ten types are 
described and illustrated. 
* * % 
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Transformers and Chokes 
for B-Battery Eliminators 
Audio Transformers 
Voltmeters 


A. C. Tube Step-Down 
Transformers 


DONGAN ELECTRIC MFG. CO. 
2993 Franklin Street, Detroit, Mich. 


P.\ TRANSFORMERS of of ‘MERIT f for FIFTEEN B77\.-8) 








ay Baal 


BURNS SPEAKERS 


Loud pleasing tone. Hand- 
some material. Distinctive 
design. Adds to enjoy- 


ment of any set. 
Horns—$22.50 to $30.00 
Units—$10.00 and $12.00 
Manufacturers 
SMnerician bbecltic 
COMPANY 
State and 64th Sts. 





CHICAGO 














Wrigley Toggle Bolts 


“Wrigley 
For Quality” 


OEC.3,1901 






= M f 
28s so 
w” zo gaug . 

= ze 

hid ow Can be put through 
S — os smaller holes than 
oe ES the ordinary toggle 
S -- bolt. 

oOo 

= First toggle bolt 


made. 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, Ill. 





















saeer “Ill 
Butt Treated ||| || 


Northern 
-White Cedar 


Western 
Red Cedar 
ULLULLLLLALALLUBMASAATIROATAOEREDSRLILULLLL 


T. M. PARTRIDG 


Lumber Company 


Minneapolis, Minnesote 
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TAKES STANDARD ATTACHMENT PLUG 


TORK TIMERS 


“Automatic Economy” 


LECTRICITY does everything so 

quietly that people need to turn 
it on with something which can be 
easily set to turn it off automatically 
at the time set. Tork Timers do this. 
They measure electricity before it is 
used. They remove all worry about 
any electrical operation that requires 
a definite time. 
Every Tork Timer you sell will sell three more 
after itis used. It is very simple to operate. It 
requires no winding. You simply set the pointer 


for each operation. It turns ‘‘on,” or “off,” or 
both at times set. 


The new flush plate Tork Timer makes possible 
automatic economy with everything electrical. 
It opens up a new field for automatic control. 
See next column for many important uses. 


TORK CLOCK 
pe ¢ kahn 


dh spin 





TORK CLOCKS 


ELL a Tork Clock wherever there 

is aneed for regular, daily, switch- 
control. It turns electricity “on” and 
“off” every day at the times set, as long 
as it is wound weekly. It is the sim- 
plest to install and easiest to set. Listed 
in capacities from 15 to 500 amperes. 
See next column for many important 
uses, 
The field of Time Controls of 
electricity is so big you should 
know all about Tork Clocks and 
Tork Timers. Send for complete 
net price sheet No. 26015. Save 
the middle column of this page and 


put it in our handy pocket folder 
we will send you free on request. 


TORK COMPANY 
8 West 40th Street, New York 
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Index to 


Automatic Controls 


ADVERTISING MACHINES 
No. 015 Tork Clock for regular daily schedules 
or No. 306 Tork Timer for special exhibitions. 
Either type can be built in. 
ALARM SYSTEMS 
No. 115 Tork Clock. 
APARTMENT HALL LIGHTS 
No. 115 Tork Clock for night lights. No. 130 
Tork Clock for main hall lighting in large build- 
ings. 
BATTERY CHARGING 
No. 330 Tork Timer. 
BEAUTY PARLORS 
No. 306 Tork Timers with No. 40 flush plate 
and convenient outlet. 
CLOTHES WASHERS AND 
LAUNDRY APPLIANCES 
No. 330 Tork Timer. 
COAL BURNERS [Automatic} 
No. 115 Tork Clock. 
No. 015 Tork Clock if built in, 
CREAM SEPARATERS AND 
FARM MACHINERY 
No. 330 or No. 310 Tork Timer. 
DEPARTMENT STORE LIGHTS 
No. 306 Tork Timers with No. 30 flush plates. 
DISH WASHERS AND KITCHEN CIRCUITS 
No. 306 Tork Timer with No. 40 flush plate and 
convenience outlet. 
ELECTRIC MELTING POTS 
No. 130 Tork Clocks 
ELECTRIC SIGNS 
No. 130 Tork Clocks up to 30-amperes. 
Series 76000 outfits up to 500-amperes. 
ELECTRIC OVENS 
=e. 330 Tork Timers or No. 306 Timers with 
relay. 
ELECTRIC PUMPS 
No. 310 Tork Timer. 
ELECTRIC RANGES 
No. 306 or No. 330 Tork Timer. 
ELECTRIC WATER HEATERS 
No. 330 Tork Timer. 
No. 36 Tork Timer with No. 30 flush plate for 
small heaters or for large heaters with relay. 
ELECTRO-CHEMICAL PROCESSES 
12-Hour, 4-Hour, 2-Hour, 35-Minute or 15- 
Minute Tork Timers as required. 
ELECTRO-THERAPEUTIC APPARATUS 
No. 406 Tork Timer with No. 30 flush plate or 
with No. 40 flush plate and convenience outlet. 
FLOOD LIGHTING 
No. 130 Tork Clocks up to 30-amperes capacity 
and Series 76000 outfits up to 500-amperes capa- 
cities. 
HOTEL LIGHTING CIRCUITS 
No. 306 Tork Timer with No. 30 flush plate for 
special rooms. 
No. 130 Tork Clocks for regular lighting. 
HOTEL KITCHENS 
No. 306 Tork Timers with relay. 
HOUSEHOLD APPLIANCES 
No. 306 Tork Timer with No. 40 flush plate and 
convenience outlet. 
ILLUMINATED PUBLIC CLOCKS 
No. 015 Tork Clock built in. 
ILLUMINATED POSTER BOARDS 
No. 230 Tork Clocks if exposed to weather. 
No. 130 Tork Clocks ifinstalled in other cabinets. 
INDUSTRIAL EQUIPMENT 
12-Hour, 4-Hour, 2-Hour, 35-Minute or 15- 
Minute flush Tork Timers built in or rotary 
switch type for self-contained installations. 
OIL BURNERS [Automatic} 
No. 115 Tork Clock for mild climates. 
No. 306 Tork Timer with No. 30 flush plate for 
se vere climates. 
PHOTOGRAPHIC LIGHTS 
No. 506 Tork Timer with or without relay, ac- 
cording to capacity, or No. 330 Tork Timer 
without relay. 
PROTECTIVE LIGHTS 
No. 115 Tork Clock. 
POULTRY HOUSE LIGHTS 
No. 115 Tork Clock with dim light attachment. 
RADIOS 
No. 306 Tork Timer, 
RAILWAY SCHEDULE CIRCUITS 
No. 166 Tork Clock. 
RAILWAY STATION LIGHTS 
No. 130 Tork ( lock. 
REFRIGERATING APPARATUS 
No. 015 Tork Clock. 
RESIDENCE LIGHTS ©& SPECIAL CIRCUITS 
No. 306 Tork Clocks with No. 30 flush plate. 
STORE WINDOW LIGHTING 
No. 115 or No. 130 Tork Clock. 
STREET AND PARK LIGHTS 
No. 230 Tork Clocks if exposed. 
TRAFFIC SIGNAL LINE CIRCUITS 
No. 130 Tork Clock. 
WATER PURIFYING SYSTEMS 
No. 015 Tork Clock. 
X-RAY MACHINES 
No. 406 Tork Timers with No. 30 flush plate or 
peor the No. 40 flush plate and convenience 
outlet. 
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Houston, Texas, first added radio as a side 
To their surprise a large volume of 


line. 


business was done the first year and a sub- 
stantial increase has been experienced each 


succeeding year. 


From the start in radio, the Star Electric 


& Engineering Co., Inc., 
has handled Eveready 
Radio Batteries, and 


they still continue to sell 
ever-increasing quanti- 
ties of Evereadys, stat- 
ing that it is “because of 





Because of popular demand 


THE Star Electric & Engineering Co., Inc., 





popular demand, because they give better 
service and because our source of supply 
is sufficient to meet our needs.” 

Eveready Radio Batteries are profitable 
items for you and your trade, bringing both 


profits and satisfied customers. They are 





} 


Hour - 


through the 


Tuesday night means veoread 
9 P. M., Eastern Standard Tim 


following stations: 


WEAF-New York wor-Bufial wGNn-Chicago 
WTAR—Providence WCAE—P. ttshurch nen hort 
WFEFI Boston wsarl—Cincinnat ‘a | Minneapolis 
| Worcester WEAR-—Clevela “") St. Pau 
Phi Ksp-St. Louis 


hiladelphia wwj-Detrcit 


fic Coast, Eveready Program 


m Francisco- 8 to9 P.M 


EVEREADY 


Radio Batteries 


-they last longer 





sold through jobbers only. 


Manufactured and 
guaranteed by 
NATIONAL CARBON Co., Ine. 
New York 


oan Francisco 


Atlanta Chicago Dallas 
Kansas City Pittsburg 
Cie ies Gis , 
Toronto, Ontar 














OR commercial lighting jobs where the 
buyer wants “something special,” we make 
a variety of distinctive and very handsome 











% _ * ees ey 
me “ Sac 
F \0 Cheap ILangers which combine beauty, massiveness 


and extra richness of finish with all the merits 


Y' 1 sometimes get on of our standard material. 


commercial lighting While such units are supplied only on special 
jobs where price — order, we are in position to give unusually 
T e factor. such . . . . f 
oe : pc "Weit prompt delivery service owing to improved 
Cases aon q ; i | Ee > ° 2 3 ae 
Waledits wad taeced ht manufacturing facilities. 
show you hangers of a Photographs or samples and prices on 
quality. which cannot be request, 
equalled, at a price which 
makes competition faint. 


























THE 
B' "TY for all normal installations Wakefield Standard if F.W.WAKEFIELD 
“Red Spot” ILangers are America’s most popular BRASS CO 
commercial lighting fixtures. ‘The Standard Line in- . : 
cludes chain pendant and ceiling type hangers suitable | Vermilion, Ohio, 
for any of the popular large urn-shaped glassware, also U.S.A. 
pendant, ceiling and bracket units for auxiliary and 
small space lighting. "The complete requirements of any 
reasonable installation can be met with Standard “Red 





Spot” material. 














